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BETTER TAKE ALONG 
A COUPLE OF SPARES... 
THEY'LL STAY FRESH 








HERE’S THE WAY TO 
STEP-UP FLASHLIGHT 
BATTERY SALES 


Put the Ray-O-Vac Leakproof package display on your counter 
to tie up with Ray-O-Vac's hard-hitting national advertising. 


Suggest the purchase of a couple ‘‘spares.'’ Sealed-in-steel, 
they stay fresh, to work when your customers need them. 


Stress the Ray-O-Vac Leakproof guarantee—''new flashlight 
€) FREE if this battery damages yours.'’ Ray-O-Vac is the only 
flashlight battery with this guarantee. 


5 
5 GIVE YOUR CUSTOMERS THE BEST 
i —THEY'’LL COME BACK FOR MORE 


RAY-O-VAC COMPANY- MADISON 3, WIS. 
RAY-O-VAC (CANADA) LIMITED—WINNIPEG, MANITOBA 


OTHER FACTORIES AT CLINTON, MASS., LANCASTER, O., SIOUX CITY, 1A., FOND DU LAC, WIS., WILLIAMSPORT, PA 
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E OR matchless brush quality, whether it be 






nylon or pure bristle, these familiar trade 
marks are the symbols of Wooster Foss-Set 
Brushes the world over—and the choice of 


painters everywhere. 


OOSTE 
WOOSTER Nis: BRUSHES 
THE WOOSTER BRUSH CO. ® WOOSTER, OHIO 
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) SUBMERGED 


CHROME 


Trademark Reg. U.S. Pat. Off. 


finest quality 


ALUMINUM PAINT 


Practically unlimited are the uses for Cres-Lite SY NCHROME 

Aluminum Paint. Have @ supply with you on every job! 

e SYNCHROME is a quick-drying, synthetic resin, 
ini jy pure 325 m i 
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y covers most surfaces 
ssed for its resistance 
d corrosion. 

make it the best 
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ONCE AN ATKINS USER... 
ALWAYS AN ATKINS USER 


Once a man gets his hands in an Atkins Saw, he's quite likely to be an 
Atkins fan for life. Just a few strokes and he realizes that here is the 
saw he’s been looking for—a saw that cuts fast as it cuts clean—a saw 
that handles easily and with surprisingly little effort. This is what makes 
the Atkins line so profitable for dealers in normal times. This is what 
will make the Atkins line the dealer's leading line when saw production 















catches up with the tremendous pent-up demand. Rest assured that Atkins os 
is doing everything possible to step up production—to supply you all the DA 
saws you need to satisfy those who are satisfied only with an Atkins. ATKINS, 


E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 So. Illinois St., Indi polis 9, Indi 
Branch Factory: Portiand, Oregon 
BRANCH OFFICES: Atlanta - Chicago - Memphis - New Orleans - New York - San Francisco 
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IN THE FAMOUS SECRET SERVICE SERIES 
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@ Just as it is true that “you can’t beat laminated Master the greatest name in padlocks .. . the superior | 
steel for toughness”, it is equally true that you can't protection gained by applying the laminated principle } 
beat laminated brass for certain padlock purposes. to hard-wrought materials. — | 
With Master you win both ways ... with steel... @ Four sizes — in limited quantities — in the famous | 
with brass . . . customers’ choice! And Master brass Secret Service series. Get in touch with your jobber | 
padlocks offer the fundamental feature that has made for Master padlocks in brass! 4 


Master Padlocks | 


EVERY ONE AN OUTSTANDING VALUE 





: Master Iock Company, Milwaukee. Wis. e Worlds Leading Padlock Manufactinensr 
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re you a ONE-PUNCH CHARLIE? 


Punches and chisels are the heart of any mechanic's 
tool set! Te make up matched, single - brand sets of 
these impertent, basic tools, guide your mechanic 
customers to the COMPLETE PLOMB LINE of 70 
punches and chisels! Piomb's user-tested designs 

. provide the strength, lightness and ease of handling 
needs to do better work. They're made 


mee 


( 


forged, heat treated and tempered to inews 
of service. You will find Plomb punches 4 
sell themselves, and of more 

the COMPLETE PLOMB 
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brinding Wheels 
NY NAME 











“Norton AsraSives” on a grinding wheel blotter is 
half the sale because the customer knows that Norton- 
built industrial grinding wheels have established a repu- 





tation for excellence which makes that name synony- 
mous with quality. Thus the customer buys and the 
dealer sells with confidence that quality performance 


will insure “value received,” 


Behr-Manning’s General Purpose Grinding Wheels 
are Norton-built with the same “know-how” that pro- 
duces their celebrated industnal wheels. Hardware 
dealers and customers are thus assured of fast-cutting, 


electric furnace abrasives, kiln-fired vitrified bonding NORTON ABRASIVES 


and true running, safe operation. ps “a 

iano # GRINDING WHEELS 
: , a ae OWER GRINDEF 
Sell “Norton Abrasives” grinding wheels by name— a va 
_ Vitrified Bond it a be 


‘ available in three appropriately-priced display assort- Uniform Quality 
SMM aS 







ments, or in individual cartons to suit every dealer’s 
need. Write for new grinding wheel booklet. 








BEHR-MANNING + TROY,N.Y. 
OuUAT COATED ABRASEVES SINCE 
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Amazing New Combination 
PORTABLE HEATER and FAN! 
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Simple as ABC .. . Flick , ee = 
the switch one way and —_F . 
out comes a cool, gentle aie 








breeze ... the other way 

and it draws the air of the ‘ 

room through . . . blows it ee 

out hot. —_ tating, 
Py 
= : : 
x Made of all steel with carrying handle 


* in modern design, and handsomely finished 
in ivory baked enamel. Guaranteed for two 
years. Retails for less than $15.00 with 
generous margin of profit for you. 


PORTABLE ELECTRIC HEATER COMPANY 


BENTON STREET, DETROIT 1 MICHIGAN ~ RA 1297 
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DISTRIBUTION HAS STARTED on this entirely 
new and different automatic iron. Deliveries are 
now being made to distributors in Minnesota, 
Nebraska, the Dakotas, Upper Michigan and 
parts of Iowa and Wisconsin. The iron is being 


BETTY CROCKER !S A TRADE NAME OF GENERAL MILLS, INC. 





introduced district by district. Other states will 
be opened at monthly intervals. Succeeding 
advertisements will keep you posted on the prog- 
ress of distribution. General Mills, Inc., Home 
Appliance Department, Minneapolis 13, Minn. 


THE IRON WITH TRU-HEAT CONTROL AND THE HIGH-SPEED SOLE 
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TAX 
$9.75 Rretait incivoed 
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TRADE MARK REG. 
Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equip- 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 
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” Sparkling China 

oer more” No cloth « No paper 
ont Snaps in easily 
Cannot pop-up or fall out 

Fits all standard makes 


RONE. 
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PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and . + base is black plastic with two-heat brew and warm 
performance. List price $15.75 switch. List price 
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DA STAR IN THE KITCHEN... 
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The biggest news in pressure § mm 
New EKCO—it not only cooks in mag 
easier than anyone thought possible: Du w 
TO THE TABLE with the hostess... serves hells 
hot without using extra dishes. 
Easy to use—easy to demonstrate—easy to sé x 
pressure cooker offers MORE to your customers. > 
MORE will want to buy it for themselves and as 
Smartly packaged in attractive cartons, nationally dv 


tised in 13 leading magazines. 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicage 39 a 





Only the EKCO 
offers all these features: 


1. Just a twirl of the Finger-Tip Knob seals the cooker 
pressure-tight! 

. Pressure Control is part of the cover. No loose 

parts to get lost! 

Handy Super-Sealer ball double-locks the cover! 

. Casserole handles save space on the stove and on 

the shelf? 
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Special serving cover dresses up the Ekco for the 
dining table! 
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THOSE MEN. | | 
bringing you the | | 


ne 


Gangway for three fast workers. The Yale Moving 
Men — Quality, Reputation, Promotion—are “on ¢ 
the go,” again, bringing you back the pre-war favor- : 
ites, the “Silver Six”. t 
Six improved padlocks—more attractive than ever, f 
stronger than ever. As usual, Yale & Towne offers 
your customer the most protection for the t 
money. 
The big silver-and-blue merchandising board is 
free _.and so are the colorful window and counter 


displays Yale has prepared. 








YALE PUTS 3 BIG 





SALES MOVERS 
INTO YOUR BUSINESS 
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ARE BACK AGAIN... 
famous Shee Six 


After five years of shortages, these locks will move 
even faster than they did before the war. Your customers 
—who will read about the return of the “Silver Six” in 
the SATURDAY EVENING POST — are ready and waiting 
for them ... Are you ready for your customers? 

Your jobber can now give you prompt deliveries on 


the “Silver Six”. 


THE YALE & TOWNE MANUFACTURING CO. 


Stamford, Connecticut, U. S$. A. 


The name YALE 
helfis make the Sate 






This advertisement, in 
color, is in the August 
24th issue of the 
SATURDAY 
EVENING POST 
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In the New Boxes 
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CHECK THESE FEATURES 


Here’s the all-perfect All-Purpose 
Cooker for every housewife’s canning, 
cooking, preserving, stewing, etc. Its 
outstanding beauty is a joy to see. It 
is engineered and constructed for 
long utility plus easy cleaning. Just a 
wipe of a damp cloth and it is back 
to its original sparkling brilliance. 
Show It and You've Sold It! Be wise 

. anticipate your orders. Dealers: 
Write for name of nearest Jobber! 
Jobbers: Contact us at once! We do 


not sell direct! 


Dou t Watt-Onder“/eday: 


Manufactured and Guaranteed by 


12 GAUGE SOLID ALUMINUM for Long Wear- 
ing Service. 


12 GAUGE SOLID ALUMINUM TOP 
Conducts Heat Quickly. 


GENUINE BAKELITE HANDLES Always Stay 
Cool. 


REAL STOCK POT with 7 Quart Capacity. 
MIRROR FINISH OUTSIDE for Real Eye-Appeal. 
SUNRAY FINISH INSIDE & BOTTOM for Even 
Heat Distribution. 


Packed Y% doz. to Carton. 






THE PAYSEE COMPANY, INC. 


162 North Franklin Street, Chicago 6, Ill. 
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DANDY ran ational Advertising farm homes. Millions of electri 
i n . ~ . 7 ; 
gn starting with this fied farm and rural homes will 


po ’ -getti g ful t G y 
werful attention n ] wan em Dand Elec tric 


pa e aaver isemen in - rn, saves ru Ty saves 
MEANS gz t the Au Cc u . a d dge ’ 
: : ‘ t h Sz = > 
ust issues of Farm Journal and time, saves money. Cash in on 


4 e 
The Pro Tessiv I armer will this big demand or der from 


BUSINESS reach 3% million prosperous your distributor today. 
ALABAMA MANUFACTURING COMPANY 


Birmingham 3, Alabama 





, This ts the way 


<a 


st 


For years I was 4 slave to the old hand A real joy to use Gem Dandy Electrie 
churn. Ican tell you it was slow, hard work Churn ts sanitary, easy to clean. Fits any 
—downright drudgery! crock of jar up to 6 gals. but most farm- 
Now I just sit down and relax while my wives prefer the strong. gurable, transpar- 
Gem Dandy Electric Churn does the work ent Gem Dandy glass jar. made espec ially 
In about 15 minutes the butter is made for use with-Gem Dandy Electric Churn. 
My Gem Dandy produces 15% more Sold separately 3 and 5 gal _ sizes Prices 
got before—so it really (National average) about $1.75 and $2 25. 
Don’t be a slave to the old hand churn 

buy a Gem Dandy Electric Churn today 
Saves time . . . saves work saves money 


use it’s the best 
Sold by leading electrical appliance an? 
ou can't find a Gem 


butter than I ever 
pays for itself 

Be sure to ask 
Churn—it's the leader t 
The slow-speed motor, aluminum shaft and 
adjustable aluminum dasher are scientific- hardware dealers iy 
ally designed to produce best results. Hun- Dandy dealer, write 
dreds of thousands of satisfied ALABAMA MANUFACTURING COMPANY 
enthusiastic users since 1937 Birmingham 3, Alobame 


for Gem Dandy Electric 


PAYS FOR ITSELF. « - 15 


% MORE BUTTER 


ndy slow-speed, long-life motor t 


.d to produce the z 


The Gem Da 
dasher at just the right spee 
amount of butter ~~~ 15% more than by old s 
pECIAL FEATURES R a 
'spteo, LONG-LIFE 5 _ CHURNS WHILE YOU Rest 
AFT AND AO- 
ano Easy 
, CORD AND 
WAS CONVENIENT 
_ OPERATING cost AsouT 
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If you sell Guns and Ammunition 


-- you can make extra profits with 


@rgus OBSERVATION SCOPES! 


argus 


ANN ARBOR, MICH 








Every time a customer drops in for shells or cartridges, you have a possible 
customer for an Argus Scope. This precision-built, 20-power viewer weighs 
less than an average pistol. Packs easily. Ideal for hunting, fishing, and 
camping trips. 

And Argus is telling key sportsmen, every month, about Argus Scopes. 
Advertisements in “Sports Afield” and “Outdoor Life” reach 850,000 men 
who hunt big game, take long trips into the rough country. Men who are 
planning now to buy just such a viewing instrument as the Argus Scope. 
Two recent independently conducted surveys prove this. 

If you have not yet displayed an Argus Scope in your Gun Department, 
put it out front today. If you have no Scopes in stock, wire your wholesaler 


or Roy Walker, Argus, Inc., Ann Arbor, Michigan. 


argus OBSERVATION SCOPE 


Built by ARGUS, manufacturers of fine 
cameras and precision optical instruments 
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. Make Heavier Sales 


4, 


o with LIGHTER Decoys 


. from the Only. Complete Line—VICTOR 









Wit the new VERI-LITE decoy, 
Victo. now becomes a 4-decoy 
line—the only complete decoy 
line made by any manufacturer. Oe yo 


Standardize on Victor—and sat- VICTOR WOOD DECOYS 


























isfy the needs of every one of i 
Standbys for Ducks ...and for Cash Reg- ‘ 


isters! Victor Wood Decoys are the old 
reliable solid wood decoys that have 
been used for years \vherever ducks are 
shot. They're reliable cash register bell 
ringers, too! 


your sportsmen-customers. 





VICTOR VERI-LITE DECOYS 


Lighten the Customer’s Load ... and Fatten Your Sales! Ride Right on the Water...Ride High in 
Here’s the cellulose-plastic decoy for your customers who Popularity! This is the choice of the 
many gunners who want decoys that 
ride right on the water — without need 
for individual balancing by lead weights. 


VICTOR VAC-STA DECOYS 


want a genuine duck shooter's decoy that is light enough 
to tote over the marsh without fatigue. Victor Veri-Lites 
are lifelike reproductions of wildfowl in all principal spe- 
cies—and were copied from real ducks by a sculptor of 
national reputation. These decoys are full size, thoroughly 
waterproof and made to stand hard usage. Painted to 
resemble actual plumage. Balanced at the factory and 
equipped with anchor line swivel. 





wt 


All Victor Decoys are furnished in Mallard,* Black Duck,* Pintail,* VICTOR BALSA WOOD DECOYS 
Red Head,* Canvasback, Blue Bill,* Widgeon, Whistler and Teal. niin tlaete thie ~ Saint ianest 
Order 1946 irements from jobbe ‘ ans oy...at Every Man's Price | 

: < agi ges = Victor Balsa Wood Decoys are consid- 


*#Available in Veri-lite in 1946. 4 - 
sparen dps ered “de luxe” — yet they're now priced 
ANIMAL TRAP COMPANY OF MISSISSIPPI, Subsidiary of for you to retail at a figure within reach 
of all. Balsa is the most buoyant and 


ANIMAL TRAP COMPANY OF AMERICA lightest wood known. Painted in dull 
LITITZ, PENNA. NIAGARA FALLS, ONT. colors to eliminate glare. 
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100,000 square feet devoted to PLUMB- 
ING — ELECTRICAL — HARDWARE — 
HOUSEHOLD SPECIALTIES. Featuring 
two outstanding trade marks, "LITTLE 


WONDER" and "DUMACO". pst 
pu= 


Our postwar planned policy "BE FIRST 
WITH DURST" plus our greatly en- 
larged facilities and tremendous inven- 
tories, are your guarantee of the BEST in 
speedy, efficient SERVICE! The vastly in- 
creased volume of business also permits 
us to offer values that make “DURST 


FIRST" in the industry! 
BE Fost with Dyret 
The DURST MFG. CO., Inc. 


462-468 BROADWAY, NEW YORK 13, NEW YORK 


18 HARDWARE AGE ! 


















When it comes to tough 
work — on cast iron, steel, 
concrete and such — it takes 
a good cold chisel to stand 
up and hold its cutting edge. 


\\ 


And that’s just what you 
have for outright recom- 
mendation, sales and satis- 
faction when you stock 
Stanley Cold Chisels! They 
are known and preferred — 
can be sold at consistently 
good profit. Order from your 
jobber. Stanley Tools, 190 
Elm St., New Britain, Conn. 


—_— 


AUGUST 1, 1946 







Stanley Hand Cold 
Chisel No. 990 — Quar- 
ter octagon pattern — 
DeLuxe Quality —special 
analysis alloy steel — 
plated finish — an extra 
tough tool for the exact- 
ing mechanic—bit widths 
5” to %” -- lengths if 
to 742”. 


















Stanley Machinists 
Cold Chisel No. 1B — 
Octagon pattern — silicon 
manganese steel — black 
enamel finish with pol- 
ished bit and head - bit 
widths 5i4” to 14%” - 
lengths 5” to 81/2”. 






















Stanley “Straight Cut” 
Cold Chisel No. 74 — 
Octagon pattern — sili- 
con mangafhese steel — 
black enamel finish — 
polished head and bit — 
width of cut and diam- 
eter of stock are identical 
— stock sizes 14,” to 1” — 
lengths 5” to 81”. 
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Trade Mark 
THE TOOL BOX OF THE WORLD 






Every 
“Thompson” Reel 
is packed in a soft 
chamois bag, cased 
in an individual carton...a 
package worthy of the product 


FISHERMAN’S REEL BUILT BY A FISHERMAN®” 


EW) 


MPSON 
Y REEL 





A Mechanical Masterpiece and a Thing of Beauty 


At last...an American-made Fly Reel unsurpassed by 

any reel on the market... domestic or foreign-made. 

The “Thompson” is built for the sportsman who takes 
pride in especially fine equipment. Designed by a great 
sportsman, a champion tournament flycaster and noted per- 
fectionist, who has fished most every stream in the United 
States, and whose hobby has been fine reels for forty years. 


More “reel” profits for You 


In the past, a few “Thompson” Reels have been hand-made by the 
inventor, but the cost has been almost prohibitive for all but a very 
few sportsmen. They are now being produced, however, in quantity, 
thus bringing this finest of all fly reels within reach of every sports- 
man who covets something really fine. There’s a tremendous demand 
for a reel of this type and dealers who stock, display and feature the 
“Thompson” now will cash in on this demand. Jobbers: Write for 
allocation of territory. Dealers: Write for full information and give name 
of your jobber. 
THOMPSON REEL DIVISION 
Floyd T. Lovens, Inc. 

Bank of America Bldg. San Jose 16, California 


WATCH FOR “THOMPSON” ADVERTISING IN NATIONAL OUTDOOR MAGAZINES 
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DOUGLAS 
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Aluminum: Bow: 


The Perfect Boat for: FISHING « HUNTING 
CAMPING e BOYS’ AND GIRLS’ CAMPS 
YACHT AND POWER BOAT TENDERS 

GENERAL FAMILY USE 


The new Douglas Boat is so LIGHT that one person 
can load it on a car or carry it moderate distances 
...non-sinkable, it will outwear any other type of 
construction...so RUGGED that sportsmen need 
no longer fear submerged rocks and logs. 

The Douglas Boat is made of high tensile alumi- 
num alloy, chemically treated so that it will not 
corrode —even in salt “water. Painting and other 
maintenance are entirely eliminated. 

It is built by Douglas, famed as the world’s largest 
manufacturer of aircraft. It is competitively priced. 
Write — information to dealers upon request. 


DOUGLAS AIRCRAFT CO., INC. 


(Dept. L-2) SANTA MONICA, CALIFORNIA 


* * * 


DOUGLAS BOAT SPECIFICATIONS: Length—10 ft. * Beam—4 ft, * 
Depth — 20 in. * Weight—70 Ibs. * Power — Oars or outboard motor. 
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THE FIRST 
ALL-PURPOSE 
ALL-ALUMINUM 
BOAT! 





RB&W CAP SCREWS 


Furnished Bright or Hi- 
Carbon Heat Treated, 
RB&W Cap Screws give . 
your product maximum 
fastener strength and finest 
appearance... and they are 
held to close tolerances 
that just a few short years 
ago were considered im- 
possible for a commercial 
product. 

Uniform physical prop- 
erties are assured by scien- 
tific selection and prepara- 
tion of raw material, use of 
the latest type of modern 
equipment and a system of 
quality control followed 
throughout production. 


COMPLETE RANGE — R B&W Cap Screws are produced in a size range up 
to 1"x8” and are stocked through 1”x6" in Bright and %” in Hi-Carbon 
Heat Treated. The Heat Treated screws have a black, satin-lustre finish 
obtained by a special RB&W process 


QUALITY CONTROL — Mechanical and physical examination of PREPARATION — Hi-carbon and alloy steels are prepared for cold- 
raw material plus continuous inspection at every stage of manufac- forming in these spheroidizing furnaces, which improve the micro- 
structure of the material. 


ture provide assurance of uniformity and top quality. 


22 HARDWARE AGE 














PRODUCTION — Impressive tonnage output daily comes from LARGEST MACHINES — These machines have capacity for pro- 
this battery of machines, representing only a fraction of RB&W ducing °° Screws cold up to 1”’ diameter and offer maximum attain- 
Cap Screw manufacturing capacity. ment in close tolerance work. 





we 









UNIFORM TREATMENT — All RB&W Hi-Carbon Cap Screws are TEMPERING — After oil quenching, RB&W Hi-Carbon screws are 


hardened in atmospheric-controlled furnaces. A very close auto- tempered in batch type draw furnaces. The final step is the applica- 
: matic temperature control and other features provide uniform and tion of the special satin finish which distinguishes this high strength ‘ 
thorough heating, with complete freedom from scale. product. P } 


_— = 


seen con 


REc.W The complete enantio tan 
101 YEARS " athena the things that make America stiong 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 
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BATHROOM OR BEDROOM LOCKSET LOCK NO. 730 


Operation: Latch 
Bolt operated by 
knobs bon either 
side of door except 
when outside knob 
has been locked by 
pushing in button in 
center of inside knob. 

A turn of inside 
knob releases locking 
mechanism. In case 
of emergency, door 
can be unlocked from 
the outside by pressure of small pointed object, 
such as a nail, against the emergency device in 
center of outside knob. 

Cannot be accidentally locked. If locking 
button in inside knob has been pushed in while 
door is open, contact of latch bolt with strike 
as door closes, automatically releases locking 
mechanism. 

Reversible for right or left hand doors open- 
ing in only. Made regularly for 15 in. doors. 
Can be furnished for 134 in. doors, when so 
ordered, 


INSIDE LATCH SET LATCH NO. 710 


Operation: Latch Bolt operated by knobs from 
either side of door. 

Reversible for 
right or left hand 
doors opening in or 
out. 

Made regularly 
for 1¥% in. doors. 
Can be furnished 
for 134 in. doors, 
when so ordered. 
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Shipments are being made of the new Residence 
Unit Locksets for Bathrooms and Bedrooms, and 
latch sets for Interior Doors. 

Our original production schedule called for ex- 
terior and interior Unit Locks in what seemed at the 
time to be optimistic quantities. The responses to our 
initial announcements far exceeded our expectations. 
In order to get into volume production at the earliest 
possible moment, we revised our schedule. Effort has 
been concentrated on production of interior Unit 
Locks because the average small home has only two 
exterior doors compared to at least eight or ten 
interior doors. 

In the meantime we suggest that suitable exterior 
locksets (shown in wide variety in our Catalog) be 
selected and used until the new Residence Unit Locks 
for exterior doors are available. 


PRODUCTION DEPARTMENT PRESENTS RESIDENCE 
UNIT LOCK TO SALES DEPARTMENT MAY 24, 1946 


E. L. Teich, Chief Engineer; S$. P. Morgan, Factory Manager; 
Geddes Parsons, Asst. Sales Manager; H. S. Parsons, Eastern 
Sales Manager. 


P. & F. Corbin 


DIVISION OF AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 


“Good Buildings Deserve Good Hardware” 


HARDWARE AGE 











Yun, Bee draatie rer baie a 25 D 











SMASHING 
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Attractive, Compact 
“Self-Selling” Pack- 
age Complete With 
6-Ounce Bottle of 
Zephyr Liquid 





RETAILS FOR $2.50 gs N 
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. . and you'll have a line of sales and profits! NEVA-SAG Se 
TRIGGER DOWN 


can mean more sales and more profits to your hardware 

and houseware departments. Women want NEVA-SAG 
and need NEVA-SAG because it's GUARANTEED to keep 
clothes lines tight. NEVA-SAG makes their wash days easier 


and makes sales easier for you. Attractively mounted on a 


aoae areas orc er ec ereae 


display card, NEVA-SAG sells fast and sells first! Cadmium 
plated to resist rust . . . sturdy construction for long use. . . 
will hold weight in excess of 200 pounds . . . a real utility 


item to spur your hardware and houseware sales. 


Order yours today and learn that “Sales won't drag PASS THE 
when you sell NEVA-SAG.” : THROUGH 


AVAILABLE NOW—/MMEDIATE DELIVERY—ORDER TODAY! 





CANTSTRAL 
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RAKE 
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OPEN 











CLOSED 


ADJUSTABLE from a maximum spread of 20 inches 
to a minimum of 7!2 inches. 


FLEXIBLE both vertically and horizontally through 
a new weld-free construction. 


FLATTENED ENDS to insure greater efficiency and 
gentler care of young shoots. 


ATTRACTIVE in design and beautifully finished with ae 
zinc plated tines, brilliant red trim and lacquer — 
coated hardwood handle. ° 


GUARANTEED against breakage under normal 
usage. 


Immediate Delivery. Packed one dozen to a carton. 
Address inquiries to Dept. R-28A 


CRAIG MACHINE 
COMPANY 
Stratford*Connecticut EE 
etic IOLLLA colin vow =i nur 


a eR a Fo ~ 
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by displaying and promoting sports equipment of 
quality. 
Your sales of Globe football equipment assure you 


of customer satisfaction that means repeat business 
tomorrow. 


Write today for full particulars. 


GLOBE SPORTING GOODS MFG. CO. 

251 Causeway St., Boston 14, Mass. 

Empire State Bldg. Public Ledger Bldg. 
350 5th Ave. Independence Sq. 
N. Y. I, N.Y. Philadelphia 6, Pa. 
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Jobbers: Wire Your Christmas Orders NOW! 


(Sold through jobbers only. Dealers: order from your jobber) 








Our New Factory Has Increased Our Capacity 


BUT — Orders, too, are increasing in numbers and in quantity 
DEALERS: Order from your jobber at JOBBERS: Wire us your orders now for 20-30 day 


once, to be sure of prompt delivery and quick delivery. 


fit i i 6 
ee ean tine Saey Senet OAKLAND ENGINEERING CO., INC. 
800—100th Ave., OAKLAND 3, CALIF. 
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Sea's The New RUSSWIN 


3S 


i= ieee | 
/9\TEN - STRIKE” Cylinder Lock Line 


One Size Case for New Wide Range of Door Requirements! 
pen 1 STANDARDIZED CASE- 25 lock func- Adjustable Face Plate for All Commercial Door Bevels! 
tions available in one size case. Reversible Latch Bolts for Either Hand of Door! Check the 
Over 800 possible different com- Ten Big Selling Features 


binations. 


2 CASE IS SMOOTH - no bosses or pro- 
jections means better fit, easier a : ee ee so oe 
mortising. \ Fah Suh ma 

3 HUBS, LATCH BOLTS and DEAD BOLTS |. {ue > 
are forged bronze; all interior 
working parts are extruded or 
wrought metal, to withstand abuse 
and assure long service. 


4 ARMORED FACE protects against tam- 
pering. By changing the face plate, 
dealer can adapt the lock to various 
functions and can change the finish. 
Rabbeted front can be supplied. 

S THE FIRST LOCK with REVERSIBLE 
anti-friction Latch Bolt. Easy for 
dealer to reverse. ADJUSTABLE 
FACE PLATE makes the lock adapt- 
able to any commercial door bevel. 


6 BALANCED KNOB ACTION - same spring 
tension in either direction gives 
lock perfectly balanced knob 
action. 

7 ALL LOCKS are available with anti- 
friction ( 5%" throw) or plain (% 4" 
throw) latch bolt. Dealer can 
change lock to either type. 

8 DEAD BOLT LOCKS are available with 
either 4” or 1” throw. By stocking 
both lengths of dead bolts and turn 
piece, dealer can change easily from 
standard to long throw. 


Q FAMOUS RUSSWIN ADJUSTABLE BALL 
BEARING PIN TUMBLER CYLINDER. 
Adjustable for doors from 144” to ‘ OM 
2” thick. y AX a ; ‘ : 

10 TWO LINES —Standard: 1” x 8” front ae a i Scanillr a cok 
for 13@” doors, 2/2” backset (avail- | aaa ig f. i A either hand of door. 

able in special 234” backset). Case 

is the same for all types of lock 


functions. 
" l4 uw ” 3 o ™ . 
Heavy Duty: 114” x 8” front for 174 Plan now to stock one size case and a few interchangeable 


and up doors, 2% backset — parts instead of separate locks for each function. That’s how 
able in special 242 ee other- the RUSSWIN “TEN-STRIKE” LOCK line will simplify 
wise identical with Standard series. your stock and broaden your sales range! Available soon. 

Russell & Erwin Division, The American Hardware Corp., 


= UsswiN eeliashuasting the edge 





























DISTINCTIVE HARDWARE 
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READY 
WOW. 


TEPFER 


Yes, at long last, a heater with It’s the Tepfer Electric 
almost limitless uses around the Room Heater, the 
home (city, suburb, or farm)—the Beating entt thas ey. 

é : wee culates heat faster 
office, and commercial buildings than conventional 
of all kinds is available to profit- , heaters and sells 


minded appliance dealers. : itself on sight. 


sc 

















The market for the new Tepfer Heater is practically unlimited, 
for it can be employed to as distinct advantage in a filling station 
as in an office or residence. This means almost everyone passing 
your place of business is a potential customer for Tepfer. 


The Tepfer Electric Room Heater combines amazing heating 
efficiency with modern attractive design, your guarantee of mini- 
mized sales resistance, profitable turnover. Underwriter’s ap- 
proval, another important feature of Tepfer, is a further aid to 


eee 














le 3 reducing sales resistance. Tepfer is available now to qualified 
fy i appliance dealers at an attractive discount. 

n. Learn more about the new Tepfer Heater today... cash in on 
Dre a vast, waiting market early. Complete information available 


ee 


upon request. 


TEPFER APPLIANCE COMPANY, INC. | 


49 Central Avenue Cincinnati, Ohio 
Export Sales Dept., 201 North Wells Street, Chicago 6, Illinois, U.S.A. 
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First im rrave PAPERS 
RADIO — NATIONAL MAGAZINES 
NEWSPAPERS... and now, First in 


TELEVISION! 


~ as 


4 CHIME TIME on : 
aim | 


Prssarted by 
At WIT TENHOUSE.. 


Again-—Rittenhouse Sets the Pace! 


Sponsoring a series of delightful 


“CHIME TIME” TELEVISION MUSICALS 


‘Televised over Station WABD by the American Broad- 
casting Company from the new $250,000.00 Wanamaker 
Studios in New York. 

Because Rittenhouse wants their wholesalers and dealers 
to be first to profit from what may become one of the most 
effective mediums of modern salesmanship—television— 
Rittenhouse experimented with these first telecasts in the 
history of the door chime industry. The resulting publicity 
from these presentations should prove of definite value-to 
dealers everywhere. 

“Chime Time” Television Shows make possible an actual 
visual demonstration of Rittenhouse models, retail store 
displays, and impressive consumer acceptance. Studio au- 
diences, the press, stage and radio leaders commend these 


Rittenhouse telecasts with sincere enthusiasm. 


Press releases featuring “Chime Time™ 


will appear in Newspapers, Magazines 


and many other publications. } 
rHE A. E. RITTENHOUSE COMPANY, 1N¢ 
HONEOYE FALLS, NEW YORK 


3 pee Talented 
bf. Jean Tighe 


Featured songstress of ‘Chime 
Time,”’ and long an outstand- 
ing favorite of Guy Lombardo 

audiences. Miss Tighe was also 
the featured vocalist of “Beat 
the Band” and starred in Earl 
Carroll's Vanities. 


PLUS 
stellar supporting cast 
and, of course, 
@n arresting “front line” eyeful 


of handsome Rittenhouse Door 
Chime models. 
HARDWARE AGE 








M METAL AND MASONRY 











HOME USES ADD uP to BIG GALLONAGE oF 


SD Maminsime Pirie for S, user 


ALUMINUM ENAMEL is a satin-smooth, chrome-like in- 
terior paint. Also heat resisting, it is quick drying 
and easy to apply. 


No single aluminum paint is ideal for all home 
painting jobs. To give your trade results in aluminum 
painting, paint manufacturers will soon be offering 
3 types for 3 uses, made with Alcoa Albron pigment 
and identified with the Aleoa Albron shield on the 
package. These three paints will meet all home needs 
—they’ll sell in big gallonage to the homeowners 
in your community. 

ALUMINUM METAL & MASONRY PAINT may be used with 
excellent success on everything but exterior wood and 
heated surfaces. It gives a hard, moisture and 
abrasion resistant coating. 

ALUMINUM HOUSE PAINT is formulated as an ideal first 
coat for new wood, combining flexibility, toughness 
and good adhesion to wood. 


A 


A dominant advertising program in leading house- 
hold magazines is tellmg millions of homeowners why 
3 aluminum paints are necessary and their many 
home uses—displaying the Alcoa Albron trademark 
as the guide to quality in aluminum pigments. 


Let your supplier know today if you like the 
“*3 for 3” idea. Then you'll be ready, when shortages 
end, to make your store headquarters for big gallon- 
age of correct aluminum paints. ALUMINUM COMPANY 
or America, 1984 Gulf Building, Pittsburgh 19, 
Pennsylvania. Sales offices in principal cities. 


Leading Manufacturers of 


MAKING x | TYPES FOR Xj USES 
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Look whos selling GE 


, | 
up Allens Ailey 


. ® 


gulbsnatching® 3 “ 


CHARLIE ~ 
McCARTHY 
sets a horrible 
example. 


f 


[ 


GROUCHO MARX 
gives the “light touch” 
to bulbsuatching. 


Don't miss the Gala Premiere... featuring FRED ALLEN! 


Here’s the first ad in G-E’s new Bulbsnatching series. Look for it 
in the August 17 issues of Saturday Evening Post and Collier’s, in 
Look, August 20 and Liberty, August 31. Clip it out and post it 


near your G-E lamp counter. 
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EDGAR 
BERGEN 
knows better 
than to bulbsnatch. 








GEORGE BURNS 
when he catches «s+ 


Lamps for you now! 





GRACIE ALLEN 
in the act of bulb- 
snatching. 


HOLLYWOOD’S LEADING COMIC STARS 


now appearing in 


G-E's GREATEST BULBSNATCHING CAMPAIGN 


GET SET FOR A MIRTH-QUAKE in lamp sales... 
with Fred Allen, Groucho Marx, George Burns and 
Gracie Allen, Charlie McCarthy and Edgar Bergen. 
These stars bring their tremendous “box-office” 
appeal right to your hometown in the pages of Life, 
Collier's, Saturday Evening Post, Look, and Liberty 
—to build bigger lamp bulb business for you. 

WHAT A PLOT!... Imagine the eye-catching power 
of hilarious situations with these beloved come- 
dians caught red-handed at BULBSNATCHING, 
that all-too-familiar practice of robbing one lamp 


socket to fill another. 


G-E aaiiy PS 
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WHAT A SALES MESSAGE!.. . That sets the stage 
for G-E’s new fall bulbsnatching campaign, a big 
push behind your lamp sales. These ads will roll 
‘em (your customers) in the aisles ... yes, and 
bring ’em into your store to stock up on G-E lamps. 
Bulbsnatching is G-E’s own exclusive, sales-proved 
lamp promotion. It works for you, because it gives 


your customers the incentive to buy now! 


WHAT A PAYOFF!.. . So climb aboard the band- 
wagon with these Hollywood bulbsnatchers and 
push G-E lamp sales while this persuasive cam- 
paign has your customers in the “buy now” mood. 


and REMEMBER! 


.. the TIE-IN is the CASH-IN! 
PLAN NOW to help this campaign 
boost your lamp business. Watch 
for the colorful tie-in display 
which will reach you in Septem- 
ber. Use it prominently. And 
remind customers to stock up with 
G-E Lamps...the lamps that Stay 
Brighter Longer! 


eee 
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UYING a turnbuckle is like buying a steak... 


or a watch...ora 


hammer—or anything! Exercise good buying judgment and you can 
always get something better. Ask your jobber. 

Upson-Walton turnbuckles are better turnbuckles—and better buys— 

because of specific refinements in design and engineering initiated by this 


three-quarter-century old, modern company. 


Check this partial list of Upson- Walton turnbuckle specifications. 


@ The bodies of Upson-Walton turn- 
buckles are made in closed dies for uni- 
formity—a 12" Upson-Walton turn- 
buckle always gives 12" of take-up. 


@ All Upson-Walton bodies and 
fittings are straightened after forging 
to insure a true thread and permit the 
turnbuckle to develop maximum strength. 


@ The body reins of a// Upson - Walton 
turnbuckles are wider than the shank 
diameter—affording protection for the 
threads. 


@ Reins are constructed with ample 
section and rigidity, so that a bar may 
be safely inserted to set up tension. 


®@ All Upson-Walton turnbuckles are 
designed so that heads have a full hex 
—a wrench can be applied on any pair 
of flats and have full bearing. 


AS WE GO TO PRESS, DELIVERIES ON UPSON-WALTON TURNBUCKLES ARE GOOD. 
Established 1871 


THE UPSON-WALTON COMPANY 


A sl _ - a _ — 
VHauuacturers of Wire Kathe, Were Kate “tttings, /ackle Blacks 
c / 4 


NEW YORK « PITTSBURGH «© CLEVELAND © BUFFALO + CH:!CAGO 
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A Message To All 
PINCOR Dealers 


For many months Pincor dealers have been pa- 
tiently awaiting the delivery of Pincor Products. 
Orders were accepted from dealers during late 
1945 and the first part of this year on the basis 
of a definite production quota for each state. 


Materials for our new products were arriving in 
our plant, production facilities were ready. The 
maintenance of our established schedules de- 
pended upon continuous delivery of materials 
and parts from our suppliers. All these details 
were assured by our suppliers. Production began. 
lt was also the beginning of an unprecedented 
series of national conditions which caused con- 
tinuous material shortages and production inter- 
ruptions. These conditions, over which we had 
no control, disrupted all established schedules. 


Pincor Dealers were demanding deliveries. A 
sincere effort was made, even with limited pro- 
duction, to provide each Dealer with a Pincor 
sample. In the advanced season territories where 
this job was completed, another problem was 
created. Both the dealer and his customers en- 
thusiastically accepted the modern design and 
advanced features of the Pincor sample. These 
dealers immediately asked for increased ship- 
ments. But their orders could not be accepted 
until all original @rders were completed. 





Be assured that all the folks at Pioneer are work- 
ing for you. Although production and deliveries 
are continuing difficult, we are allocating our 
production according to our original schedules. 
As soon as we receive a few minor but critical 
items in quantities, the large manufacturing fa- 
cilities of Pioneer will produce the featured line 
of Pincor Products for your store, in substantial 


numbers. 


You can be certain that we are doing everything 
possible to speed deliveries and that we appre- 
ciate your understanding patience. 


=~ 

















Pioneer Gen-E-Motor Corporation 
5841 Dickens Ave., Dept. HA-846 


Export Office: 25 Warren St., New York 7, U.S.A. 


Chicago 39, Ill. 


Cable: Simontrice, U.S.A. 
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Sell the Line That Offers 


Sell the Line of Proved 
Consumer spbeceplance The Basie Inventory Plan 


Country Gentleman 


<UDSOM> 


EQUIPMENT 


etteereces 
*eeeeecees 
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Concentrate on the Hudson “Diamond-H” 
line of “Tested and Proved” Equipment 
—known over 40 years for excellent, low- 
cost, labor saving service — accepted as 
the best by more people. 


In leading national and sectional mag- 
azines, 90 million advertising messages The most profitable dealer plan in the 
tell your prospects, “See your HUDSON industry — reduces your investment, 
dealer”. And that’s only one of the eliminates losses on slow-movers, stim- 


many ways Hudson builds sales for you. ulates fast turnover and better profits. 


























® Your profits for years to come depend on how soundly you plan today. Line up with 
equipment that is recognized as the best value—equipment with a reputation. Sell 
HUDSON “Tested and Proved” Equipment and build confidence in yourself and your 
business. Line up with HUDSON and you’ll sell more—for more profits! 

. D. HUDSON MANUFACTURING COMPANY, 589 E. Illinois Street, Chicago 11, Illinois 


Branches in Principal Cities in the United States. ©) 1946 4 4 MFG. CO 


~HUDSON 


SPRAYERS AND DUSTERS 
HAY TOOLS AND BARN EQUIPMENT 
LIVESTOCK EQUIPMENT 
FARM VENTILATION EQUIPMENT 
POULTRY EQUIPMENT ’ 
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° The Stool of 
1000 Uses...for Farm, 
Factory, Store, School, 
Home or Institution! 


This stool has long been on the “best seller” 
list. It has a history of proven merchandising 
success. 10” seat, 12” high, grey 
enamel finish. Ready for Immediate Shipment 
in any quantity! 


PHONE — WIRE — WRITE 


GIRTON MANUFACTURING COMPANY 


MILLVILLE, PENNSYLVANIA 


Plant-Jested Equipment For Phe Modern Dairy 
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sTRENGTH 


Yyy No. 178-A 
7 Straight 
Clevis 


They Hold Their Shape 


@® Extra STRENGTH 
@ Extra TOUGHNESS 
@ Extra LONG WEAR 
@ Made of High-Strength Steel — 


Accurately Forged — Designed 
for Maximum Service and Farm 


No. 465-. 
General 
Purpose 


No. 586-4 @ Order from your wholesaler, or 


Clevie Midland Industries — Now! 


MIDLAND INDUSTRIES 


910 Second Avenue S.W. 
CEDAR RAPIDS, IOWA 


Westchester Brickote Products Co., Inc. 


Manufacturers 


ee 29 “, rare 
ns ob 10 


ELECTRIC FIRELOGS 
Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 


Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





Ow products are nationally known and proven best sellers. 
Literature sent upon request 





WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 


1528 Williamsbridge Rd., New York 61, N. Y. | 
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MODEL 143-T 
1%" DRILL 


On EVERY 
Drilling Job 


In Metal ¢ Plastics * Wood 


MODEL 125 
1h" DRILL 


Everywhere men who know tools go for MallDrills. They 
like their ability to deliver low-cost holes in a hurry .. . 
their pistol grip feel and light weight that eases handling and 
lessens fatigue ... their compactness of design that facili- 
tates use in close quarters and cramped positions ... and the 
quick, easy servicing of commutator and replacing of 
brushes without dismantling. 5 powerful models—'4” 
capacity available in 2 speeds; 5/16” capacity; 34” capacity: 
and 4” capacity. Double in hard or soft wood. Each Mall- 
Drill is available in 2 voltages—110-volt AC-DC and 220- 
volt AC-DC. 


Ask your Jobber for these nationally advertised products. 


| MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 19, Ill. 


BETTER TOOLS FOR BETTER WORK." 


ALL 


*25 YEARS OF 





GAS HEATERS 


FEATURE THE 
FAMOUS HI-CROWN BURNER 


SIILIOLIV OL TECOL 
> - OAT ce cic: A LOLOL A - 


an exclusive patented ice- 
ture of Dearborn—supe- 
rior performance with a! 
. ‘ . ases. 
With Blue Flame Pilot Light a 


© No matter how large or small the space . . . no matter ii it is 
an office, apartment, or home .. . no matter what kind of gas is 
used . . . there is a Dearborn to meet your heating requirements. 
Dearborn heaters, nationally known for unexcelled quality, ef- 
ficiency, and appearance, range in output from 12,000 BTU to 


65,000 BTU. 


Dearborn’s Kool Kabinet is a superior safety feature for it allows 
heaters to be placed against walls without danger of scorching 


curtains or blistering walls. 


Patented Dearborn Chassis give low cost operation . . . stram- 
lined styling and luxury finish gives eye-appeal that means buy- 


appeal. 


DEARBORN STOVE COMPANY 
1700 W. COMMERCE ST. 
DALLAS, TEXAS 


CHICAGO Lee eee Se 
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Nac make news! These 26 names also 
make nation-wide markets. United in LIBERTY 
DISTRIBUTORS, they and their 1250 salesmen 
sell products like those you manufacture to 
80,000 top-flight hardware retailers. They cover 
the nation, Alaska, Hawaii and Mexico—cities, 
towns, rich rural areas, North, South, East and 
West! 





1sa0% Wino’ 
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aver uittion® 


This is dh annual market of- more than 120 
million do§ars—and growing! Steady LIBERTY 
customers Who can be yours, want new lines 
with new udes for a new way of life, as well as 
old lines—they want the best. It’s the smart, 
quick, economical way to National Distribution. 
Bring or send samples to LIBERTY Headquar- 
ters, Now! 





Liberly Vislribulors 


HEADQUARTERS 


14 No. Sth St.. PHILADELPHIA 5, PA. 


WOOD 


ALL SET TO 


-«. with the 


COMPLETE 
Hardware 


COMPLETE in types, sizes, weights 
COMPLETE in overall price range 
COMPLETE in exclusive selling features 


SHOVEL AND TOOL CO. oii. 


A NATIONAL ORGANIZATION SFECIALIZING EXCLUSIVELY 
IN SHOVELS. SPADES AND SCOOPS 
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AMERICAN CHAIN 


Answers Another Chain Question... 


“Elwel” Chains are the smaller sizes 






of American Chain's high quality elec- 
trically welded steel chain. There are 







three basic patterns as follows: 







Elwel Coil Chain—either straight or 
twist link—made in 12 sizes from 


5 (%a") to 7-0 (He"). 








Elwel Machine Chain—straight or 
twist link—12 sizes, from 5 (%4") to 
7-0 (He")—from 25 to 11 links per 
foot. Elwel Truck Chain is similar to 
Elwel Machine twist link but is made 










in heavier sizes—up to 12-0 ('%”). 











Elwel Passing Link—with links de- 


signed wide enough for links to pass 
—removing tendency to kink. Sizes 


2-0 (No. 6 Ga.) to 7-0 (%e"). 










Elwel Assemblies. Equipped with rings, 
hooks, toggles, snaps, etc., Elwel Pattern 





Chains are made into a variety of assem- 








blies for farm and industrial use. 


Nf. SELL AMERICAN “ “ “ THE COMPLETE CHAIN LINE 


American Chain Division makes all types of electric welded and fire 







welded chain — all types of weldless chain made of formed wire or 





stampings — a complete line of chain fittings, attachments and 





assemblies — repair links — cotter pins — hooks. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


Just Among Qurselves 


... By Charles J. Heale 








Your 25th Annual “Who Makes It?” Issue 
The Most Complete Hardware Directory 


OR the twenty-fifth consecutive 
| pe every subscriber to Harp- 
WARE AGE has received (by this 
time), at no extra cost, the annual 
“Who Makes It?” Directory Issue, 
dated July 18, 1946. 
Being the largest, the original, best 
and most complete hardware industry 
directory ever published, there were 


tremendous production and mailing 
problems which caused unavoidable 
delays in bringing this issue to our 
readers. For these delays we are 
sorry—yet we are confident that all 
hardware buyers will heartily agree 
that its great and frequent usefulness 
for the next 12 months will more than 
offset any of the inconveniences inci- 


* * * 


dent to its delayed delivery. 

Not only does your 1946-47 “Who 
Makes It?” Issue represent the larg- 
est and most complete hardware di- 
rectory ever published—it also en- 
joys the widest and greatest distribu- 
tion, for use, that any such directory 
issue has ever had. There will be a 
total of 33,000 copies distributed. 


Streamlined Again of Course to Save 
Your Time — No Padding or Duplication:— 


| sen years ago (1942), the Harp- 

WARE AGE “Who Makes It?” Di- 
rectory Issue was streamlined to save 
your time in your daily use of this 
valuable source of information. “One- 
stop service” is again provided. 

Product listings, in alphabetical 
order, include the brand names as 
well as the manufacturers’ name and 
address—all in one place under the 
individual and respective product 
headings. 

Again. for the fifth time, you need 


only locate the product heading and 
you can quickly secure the manufac- 
turers’ full name and address, if you 
know the trade-mark or brand, or 
part of the company name. This in- 
formation, complete, is all in the 
same tabulation under each product 
heading. 

You don’t have to look in more 
than one place when you use the 
Harpware AcE “Who Makes It?” Di- 
rectory Issue. This streamlined pres- 
entation has been continued because 


of the wide-spread voluntary endorse- 
ment of this feature given by whole- 
sale and retail hardware buyers. It 
has been an exclusive feature for the 
past four years. 

As in the past, there is no unneces- 
sary padding nor is there any dupli- 
cation of reference data to give this 
issue bulk—it has that despite its 
streamlined, time-saving format be- 
cause it is the largest and most com- 
plete hardware directory ever pub- 


lished anywhere. 


Some Important Facts You Should Know 
About Your Latest “Who Makes It?’ Issue:— 


[NGaBED in your streamlined, 

“one-stop service” 1946-47 Harp- 
ware Ace “Who Makes It?” Direc- 
tory Issue are more than 25,000 
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brand names under 5665 main head- 
ings; 9395 cross-references; a com- 
plete and current tabulation of job- 
bers’ brands; a total of 378 pages of 


general listings including the brands, 
names and addresses of more than 
12,000 manufacturers of hardware 
and allied products and the con- 
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densed catalog advertisements of 996 
companies using a total of 692 pages 
to provide you with useful data on 
their products. 

The first 48 pages of this issue, 
the “Index to Product Information” 











printed on yellow paper, provide an 
immediate means of locating the con- 
densed catalog type advertisements of 
the 996 manufacturers providing you 
with buying and selling data on their 
lines. 





~ * * 





Please Write and Tell Us How You Like 





Only the products featured in the 
manufacturers’ advertisements are 
listed in this section, on pages 4 to 
46. The complete alphabetical index 
of these advertisers is shown on 
page 47. 





Your 1946-47 “Who Makes It?” Issue:— 


AFTER you have had an opportun- 

ity to study, and put into daily 
use, your 1946-47 HarpwarE ACE 
“Who Makes It?” Directory Issue 
please write and tell us how you use 
this directory and how often. We 
will welcome your suggestions which 
may enable us to improve subsequent 


OPA Is Like 


AS this page goes to press Congress 
is still debating the resumption 
of a modified OPA price control. 

Since June 30th when the original 
and somewhat uncompromising OPA 
ceased as an alleged and artificial 
curb on inflation, this admittedly 
vital war-time regulation has had an 
experience not unlike the well-known 
“on-again, off-again Finnegan.” 

To put it mildly, it must have been 
most distressing for black market 
operators; those who wished or 
needed to retain their OPA jobs and 
those zealous (and perhaps sincere) 
adherents to this particular phase of 
governmental control on our economy 








annual editions. 

Tell us if you prefer the stream- 
lined “one-stop service” which pro- 
vides the names, addresses, and brand 
names of manufacturers all “in one 
place.” How much time does this 
save you? 

Also please tell us the condition of 








* * 
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Finnegan As We 


and welfare to discover that the of- 
ficial termination of OPA did not 
bring about any wild-cat inflationary 
price trend. In fact very little has 
happened to bring such folks much 
comfort and any opportunity to say 
“I told you so.” This probably makes 
them mad. 

As a matter of record, to date, 
prices have held fairly well and any 
advances have been moderate and 
reasonable. Meats, butter and other 
vital and previously very scarce foods 
have become increasingly available 
and after an early flurry of price in- 
creases have in many instances been 
subjected to some reductions. 





your copy when received in its strong 
individual carton. 

In fact, won’t you tell us of your 
complete reaction that we may have 
your guidance for continuing this 
original Harpware ACE Service to 
the entire hardware industry and 


trade. 






Go to Press:— 


While we have conceded, and stated 
so frequently, that residential rents 
and certain basic foods might well 
continue for a time under modified 
price control, we still hold to the 
opinion that general inflation can 
only be prevented by stimulating 
huge production, distribution and 
consumption of all kinds of commod- 
ities and products. Further, we con- 
tinue to have greater faith in the free 
enterprise and unshackled competi- 
tive system to keep prices at proper 
levels than we can ever have in any 
governmental effort to regulate such 
trends however well intended they 
may be in Washington. 








A. F. of L. Takes Up Co-ops in a Big Way 


ACH MONTH, the American Federation of Labor issues a publication with 


official authority which is titled, “Labor’s Monthly Survey.’ 


’ The new theme 


for the A. F. of L. is the eagerness with which A. F. of L. officials are supporting 
the expansion of co-ops. The monthly survey recently bore the slogan, “What the 


Farmers Have Done, Workers Can Do.” 
Recently, the Pennsylvania Federation of Labor Convention pledged support to 


a movement to expand cooperatives throughout Pennsylvania. 


This alliance of the A. F. of L. and the cooperative movement has been under 
way for years—but has just reached full speed ahead within the last year. 

Labor unions and cooperatives are exempt from payment of Federal taxes on 
their incomes and have this common interest. This is an added menace to the tax- 
paying businessmen who are insisting that all competing businesses should abide 
by the same rules of taxation. 





—N.T.E.A. Report 
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security begins at home 


Security begins at home — in fine furniture that can be locked 
against prying eyes and pilfering fingers. Cobions makers 
recognize the sales-power of cylinder locks, with their 

extra security .. . and the dependable, built-in quality that 
features the ILCO line. 

This line will soon be available in prewar variety, ready to help 
you meet the growing demand for small, dependable 


cylinder locks for cabinet drawers and doors in home, 


office and shop .. . 


SECURITY HARDWARE 


INDEPENDENT LOCK COMPANY . FITCHBURG, MASSACHUSETTS 
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Personal Contact With Customers 











* For several weeks we 
have published individ- 
ual sketches and short 
biographies of the meq 
and women who com- 
prise the Coast Hard- 
ware Company's present 
force and the mucieus of 
the greatly expanded or- 
ganization that will serve 
you at our new store, 
565-0 Broadway. Both 
management and person- 
nel extend thanks to all 
who have read and com- 
mented so favorably upon 
these little introductions, 
of which this is, for the 
present, the final 














MEET THE COAST “CAPTAIN” 


ARTHUR (“ARDIE”) HARMON 


PRESIDENT, COAST HARDWARE CO. 


This is the Captain and, in the words of the famous song, 
“s jolly good Captain, too .. . be commands « right good crew.” 
The comparison of Harmon and bis organization to that of Captain dent of the 
and crew is an apt one because, like the good captains of tradi- 
tion, he counts of frst importance the welfare and happiness of 
hin crew. Headers who now trade at Coast Hardware will easily 
recognize, in tue coarlesy and efficiency of the Const staff, a 
refiection of this controtling principle. Those of you whom we 
have mot yet served will, we hope, avail yourselves of Const 


Hardware service al the cartiest convenient opportunity. 


Advertisements of 
this type were run 
in the local press 
prior to the open- 
ing and served to 
introduce the  per- 
sonnel to the pub- 
lic. A paragraph 
in the corner ex- 
plained that these 
were the employees 
who would meet the 
customers and gave 
the address of the 
new store. This ad 
featured the presi- 
firm— 
Arthur Harmon. 








f | 
HE reward for years of 


planning and hard work was received 
by Arthur Harmon, owner and op- 
erator of the Coast Hardware Co., 
when his new, up-to-date store at 
585-589 Broadway, Long Branch, 
N. J., was opened to the public for 
the first time with appropriate dedi- 
cation ceremonies. 

This attractive, well-planned estab- 
lishment did not spring up over 
night. It was the goal toward which 
Mr. Harmon had been striving since 
he entered the hardware business 
years ago. Through courtesy and 
long-period planning, he expanded 
and ‘developed a business doing $35.,- 
000 volume annually when purchased 
to one of the most profitable hard- 
ware firms on the New Jersey coast. 
Six years after the purchase of the 
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business, the annual volume had 
mounted to the impressive figure of 
$150,000. j 

In February, 1939, Mr. Harmon 
joined his partner in the business en- 
terprise by purchasing a hardware 
store in Long Branch’s shopping 
district. The pair worked together 
for three years, building up their 
trade and improving the store. At 
the end of that period, Mr. Harmon 
hought his partner’s interest and be- 
came the owner of the Coast Hard- 


ware Co. 


The New Store Starts 


As the years passed, he saw his 
business grow until it was necessary 
to acquire more space in order to 
house the expanding stock of the 
company. It was in 1944 that he 
purchased land for a complete new 


New and completely modern store 
of Coast Hardware Co. rests on a 
foundation of customer good will 
developed by a hand-picked staff 


store and warehouse and had a local 
architect draw up the plans. 

The new Coast Hardware Co.’s 
store is Mr. Harmon’s dream come 
true. It is 77 ft. wide by 131 ft. deep 
with large, open-back windows ex- 
tending the width of the front, 
fluorescent lighting, and spacious of- 
fices in the rear. The interior is at- 
tractively furnished with up-to-date 
display tables, with wide aisles be- 
tween them to avoid congestion, eye- 
catching wall displays, and ample 
space for floor displays such as floor 
sanding equipment, lawn furniture, 
and others. The interior fixtures 
were made and installed by W. C. 
Heller & Co., Montpelier, Ohio. In 
the rear of the main building is a 
warehouse, 49 by 100 ft., which will 
be used by the receiving and ship- 
ping departments as well as for stor- 
ing reserve merchandise. 

In addition to the hardware and 
housefurnishing lines carried by the 
old store, the new establishment fea- 
tures a complete line of major elec- 
trical and gas appliances, including 
refrigerators, stoves, ranges, washing 
machines, ironers, water heaters, and 
kitchen cabinet units. The building 
also houses several other new depart- 
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Floor plan of the new store of the Coast Hardware Co. in Long Branch, N. J. It is 77 ft. wide by 
131 ft. deep. Note the large space given over to major appliances directly inside the windows 
where it can be seen from the street. 


ments, including a radio and record 
section, sporting goods, and a com- 
plete toy department. All depart- 
ments are identified by large, red let- 
ters which can be seen from any part 
of the store. 


Excellent Ilumination 


After the fluorescent lighting of 
the new store had been installed, 
lighting engineers were called in to 
comment upon the job. They found 
equal distribution of light through- 
out all the sections, with the average 
candlepower being between 40 and 
50. There are no dark spots or 
corners and all the displays have 
equal lighting. 

“This average of 40 to 50 candle- 
power is high, probably twice the 
average of the other stores in the 
area,” says Mr. Harmon, “but it is 
well worth it. We know that what 
can’t be seen, can’t be sold, and we 
don’t want any of our merchandise 
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The Number 3 ad in 
the “Meet the ‘Coast’ 
Crew” series served 
to introduce Arthur 
Silverberg. general 
manager. Each mem- 
ber of the store staff 
was featured before 
a different type of 
background and 
each had a para- 
graph under his 
name which de- 
scribed his  back- 
ground and also the 
position he filled. 


Directly behind the store is a 49 by 100-ft. warehouse. 











Meet The 





No. 3 of a series of get- 
acquainted sketches of 
Coast Hardware co-work- 


Hardware Store, now rap- 
idly nearing completion 
and soon to be opened at 
585-9 Broadway,, Long 
Branch. P 





ee 


“COAST Crew! 


















ARTHUR (“ART”) SILVERBERG 


A graduate of Barringer High School of Newark, and Ohio State 
Usiversity, (32), Art, a Long Brancher of 10 years standing, 
joined the Const Crew in 1944, quickly rose to the post of 
General Manager in which capacity he will continue to serve 
you at the new Coast Hardware Store. Parents of , including 
boy-and-girl twins, Art and Mrs. Silverberg live at 389 Second 
Ave., Long Branch. 
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Paint and painters’ 
supplies occupy an 
excellent location 
along the sidewall 
at the left of the 
store at the front. 
The specially built 
shelves hold each 
type of container 
efficiently while a 
paint agitator is 
on hand to provide 
additional service. 


hidden away in any dark corners. 
With our present system, every item 
in the store can be seen.” 

The use of unit heaters, equally 
spaced overhead, keep the tempera- 
ture at 70 degrees at all times. In 
the winter these units act as the 


source of heat for the building and 

in the summer they keep the estab- 

lishment cool and comfortable. 
There are two double-door en- 


Tools are displayed in neat sidewall 
racks at the left and to the rear of 
paint department. Cabinets beneath 
display contain reserve stocks of tools. 


trances in the front of the store to 
aid the flow of traffic in and out of 
the building and help avoid conges- 
tion on the busy Saturdays ahead. 
The appliance department is lo- 
cated in the front of the store as one 
enters and can be viewed by passers- 
by from the street. The same is true 
of the paint department which is lo- 
cated on the left side. All allied de- 
partments are placed as near as pos- 
sible to each other. The floor sander 
rental display is bordered by the 
paint and paint accessories display 


Garden tools are in racks at the 
left rear. Hand lawn mowers, hose 
and like items are on a platform. 
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The complete appli- 
ance department is 
located at the very 
front of the store 
at the right as one 
enters the doors. It 
can be seen easily 
through the large 
open-back windows 
by the passers-by 
on the street. Its 
location is a_ first 
rate advertisement. 


tables. Floor coverings are next to 
oilcloth, shades and other household 
items. 

The display of such a complete ap- 
pliance department prompted the 
question of how they were distributed 
and brought this interesting com- 
ment from Mr. Harmon: 

“Our policy for the sale of appli- 
ances is about the same as the other 
hardware stores these days and about 
the only practical one to employ. We 
keep a list of the customer’s requests 


The display of sanders and waxers 
is near the front at the left and 
adjacent to the paint department. 
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together with the date that the re- 
quest was made. When that particu- 
lar appliance is delivered, the cus- 
tomer is notified and given the op- 
portunity to purchase it. In this way, 
our customers know that they are be- 
ing treated fairly and they appreciate 


the fact that their needs were kept in 
mind.” 

The impressive increase in volume 
over a short period of years may be 


The electrical supplies display counter 
is equipped with convenient racks for 
spools of wire which makes it possible 
to saye considerable time in handling. 











Here's a section of the sporting goods department located along the center 
of the right sidewall. Sports displays are changed according to the season. 


amazing to some but Mr. Harmon’s 
formula is quite simple. 

“I attribute our success to the per- 
sonal contact between the members 
of our sales force and the customers. 
We know most of our customers by 
their first names and have tried to 
maintain a friendly attitude in all 
our dealings. Customers feel that 
this is ‘their’ store and we have 
stressed this point by courtesy and 
friendliness whenever they pay us a 
visit.” 

“Of course, all the members of our 
staff are hand-picked. We actually 
went out after them and got the men 
and women we wanted. Several of 
our staff of sixteen men and women 
have attended or been graduated 
from colleges and universities 
throughout the country and we have 
no one who is not at least a high 
school graduate.” 

“Our scale of wages is much 
higher than the averages put out as 
the results of national surveys but 
we have found that it pays us to get 
the men and women we want.” 

“Race, color and creed don’t make 
any difference in the hiring of a per- 
son for our staff. We have several 
colored boys in our employ and have 
found them to be perfect for our or- 
ganization. We have members of 
practically every religious denomina- 
tion on our floor and they all have 
contributed to the success of the com- 
pany.” 

Versatility of the sales force is an- 





52 


other point that has been stressed by 
the firm. Each one is trained in the 
selling points of all departments and 
in this way it is possible for one 
sales clerk to stay with a customer 
until all his needs have been filled. 


“If one of our customers buys 
some floor covering and decides to 
do a little painting at same time, it 
is not necessary for him to find an- 
other salesman to sell him the paint,” 
explained Mr. Harmon. “That same 
salesman is trained and ready to sell 
any of the items in any department 
of the store. We don’t have any ‘sit- 
ters’ on our floor either. Everyone, 
including myself, is a salesman.” 


The company uses a year ‘round 
advertising program. , Advertisements 
are inserted in the local daily news- 
paver at least once every two weeks. 


This little gift nook. located in the 
center of the store, has helped the 
Mahowald Cycle Co. of Fairmont. 
Minn., to attract a lot of feminine 
business. The nook is filled with tiny 
articles, such as figurines, salt and 
pepper shakers and other decorative 
items that appeal to women. The 
Mahowald store caters principally to 
men but wives come to the store with 
their husbands and, while the men 
are selecting needed farm items, their 
wives are attracted to the gift nook 
with the result that they often find 
something there that appeals to them. 
This section pays its way throughout 
the entire year. 


whether it be promotional advertis- 
ing or retentive, to keep the name of 
the company before the eyes of its 
customers. Seasonal merchandise is 
shown in the proper months and the 
size of the space and the number of 
insertions used in any month de- 
pends on the items to be featured. 
Prior to the opening of the new 
store, the company ran a series of 
special advertisements introducing 
the members of the firm to the pub- 
lic. This get-acquainted series was 
entitled, “Meet the ‘Coast’ Crew,” 
and ran consecutively each day until 
the entire staff had been presented. 
Individual sketches and biographies 
of the men and women who comprise 
the staff were incorporated in each of 
these advertisements. In the corner, 
a paragraph explained that these 
were the salesmem and women who 
would serve the customers in the new 
store which was nearing completion 
and gave the new address. The idea 
and the copy for these advertisements 
were worked out by Mr. Harmon, 
who writes all the Coast Hardware 
store’s advertising with the aid of the 
advertising department of the local 
newspaper. In the edition published 
the day before the store opened, a 
10-page section was inserted to show 
the items that would be on sale the 


next day. 

On the day the doors were thrown 
open to the public for the first time, 
the mayor of Long Branch officiated 
at the dedication ceremonies. Sou- 
venirs were distributed to the cus- 
tomers, with comic books provided 
for the children as an introduction to 
the new toy department, and refresh- 


ments were served. 
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President Truman Signs 
Compromise OPA Bill 






Ceilings to be recalculated on 1940 base; maximum average price 


regulations wiped out; peacetime wholesale-retail discounts or 


mark-ups held inviolate. Non-agricultural commodities unimportant 
to business or living costs to be decontrolled by Dec. 31. Controls must 


LTHOUGH it required two at- 
A tempts to accomplish the task, 
Congress has lifted OPA’s foot 
out of the grave and sent it forth into 
the business world for another year. 
Termed by OPA Administrator Paul 
Porter “a better bill,” than the one 
vetoed by the President, the extension 
legislation is a legalistic hodge-podge 
which defies intelligent administration. 
Its major provisions, affecting busi- 
ness and industry, require OP-A to: 

1. Recalculate practically all ceilings 
by using 1940 as the new base year. 
The old base period was 1936-39. Un- 
til new ceilings can be worked out, 
OPA hopes to roll prices back to June 
30 levels. Special increases for hard- 
ship cases will be granted. 

2. Abide by rulings of the newly cre- 
ated Price Decontrol Board. The 
PDB’s word is all-powerful on decontrol 
decisions. OPA will immediately an- 
nounce all decontrol actions prepared 
before June 30. 

3. Restore full dealer margins on re- 
conversion items—autos, farm machin- 
ery, some appliances, etc. 

4. Allow dealers in other commodi- 
ties the margins in effect on March 31, 
1946, 

The extension specifically terminates 
OPA on June 30, 1947, but provides 
for the transfer of price control on com- 
modities, deemed to be in short supply 
by the President, to other agencies of 
government. They must 1eport to Con- 
gress on such commodities on or before 
April 1, 1947. 

The following decontrol standards 
were written into the Act: 

1. Controls must be lifted on all non- 
agricultural commodities not important 
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in relation to business costs or living 
costs on or before December 31, 1946. 

2. Controls must also be lifted when 
the supply of a commodity exceeds or is 
in approximate balance with the de- 
mand, including appropriate inventory 
requirements, 

Price controls may be re-established 
but only with the advance consent, in 
writing, of the Price Decontrol Board. 

Petroleum and petroleum products 
are decontrolled in the extension law. 
unless the PDB certifies in writing that 
supplies are insufficient to meet domes- 
tic demand. 

The PDB is to be composed of three 
members appointed by the President, 
subject to confirmation by the Senate. 
Not more than two members of the 
Board can be members of the same 
political party. Two members consti- 
tute a quorum. They are to be paid 
$12,000 a year. 


Decontrol Requests 


Under the new act, industry advisory 
committees can petition for removal of 
controls if they believe conditions in 
their industry meet the new decontrol 
standards. OPA must act on such pe- 
titions within 15 days. If the petition 
is not granted in full, the industry in 
question may request further considera- 
tion and OPA must hold a hearing on 
this request within 10 days. The Con- 
sumers Advisory Committee and the 


also be lifted when commodity supply balances or exceeds demand. 





Labor Advisory Commiitee may be 
heard at such hearings. Within 15 
days after the hearing OPA must grant 
the petition in full or furnish in writing 
a full statement setting forth the rea- 
sons for denial. 

If the petition of any particular in 
dustry is denied the advisory committee 
may, at any time within 30 days, re- 
quest the PDB to review the OPA ac- 
tion. The Board can overrule OPA if 
it believes the standards of the Act 
have been met. Orders of the Board are 
not subject to modification or review by 
any agency or court. No petition may 
be filed with the Board with respect to 
any commodity within a period of three 
months after the issuance of an order 
affecting the same commodity. 

OPA is required to appoint regional 
industry advisory committees upon re- 
quest of a substantial portion of par- 
ticular industries in any region. 

By far the most important amend- 
ment is the one, requiring adjustments 
of ceilings on the products of produc- 
ing, manufacturing, or processing in- 
dustries. Service trades and carriers 
controlled by OPA are covered by this 
section. This new formula, using 1940 
as the base year was substituted for 
the Taft amendment, which drew so 
much fire in the President’s veto mes- 
sage. The provisions of this amend- 
ment require ceilings to be adjusted on 
a product basis, and for this reason 
OFA officials say that price rises on 
practically all finished and semi-finished 
products are inevitable. 

This amendment sets forth the follow- 
ing standards: 

1. Ceiling prices must return to in- 
dustry not less than the average dollar 
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price of the product in question during 
the base period (1940), plus the aver- 
age increases in production costs accru- 
ing since that time. Maximum prices 
are in compliance with this provision if 
such prices on the average are equal to 
the average current total cost of the 
product plus the industry’s overall profit 
margin on sales in the base period. 

2. For the purpose of setting new 
ceilings, OPA must ascertain the costs 
of a reasonable number of typical pro- 
ducers, including adjustments for tem- 
porary cost abnormalities which may be 
reasonably anticipated to be elimi- 
nated within three months, and adjust- 
ments for increases in the volume of 
production which may be experienced 
within the three-month period. 

3. To qualify for increases under this 
amendment, industry advisory commit- 
tees must present a petition to OPA 
setting forth all pertinent data with 
respect to costs and prices. OPA is 
required to act on these petitions with- 
in 60 days. 

New ceilings cannot be held invalid 
on account of their failure to return 
costs to any particular member of any 
industry involved. 

In the case of new commodities which 
increase the life or reduce the cost of 
production of any item, OPA may not 
establish any maximum prices provided 
the cost to the ultimate consumer is not 
increased. 

OPA must increase prices on certain 








How the Treasury Makes Co-op Law 


BRIEF review of the law which grants freedom from the payment of Federal 
income taxes to cooperatives may be outlined in these significant steps: 

1) In 1916, the first cooperative exemption law was passed by the Congress. This 

measure permitted farm and fruit growers’ sales agents to market the products of the farm 

and to turn back to the growers the proceeds after subtracting the selling expenses. The 


agency did not take title to the products. 


2) Between World War I and World War II, changes in the regulations were allowed 
which granted co-ops a privilege of distributing everything from tractors to lipsticks and 
allowed them to operate everything from fertilizer factories to bottling works. 

3) In the amended Internal Revenue Code of 1918, no changes were made to expand 
the exempt status of the co-ops, but the Treasury ruled that the co-ops might act as pur- 
chasing agents and retain their tax exemption if they paid patronage dividends to members 
and patrons generally. This Treasury ruling allowed the co-ops to enter the wholesale 


and retail business. 


4) In 1920, the co-ops, by Treasury ruling, were allowed to issue capital stock and pay 


dividends on such stock and remain exempt. 


5) In 1921, the Congress legalized the Treasury ruling which allowed the co-ops to 
continue their purchasing as well as their selling functions. This continuing Treasury 
policy, by 1926, was permitting co-ops to buy and to sell, to issue stock, to set up reserves 
out of earnings, and to permit some capital stock to be held by non-producers. 

This steady advance of tax exemption has been made at the expense of all other 
tax payers who support the Federal Government. It is unfair, it is discriminatory, 
and the National Tax Equality Association is asking only that justice be restored. 

—Ben C. McCabe 
President, National Tax Equality Association 








imported commodities and products 
processed from such commodities when- 
ever the world price of a commodity 
essential to the economy of the United 
States exceeds the OPA ceiling price, 
and results in (1) reduction of impor- 
tation in an amount which is substan- 








Co-ops Do Not Agree On Tax Exemption 


HOUGHTFUL observers who are alert to the trends of policy within the co- 
operative movement are persuaded that there is serious disagreement between 
co-op promoters and spokesmen on the issue of exemption from Federal income 


taxes of the co-ops. 


Some of the more vocal advocates of the entire cooperative set up cling to the 


present provision of Section 101 of the Internal Revenue Code which grants almost 
complete exemption from Federal income taxes to all co-ops throughout the nation. 

Others are persuaded that the co-ops must pay income taxes just as their com- 
petitors are obliged to do. These more moderate officials of the co-ops are pointing 
out a statement recently made by John W. Flannagan, Chairman of the Committee 
on Agriculture in the House of Representatives. This statement by Rep. Flannagan, 
as inserted in the Congressional Record, said: 

“Believing as I do that farming is a business, honesty demands that I state in this con- 
nection, though my utterances may be regarded by most members of the cooperatives as 
heresy, if farmers get together and form a cooperative to further their business interests, 
that the cooperative so formed should be taxed just like any other business enterprise is 
taxed. There is no economic justification for any business enterprise, including coopera- 
tives, that has to depend upon tax exemption or tax evasion for its existence. I am afraid 
if we continue to follow the policy of granting cooperatives tax exemptions that we will, 
sooner or later, bring the cooperative movement into public disrepute. This would, indeed, 
be not only a high but ruinous price to pay, because no enterprise can long exist without 
public approval.” 


—Homenr E. Marsu 
Director of Research 
National Tax Equality Association 












tial in relation to the total consumption 
of the commodity in this country, or 
(2) the substantial curtailment or re- 
striction of the domestic trade. 

OPA is also prohibited from reduc- 
ing established peacetime wholesale 
and retail trade discounts or mark-ups 
or dealer handling charges on recon- 
version items before the unit sales of 
such items for a period of six months 
shall have reached the average unit 
sales for the calendar years 1939-41, 
inclusive. In the case oi other com- 
modities, OPA must allow for the cur- 
rent cost of acquisition, plus the per- 
centage mark-up in effect on March 31, 
1946. 

Maximum average price regulations 
are wiped out, as are any orders which 
fix the quantity or percentage of any 
product which any seller may sell to 
any buyer. 

The premium price plan for copper, 
lead and zinc has been extended for 
another year on a non-cancelable basis. 
One hundred million dollars was au- 
thorized for this purpose. RFC is also 
permitted to purchase such tin ores and 
concentrates necessary to assure con- 
tinued operation of the Texas City tin 
smelter. 

When subsidies are reduced or termi- 
nated, the applicable ceiling price must 
be correspondingly increased, except in 
case of transportation subsidies, dif- 
ferential subsidies to high-cost pro- 
ducers, and premium payments for vet- 
erans’ housing. 
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Use of Telephone Responsible for 
Five Dollar Average in Gift Sales 
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will state that a friend loves hand- 
made glassware. When the next ship- 
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being the large number of exclusive 
lines we handle, a big stock which 





played as neatly as we can show it, 
to sell itself.” 
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The 


Hin any of you lost 


a sale recently—and wondered why 
the customer didn’t buy? For many 
years I have been analyzing why cus- 
tomers buy and why they don’t buy 

-and I have made an important dis- 
covery. 

Customers buy where they see the 
most value for their money. 

The first principle of salesmanship 
is to know your merchandise from 
A to Z, so that you can take the value 
out of your merchandise and paint a 
picture of it on the customer's mind. 

Many salesmen use glittering gen- 
eralities instead of specific points of 
value—and then wonder why the cus- 
tomer doesn’t buy. 

I will illustrate this principle by 
an experience I had in buying a 
hammer. No matter what you are 
selling—hats, shoes, automobiles, re- 
frigerators, real estate, insurance, 01 
what not—this hammer story will 
help you to sell more of your mer- 
chandise, provided you apply it. 
Think of your merchandise as | talk 
about this hammer. 


Here’s What Happened 


One day some years ago I wanted 
a hammer. I went into a hardware 
store, and this is about the way the 
salesman handled me: 

He put a hammer in my hand, and 
as I looked at it he said, “That is a 
mighty fine hammer. That is a real 
hammer. We sell a good many of 
those.” 

I shook it up and down as though 
I were going to drive a nail, wonder- 
ing whether I should buy it or one of 
some others displayed in the case. 

He looked at me; I looked at him: 
then we looked at each other. 

After a while he spruced up a little, 
thought he had better say something 
more, and said, “That is a mighty 
fine hammer. That’s a real hammer. 
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Hammer Story 
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You can’t go wrong on that ham- 
mer.” 

Nothing registered in my mind— 
no value. But I absentmindedly shook 
the hammer, balancing it a little, 
and wondered if I had better ask to 
look at some of the others in the case. 

He looked at me; I looked at him; 
then we looked at each other. 

After a while he brought in his 
final, closing sales talk. He brought 
in his heavy artillery; the heaviest he 
had. Do you know what he said? He 
said, “That’s a mighty fine hammer. 
That’s a real hammer. You can’t go 
wrong on that hammer.” 

I said to myself, “Ye Gods! Is that 
the way they are trying to sell mer- 
chandise in the United States of 
America —the greatest commercial 
nation in the world?” 

I decided I would find out. So on 
my next business trip, I went into 
over 100 hardware stores in 10 dif- 
ferent States asking to look at ham- 
mers, and not one salesman told me 
much more about a hammer than was 
told me in the first store. 

If any of you want to have'a little 
fun even now, just drop into a half- 
dozen hardware stores and ask to 
look at hammers .. . 

A short time after this experience, 


A sales talk that says nothing. 


| went through a large mail order 
house in Chicago. In those days they 
had no retail stores and did strictly 
a mail order business. 


Still No Progress 


The guide took a crowd of us 
around, showed us many interesting 
things, and told us many illuminating 
facts. He also told us the gross sales. 
I marvelled that a company could 
reach out with a long arm and pull 
in all those millions of dollars 
through a mail order catalog. Finally, 
a bright idea came to me and I said, 
“By the way, my friend, you have 
interested me very much; but at this 
particular time I am interested in 
one line of merchandise. What were 
your gross sales of hammers last 
year?” 

“Hammers?” 

“Yes, hammers.” 

I could see by the way he looked 
at me that he thought I was crazy. 
Now it is always a hard thing for me 
to know just what to do when a per- 
son thinks I am crazy; so I said, “I 
can see by the way you look at me 
that you think this ridiculous. Of 
course, I have never had the pleasure 
of meeting you before, and you have 
never met me, but, if you only knew 
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it, you are looking at the greatest 
hammer expert in the United States.” 

Then he was sure that I was crazy. 

Well, he didn’t know what to do 
with me, so he turned me over to 
another man. When you don’t know 
what to do with anybody, turn him 
over to somebody else. 

This other man, when he saw that 
I was a very inquisitive individual 
and wanted to know how the wheels 
ran in business, treated me in a won- 
derful way. He told me more inter- 
esting facts, showed me some more 
interesting things, and finally told me 
the gross sales of hammers. 

“Do you sell all that of just ham- 
mers?” | asked. 

“Yes,” he replied. 

“Would you mind letting me look 
at them?” 

“Certainly not.” 

He brought out four. Ugh! They 
looked like old friends of mine. 

I said, “You will pardon me, but 








A bull’s-eye hit. 
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This story is a chapter from “Successful Salesmanship” 
by Paul W. Ivey. It brings out the fact that the first 
principle of salesmanship is to know your merchandise 
so thoroughly that you will be able to describe what 
it is and what it does to your prospect in such a 
manner that you will make him a customer. The book 
from which the story is taken is copyrighted 1937. 
Paul W. Ivey and published at $5 by Prentice-Hall, Inc.. 
70 Fifth Avenue, New York, 11, N. Y. 


they look like ordinary hammers. 
How in the world do you ever sell so 
many of them?” 

And he replied, “Maybe you will 
find the reason if you look in our cat- 
alog.” 


The Catalog Explains 


I went to their catalog, and the 
sales talk that I am now going to 
give you about a simple thing called 
a hammer, I read in that catalog; 
and if you happen to have the latest 
edition of their catalog, you will find 
an enlightening sales talk embodying 
several changes which they have 
made in recent editions: 

First, “This hammer is full nickel- 
plated.” 

I said to myself, “I am sure some 
of those hammers I looked at must 
have been full nickel-plated. 

You say, “Mr. Ivey, when you had 
those hammers in your hand, and 
looked at them, couldn’t you tell 


T'S Ha 

Le iitian ER '5 
Fut > “Maren 
Y 4 


whether they were full nickel-plat- 
ed?” 

To tell you the truth, that fact 
never once impressed itself upon me. 
All I knew was that they were 
“mighty fine hammers; real ham- 
mers; I couldn’t go wrong on them,” 
whatever that means. 

Second, “The handles are mahog- 
any-finished.” 

“Oh,” I said to myself, “some of - 
those handles I looked at must have 
been mahogany-finished.” 

You say, “Mr. Ivey, when you had 
the handles in your hand, couldn't 
you see whether they were mahogany- 


finished?” 
They Hit the Mark 


I suppose I knew it in a general 
sort of way, but here is a company 
that does not believe in glittering 
generalities. They believe in a bull’s- 
eye hit. Take the value out of the 
merchandise and paint a picture of it 
on the customer’s mind, so the latter 
will want it and pay the price for it. 

Third, “This hammer is made of 
crucible cast steel.” Not one salesman 
told me that. Crucible cast steel! Now 
an” ordinary customer might not 
know what crucible cast steel is, but 
he feels it must be some steel. It is. 

Fourth, “The faces and claws are 
tempered just-right.” 

What comes into your mind as a 
practical person? That is a test of 
my salesmanship. I know what comes 
into your mind. You say, “If the 
faces and claws are tempered just 
right, I can pull a big spike with that 
hammer and the claws won’t break.” 
Certainly! 

Have any of you ever owned a one- 
claw hammer? Why, as I recall it, I 
was nearly 12 years old before I 
knew that a hammer was supposed 
to have more than one claw. Ours 
was always broken off. 

Fifth, “The claws are split to a fine 


point.” 
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A vivid sales talk. 


What comes into your mind? 

I know. You say, “I can pull a 
very fine nail with that hammer.” 
You bet you can. Have any of you 
ever tried to pull a very fine nail 
with the hammer at your home and 
had the nail slip right through the 
claws? Then you tried again and the 
same thing. happened; then you 
tried once more and it happened 
again? (Then you paid your re- 
spects to the hammer! ) 

Ilere is a company that says, “You 
can pull the finest nails with our 
hammers.” They don’t say it in so 
many words; they leave it to your 
imagination. 

Sixth, “The handles are made of 
selected, second-growth hickory.” 

Not one salesman told me that. 
Some salesmen did say to me, “This 
is a mightv fine hickory handle.” 
How fine? Mighty fine. Ugh! I can’t 
grasp that, quite. Mighty fine! 


Another salesman said, “This is a 
real hickory handle.” I thought it 
might be artificial hickory. 

Here is a company that says “se- 
lected, second-growth.” The custom- 
er feels that this is not an ordinary 
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handle. They have been selecting the 
hickory for these hammers. 

Second-growth! Now, what goes 
through your mind? People who do 
not know what it is may say to them- 
selves, “Well, I guess it must be very 
good or they wouldn’t say so”; or 
they may even think, “They couldn’t 
grow it good enough the first time so 
they grew it the second time.” 

Seventh, and final, “The handles 
are put in with iron wedges so they 
will not come loose.” Does that ring 
the bell? 

Have any of you ever had the head 
of a hammer fly off? At one time I 
used to think it was one of the func- 
tions of a hammer for the head to 
fly off. 

Do you see this hammer? 

“Full nickel-plated, mahogany-fin- 
ished handle, made of crucible cast 
steel, faces and claws tempered just 
right, claws split to a fine point, han- 
dles made of selected second-growth 
hickory, put in with iron wedges so 
they will not come loose.” 

Do you see it? 

Do you know what I have done? 
I have gone into a retail store and 
had a flesh-and-blood salesman put 
a real hammer in my hand; and I 
have looked at that hammer with my 
own eyes; yet I have seen less value 
in that real hammer when I held it 
in my hand than when I read about 
a hammer in a mail order catalog. 

I take my hat off to any company 
a thousand or five hundred miles 
away that can make me see more 
value in a hammer when they put a 
cut of it on cheap paper with a de- 
scription underneath than I can see 


(Continued on page 88) 





























Price obscures value until value is built higher than the price. 
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JOHN F. SLY 


pm Federal Reserve 


Board’s Regulation W was estab- 
lished when America was still at 
peace. It was, however, a ficticious 
peace, in which evidences of both a 
war emergency and a war economy 
were plainly visible to everyone. Fol- 
lowing 10 years of depression or 
near depression, a new-found pros- 
perity was being translated into a 
buying spree. Defense was upper- 
most in public thinking, a feverish 
armament race was under way, and 
intense industrial production was 
rapidly increasing the national in- 
come. 


Consumer Income Rises 


Consumer income alone rose 21 
per cent from 1940 to 1941; and 
consumer expenditures for durable 
goods reached an all-time high of 
$9,000,000,000—a 23 per cent in- 
crease over the 12 months’ period 
(Chart I). 

By 1941 economic conditions were 
changing. Within a surprisingly 
short time, the political emphasis 
shifted from “pump priming,” for the 





* Reprinted from Consumer Credit with 
permission of the Consumer Banking In- 
stitute. 





Will Regulation W Be Removed 
Or Discredited ? 


Regulation W should be abolished now, Professor Sly 
believes, since it cannot be said to have important 







effects on inflationary trends as such restraints 
reach such a small part of the credit structure as 


to be almost insignificant in the total picture. 


By JOHN F. SLY.* 
Chief Consultant, 


Consumer Banking Institute 
Professor of Politics, 


purpose of raising prices, to inflation 
controls to hold prices at a familiar 
level. And the production of con- 
sumer durable goods fell from an 
all-time high to practically no pro- 
duction at all within less than a 12 
months’ period. 

It was not unusual for groups of 
citizens to proclaim the need for re- 
strained spending, while individuals 
in each group were frantically bid- 
ding for all available goods. Some 
of this excessive buying was aimed 
at the acquisition of consumer dur- 
able goods, and much of this was 
financed with consumer credit. 

The result was that consumer 
credit outstanding increased $2,000,- 
000,000 during the two years 1940 
and 1941—a jump of 25 per cent— 
and there was general apprehension 
that the long-established devices on 
installment credit, personal loans, 
and charge accounts would become 
the nucleus of a strong inflation 
spiral, and upset the price structure 
even before the national emergency 
had fully developed. 

It was in this environment that 
Regulation W was born. The tre- 
mendous fiscal requirements of the 
national government made _ public 
credit its primary need. Subse- 
quently, price control, rationing, 
increased taxation and bond sale 
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pressures became part of the war 
economy, and Regulation W con- 
tinued as a very much overshadowed 
member of the anti-inflation family. 
As the national income increased 
from $97,000,000,000 in 1941 to 
$161,000,000,000 in 1945, the 
amount of consumer credit outstand- 
ing dwindled from $10,000,000,000 
at the end of 1941 to $6,600,000,000 
at the end of 1945. 

At the close of 1941 short-term 
consumer credit outstandings 
amounted to over 10 per cent of the 
national income of that year. At 
the close of 1945, all short-term con- 
sumer credit outstandings amounted 
to less than 4 per cent of the 1945 
national income. 


Short-Term Consumer Credit 


Short-term consumer credit, at the 
close of 1941 (Chart II), represented 
4 per cent of all debts but three 
years later, in 1944, short-term credit 
represented a little more than one 
per cent of all debts. 

Whatever the merits or defects of 
Regulation W ma, have been, it can- 
not be said to have at present any 
important effects on inflationary 
trends, for the simple reason that its 
restraints reach such a small part of 
the credit structure, as to be almost 
insignificant in the total picture. 
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Income received by individuals in 1945 was about 


2.3 times that in 1939. 


A—Individuals saved about 6 times as much in 1944 


and 1945 as they did in 1939. 


B—Their taxes increased about 5 times. 
Individual consumers spent about two-thirds more 


in 1945 than they did in 1939. 


C—They spend about one-third more for services. 
D—Their expenditures for non-durable goods were 


about doubled. 


E—But individual purchases of 


were about the same as in 1939. 


Conditions in 1946 are not what 
they were in 1941. The “salvage” 
problem that faces us now is the 
problem of maintaining the war-born 
levels of employment, production, 
and income. This means effective 
buyers for the new markets—not for 
this year or next—but for the in- 
definite future. 


Population “Home Conscious” 


We are leaving a period in which 
a large part of the population was 
on the move and had little use for 
other than mobile goods. Our popula- 
tion is settling down and is becoming 
“home conscious.” This means that 
credit emphasis is shifting to buying 
and furnishing homes. 

Although house furnishings and 
home appliances will probably re- 
main scarce for some time, they are 
being produced. The consumers with 
great need and small means will be- 
come increasingly impatient at being 
excluded from the market because of 
credit regulation designed for quite 
a different purpose. It is hard to 
explain to a returned veteran that he 
ean, under favorable conditions, buy 
a home without any down payment, 
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durable goods 
changed very little. Their expenditures for durables 


Short-term consumer debt, i.e., exclusive of long- 
term obligations such as mortgage loans. 

Data: U. S. Department of Commerce. Charis pre- 
pared by Consumer Banking Institute. 
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Chart i—Total Gross Debt Outstanding 


(End of Year, 1929-1944) 


[At its peak in 1941, Short Term Consumer Credit 
amounted to only 4% of all credits 
- or debts - outstanding] 
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ONSUMER DEBT 
7.6 BILL. IN 1929 
10.0 BILL. IN 1941 
58 BILL. IN 1944 
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but must have a substantial amount 
of cash to furnish it. 

Houses are, perhaps, the scarcest 
of all consumer durable goods; but 
mortgage loans can be made upon 
the most liberal terms. The only real 
limitation is the amount the lender 
is willing to advance. 

But no one contends that the hous- 
ing shortage can be overcome by 
limiting the amount which families 
can borrow to buy a home, or by 
limiting home owners to thosegfor- 
tunate families who can buy for cash 
at any price. The problem is far 
larger than that. Nothing short of 
production—the building of houses 

will answer it. 

In the meantime, available housing 
must be allocated according to some 
standard other than financial ability. 
It would hardly be good policy to 
ask families of limited means to sit 
on the curb and wait until “economic 
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balance” is sufficiently restored to 
permit them to obtain credit for a 
home. This is nevertheless the policy 
that Regulation W continues to apply 
to the durable goods market. 

Why should one type of durable 
goods be free of regulation and other 
types reserved, to a large extent, for 
the cash purchaser only? 

The basis for sound credit practice 
is confidence built upon the faithful 
execution of contracts by borrowers 
and lenders alike. This is particu- 
larly true in the field of consumer 
credit. 


Administration Fair and Able 
The Federal Reserve Board’s ad- 


ministration of Regulation W has 
been both fair and able. While there 
have been differences of opinion con- 
cerning provisions of the Regulation 
and the necessity for it, there have 
been no implications of indirection. 
There need be no indirection in its 
elimination. 

Regulation W should be abolished 
now instead of being continued se 
far into the reconversion period as 
to become undermined and discred- 
ited by public apathy or impatience. 
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Service Department Installed 
to Appliance Sales 


As Aid 


Home Makers Service 
Hardware & Appliance 
Co. brings additional 
traffic to store by 
leasing radio repair 
shop to war veteran 


John Fitzgerald, seated 


in 


the background, in the shop 
leased him by the firm in 
connection with its compre- 
hensive appliance program. 


L, planning his appliance 
program for the next year or two, F. 
L. Balthazor, owner of Home Makers 
Service Hardware & Appliance Co., 
Madison, Wis., has included the leas- 
ing of radio service headquarters in 
the basement of his store and a sim- 
ilar arrangement for other appliances 
in the near future. 

Realizing that it is important for a 
hardware store to have a first class 
radio and appliance service shop, he 
has welcomed back a former em- 
ployee, a war veteran, allowed him 
to rent the radio service shop and vir- 
tually helped this man to set up a 
business for himself. Under the 
terms of the agreement, the radio 
service man handles all the com- 
pany’s radio work in return for rent- 
al. The service man, on the other 
hand, can handle his own radio re- 
pair business and make additional 
profits on the sale of tubes and parts. 
He cannot sell radios, which, of 
course, are sold by the store. 

“This setup is working out well for 


both of us,” said Mr. Balthazor. “We 
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have a very fine service man and he 
is virtually in business for himself, 
which he likes. We, on the other 
hand, are assured of first class radio 
service right in our store. Certainly 
we miss our radio service profits. But 
by devoting ourselves to sales of ap- 
pliances we can make a good profit. 
I think this sort of radio department 
set-up could be used profitably by 
many other hardware dealers.” 


Have Sold 75 Radios 


Since the first of the year the com- 
pany has sold and delivered about 75 
radios which Mr. Balthazor thinks is 
an indication of the business that will 
be done when the merchandise ar- 
rives in larger quantities. 

This dealer expects to use the 
same sort of service arrange- 
ment with a washing machine, refrig- 
erator and vacuum cleaner repair 
man. He then will have service fa- 
cilities in his store for all major types 
of appliances and he believes that 
this will attract additional traffic to 
his store, which in turn should result 
in more appliance sales. 


In addition, the service operators 
will be in business for themselves to 
a large extent and their operations 
will benefit as a result of the hard- 
ware and appliance firm’s volume of 
business. Customers who buy appli- 
ances will naturally come back for 
paid service work from time to time, 
and thus the managers of the various 
service departments will have this 
business in addition to whatever busi- 
ness they can get for themselves. 

The installation of the service and 
repair departménts is only one part 
of the comprehensive appliance pro- 
gram planned by the company. The 
plans also include a new and larger 
basement showroom, sample appli- 
ance spots on the main floor and in- 
tensive cultivation of leads. 

“We are planning some fine dis- 
play spots at the front of our store 
for appliances,” says Mr. Balthazor, 
“and this should serve as a lead-in 
for the large basement department.” 

The owner points out that, in his 
opinion, one of the important func- 
tions of the hardware dealer right 
now is to explain the various appli- 

(Continued on page 77) 
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Each of these seven 
windows is changed 
on an average of at 
least once a week 
by the two display 
men. They are kept 
brilliantly lighted 
until 11 p.m. All of 
the merchandise in 
them is marked. 


Just inside of the 
entrance is a neat 
power tool display 
while in the back- 
ground are pottery 
and other types of 
gift merchandise. 


They Operatejq | 


HE T. H. Baumgartner 


store in Zurich, Switzerland, is 
known as an “Eisenwaren Geschaeft.” 
It would be a hardware store in the 
United States. In any nation it 
would be considered a good sized 
hardware store, for it has 45 em- 
ployees, including 25 inside sales- 
people and two outside salesmen. In 
addition to the problem of languages, 
for its customers speak German, 
French, Italian and English, there is 
the matter of obtaining merchandise 
—much of which must be imported. 
The head of the firm started the busi- 
ness in 1910, originally occupying 
but a small portion of this five-story 
and basement building. Today, the 
entire building, which was formerly 
an apartment house, is used for the 
Baumgartner business, with display 
rooms on the street floor and two 
floors above. 

A line of seven display windows 


A section of the store’s hardware 
department on the main floor. It 
contains many American tool lines. 
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Here's a section of 
the bright, cheerful 
chinaware depart- 
ment on the second 
floor. Table cloths, 
plants and curtains 
serve to add a home- 
like and artistic touch 
to the entire area. 


helps tell le about th id 
p> Age SS im Aang A alee The T. H. Baumgartner store staff in Zurich must 


variety of hardware and housefur- 
nishings lines available in this big be able to speak several languages. Much of the 
establishment. Advertising appears merchandise is obtained from foreign countries 

in Zurich newspapers during each of 

the six business days of the week. 

Carrying its activities even further, § World War but one-third of the hand the Swiss come from the United 
the company is now issuing a con- tools used in Switzerland were of States. In normal times, the Swiss 
sumer catalog for wide distribution American manufacture. Now fully imported at least two-thirds of the 
vote means of increasing mail order — gq) per cent of the tools imported by mer¢handise used from other nations. 
volume. 


Over a Century of Peace 


Proud and jealous of its independ- 
ence, Switzerland has not engaged in 
a war since the era of Napoleon, yet 
all of its male population, excepting 
those mentally or physically unfit, 
must take military training. This in- 
dependence and stoutly maintained 
neutrality creates problems for the 
Swiss nation in times of far-flung 
wars, such as the global conflict from 
which the world has just emerged. 
As an example, prior to the Second 


A section of the housewares de- 
partment on the second floor. It 
has numerous American articles. 
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Set up like a private home, this third floor room features hand carved 
furniture which is the product of the painstaking Alpine craftsmen. 





Today, there is increasing interest in 
and demand for American made 
hand and electrical tools, household 
electric appliances, shelf and build- 
ers’ hardware, an interest that is ex- 
pected to continue. The company is 
planning to install three complete 
electric model kitchens in the store. 


Prices Indicated 


Like progressive hardware mer- 
chants in the United States, the 
Baumgartner store has long had its 
prices plainly marked on all displays 
inside the store and in its windows. 
As a wartime measure, the Swiss 
government required prices on all 
merchandise, which placed no hard- 
ship on the Zurich organization. 
Both men and women sales clerks 
are employed at Baumgartner’s, but 


it is company policy that 
the ladies concentrate 
on kitchenware and 
other housewares lines 
of interest to women, 
while strictly hardware 
lines are sold only by 
men. Practically all mer- 
chandise sold in the 
store is on a strictly cash 
basis at all times. 


Giftwares are shown 
here in a _ setting 
which is comparable 
in neatness to any 
fine private home. 





Given over largely to utility lines, this second floor housewares sec- 


tion includes a decidedly attractive showing of unusual tablewares. 
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Aside from its display and mer- 
chandising policies the company’s 
operations have various other angles 
of interest to American hardware- 
men. The store is equipped with two 
self-service elevators used for pas- 
sengers and for freight. In order to 
give all employees a full day-and-a- 
half off each week, the store is closed 
from 5:00 p.m. Saturday until 2:00 
pm. Monday. From Tuesday to 
Saturday inclusive, the store opens 
at 7:30 in the morning, with lunch- 
eon hour from 12:00 to 2:00 and 
store closing at 6:30 p.m. 

For the pleasure and benefit of 
both customers and employees, music 
is provided for a set period every 
morning and every afternoon, over 
an amplifying system, the music vary- 
ing with the weather. When the 










weather is warm or otherwise uncom- 
fortable marches and other music of 
an inspiring nature are featured. In 
the cooler months less lively selec- 
tions. are the rule, although on a 
broad average about 75 per cent of 
the programs are devoted to classical 
music and about one-fourth of the 
time to popular numbers. The music 
may be cut off with a central switch 
when it is necessary to deliver in- 
structions or messages to members 
of the store staff »ver the two-way 
communication system which oper- 
ates independently of the musical 
equipment. 

Some of the display rooms illus- 
trated on these pages, show good 
reasons for the firm’s continued 
growth. 
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If the credit function of the nation is 


New Lending Methods Can Help Banks 
Fight Political Credit 


permitted to pass over to the government 
it will mean an era of political credit and 
the end of private enterprise. However, 
newer lending methods and more ad- 
vantageous terms are helping privately 
chartered banks meet serious competi- 


[ om is a story going 


the rounds about a new and very 
large organization in this country 
known as the L I A C. These letters 
stand for “Lord, I Am Confused.” 

Confusion is running riot aver the 
country, and is evidenced in a great 
deal that we read and hear. It is an 
age-old trait of human nature that 
in many situations of actual or 
seeming difficulty, we are prone to 
seize upon some panacea, which, in 
addition to its seductive and plausi- 
ble phraseology, is almost invariably 
something “new” or at variance with 
the teachings of experience. These 
sorts of things have a habit of catch- 
ing the headlines and thereby of 
capturing the imagination and, in 
many cases, the votes of many of 
our people. 

There has been much talk and 
much writing critical of the privately 
owned banking system of some 15,- 
000 organizations in this country. 
These criticisms are: 

1. The banks will not lend money 
except against inordinate amounts 
of gilt-edged collateral. 

2. The banks have no interest in, 
and are unfair to, the so-called small 
business man. 

3. The earning power of the banks 
has been subsidized by creation of 
government bonds, and they have 
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tion from government credit agencies. 


By HUGH A. McGEE 


Vice-President, 
Bankers Trust Co., 
New York, N. Y. 


thereby been diverted from their ob- 
ligations to the economy of the 
country in the credit field. 

On behalf of the great majority of 
banks, I deny these three allegations, 
unequivocally. 


Peaks and Valleys 


These articles and statements gen- 
erally indicate that after nearly 1946 
years of the Christian era, a means 
should have been found to take the 
peaks and valleys out of our econ- 
omy, and that, by and large, the 
banks are responsible for our failure 
to do so. It is generally inferred, if 
not stated forthrightly, that the way 
to cure all of this is to turn the credit 
or money lending functions of this 
country over to the government. We 
have had enough experience to know 
that wherever a vacuum is created 
by reason of the banks not doing 
their jobs in the credit field, or by 
our government’s thinking they are 
not doing them (which may be quite 
a different thing), government will 
step in. 

If the credit function of the nation 
goes over to the government, we shall 
have political credit, nothing less. 
That will mark the end of private 

















enterprise, as political credit and 
private enterprise will not mix any 
more than will oil and water. We 
have seen the government credit 
agencies at work and have observed 
that in keeping with the political 
aspects of the job, their practice is 
to deal in rules, the same rule for 
everybody, rather than to differen- 
tiate between the risks involved. 

We’ have now in existence about 
45 credit agencies of the United 
States Government which are in com- 
petition with our banking system. 
At the time of the creation of each 
of these credit agencies, some alleged 
emergency was cited by way of 
justification. Some governmentally 
minded people say that these agencies 
stand in the position of a fire depart- 
ment, ready, when as and if a fire 
breaks out. The fire department an- 
alogy ceases at that very point. A 
real fire department goes back to the 
fire engine house and its domino 
games when the fire is over, and 
does not hang around and spray cold 
water over everything within reach 
in an effort at self-perpetuation, as 
do many of these credit agencies of 
government. 

(Continued on page 89) 



























C. M. WHIPPLE 


- to C. M. Whipple 


of Merchantville, N. J., about his 
hardware store and he won’t speak 
about dramatizing it or even use the 
word. Yet he has dramatized his 
store in advertising and displays with 
resulting increased earnings for his 
employees and a larger total profit 
for himself. Store volume in 1944 
was 50 per cent greater than in 1943, 
under previous ownership. And last 
year’s sales were more than double 
those of 1943, with 1946 bidding fair 
to far outstrip those of 1945. 





C. M. Whipple finds that an unusual 


Dramatizes His Business With | U 


approach brings greater earnings 


The store’s earnings, the year be- 
fore Mr. Whipple acquired the busi- 
ness, were less than one per cent, but 
by the end of 1944 had jumped to 
11.18 per cent. In 1944—with a 
great deal better dollar and cents’ in- 
come for both employees and the 
owner-manager — the owner's and 
manager's salary was 6.10 per cent 
and salespeople’s salaries 8.07 per 
cent. Under previous ownership the 
salary percentage for the proprietor 
had been a great deal higher and that 
of the employees considerably lower. 
Business has shown such a fine in- 
crease that a new and really modern 
store is planned for construction as 
soon as building conditions permit. 
The new site bears a sign to that 
effect. 

Tired of being “on the road” as a 
successful traveling district sales 
manager for a sports attire manufac- 
turer, C. M. Whipple entered the 



























to both himself and staff of store 








hardware business about two years 
ago, having no previous knowledge 
of hardware merchandising. His 
thought was to do a good job, with 
emphasis on real service and unusual 
advertising aud display methods. 
And his ideas are working. 
Merchantville, with a population 
of about 4000, is within the Camden 
trading area and not too long a jour- 
ney from Philadelphia, Pa., with 
its larger outlets. Mr. Whipple cap- 
italizes on these facts in his advertis- 
ing. Through the medium of the 
“Tolcheck” family, imaginary people 
who shop far and wide only to return 
to Whipple’s, he injects good reasons 
for shopping in Merchantville and 
particularly at his own store. His 
more conventional style newspaper 
advertising appears next to that of a 
super-market where it will be sure 
to attract attention. And the adven- 
tures of the “Tolchecks” appear in 


This wall display for a cold 
water paint has been respon- 
sible for a great increase 
in sales of that particular 
product. Twelve tints of this 
paint were applied upon the 
wall, each being marked as to 
its color with the selling 
price indicated at one side. 
In addition, are samples of 
self-pasting wallpaper trim 
with prices indicated and 
the maker's catalog number 
plainly marked. Stencilled 
suggestions for related line 
sales also are shown upon 
this display. 
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Left and right are samples of “Tolcheck” news 
stories which apear next to Whipple ads. In 
the center is a part of a conventional ad. 
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news style in news type above Whip- 
ple’s display advertising and are 
labelled as advertising. When the 
store has a shipment of hard-to-get 
merchandise, the “Tolchecks” will 
discuss the matter and the items will 
be featured in window displays. Inci- 
dentally, there is no Tolcheck family 
in or about Merchantville. 

A friend told Mr. Whipple of hear- 
ing someone comment that a very 
high grade gas range sold at the store 
could be purchased in Philadelphia 
at a lower figure and that Whipple’s 
prices were too high. A check of the 
city store revealed the fact that the 
range was not the same as that of- 
fered by the Merchantville store, nor 
as good a quality item. That re- 
sulted in a story about some friends 
of the mythical “Tolchecks” dis- 


cussing the situation. Actually, the 
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complaining customer was then in- 
vited to Whipple’s for a demonstra- 
tion of the featured range. An im- 
mediate order for about $600 worth 
of kitchen equipment was the result. 
This order included linoleum-topped 
cabinet work, a range and other 
equipment. 

C. M. Whipple is a booster for his 
community and maintains that in- 
stead of having big city stores as his 
competitors the latter have the com- 
petition of small town stores to worry 
about. He has been president of the 
local merchant’s association, and has 
sold other merchants on his compe- 
tition ideas. His business philosophy 
may be summarized by his statement, 
“We believe in personalized service, 


the customer’s problems are ours. We 
can save our customers a lot of time 
and trouble by knowing them and 
their needs. If we anticipate their 
needs we can keep a lot of business 
in our town. Out-of-town stores com- 
pete with us, we are not competing 
with them.” 

In line with his thinking, a young 
lady in the store, makes it a prac- 
tice to make from 15 to 25 telephone 
calls a day to prospects to inquire as 
to their interest in kitchen appliances 
and equipment. This has built an ex- 
cellent prospect list for the store and 
its regular direct mail pieces go to a 
mailing list of 5,000 families within a 
five-mile radius of Merchantville, in- 
cluding some homes in Camden. 
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This forest background hunting season window d:ew cusiomers and remained intact for a month. 
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Their Sporting Goods Department 
I; Designed to Attract Women 


Conn Hardware & Furniture Co. also 
uses effective tie-in by locating 
it adjacent to chinaware section 





Forest leaves, similar to those used in the window. were also 
used to provide a link-up with the sporting goods department. 
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is have always 


been good customers for attractively 
displayed sporting goods, as most 
hardware stores have discovered. But 
many dealers serve women in the be- 
lief that they buy sporting goods 


mainly as gifts for men. 


Women Buy Sporting Goods 


Women hunt and fish as zealously 
as men, and in the immediate future 
will participate even more in these 
sports. This is being demonstrated 
now at Stuttgart, Ark., the famed 
duck-hunting region. Never before 
have so many women bought equip- 
ment for hunting and fishing. The 
Conn Hardware & Furniture Co., 
which has always considered the 
sportswoman in all promotional ef- 
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ERE is just one of 55,000,000 Reming- 
H ton advertising impressions appear- 
ing this year in major outdoor magazines, 
farm papers, boys’ special shooting and 
other publications. Remington advertis- 
ing is carefully planned to help dealers 
by bringing customers into stores that 


sell Remington products! When you stock 
the Remington line . . . each advertise- 
ment in the Remington national adver- 
tising campaign is working for you... 
helping to build your business. If It’s 
Remington—It’s Right! Remington Arms 
Company, Inc., Bridgeport 2, Conn. 





forts for sporting goods, is now plan- 
ning to spotlight sporting goods more 
than ever. H. A. Burton, owner, 
maintains that sporting goods are ex- 
cellent traffic-builders for the more 
strictly feminine merchandise in the 
store. A good action sporting goods 
window display, he contends, draws 
customers for crockery, housewares, 
and paint. 


Household Goods Tie-in 


The value placed upon the woman 
sports lover is demonstrated in the 
way that this firm displays household 
merchandise directly adjacent to the 
sporting goods department. 

“Women are shooting guns,” says 
Mr. Burton. “They buy duck callers, 
boots, fishing tackle and animal traps. 
Often they buy these items even more 
enthusiastically than men. And never 
before have women had so much 
money of their own to spend.” 

More care is given to planning at- 
tractive sporting goods window dis- 
plays than to any other kind. An ap- 
pealing window is sometimes left in- 
tact for several weeks. People come 
back again and again to gaze at it. 

At the opening of the duck hunt- 
ing season in the fall and the fishing 
season in the spring, a beautiful 
woods scene is arranged iu the win- 
dow. A typical window shown on 
these pages presented so many fasci- 
nating features that it stopped pas- 
sers-by regularly for the entire month 
during which it was left intact. 


Authentic Setting 


W. O. Shields, who has charge of 
window displays, went to the woods 
for colored autumn leaves, persim- 
mons, and red berries. These were 
arranged to form a dense background 
simulating woods. Close to the fore- 
ground was a mirror lake, with ducks 
on the surface. Above the lake, sus- 
pended from an invisible wire, a 
stuffed duck spread its wings as 
though about to light on the water. 
A stuffed fox stood at the water’s 
edge while a deer peered through the 
leaves. Hidden among the leaves, 
where observors searched for them 
eagerly, were squirrel, hawks, an al- 
ligator, butterflies, and a huge hor- 
net’s nest. The animals were bought 
from a local taxidermist while the 
hornet’s nest came from the woods. 

In the foreground of the window 


70 


were shown sporting goods, includ- 
ing guns, fishing tackle, hunters’ 
horns, lanterns, outdoor clothing, and 
small tools. 

The sporting goods window is al- 
ways made to tie in with the sporting 
goods department inside. The back 
of the window is left open, so that 
the forest leaf background also flanks 
the inside display. 

The trapping season is made the 
most of by this firm. When traps 
were scarcest, they were shown in 
good variety. Even people who are 
not actually interested in buying the 
traps for fur-bearing animals or ani- 
mal farm pests enjoy looking at them 
and asking questions about trapping. 


Contacts Guides 


The sporting goods department 
keeps in touch with hunting and fish- 
ing guides and is able to direct cus- 
tomers to guides. 

Two standard brands in outdoor 
clothing are handled. Sweaters, 
boots, and hunting coats sell as fast 
as they can be stocked. 

“The best merchandise sells best,” 
says Mr. Burton. “We do not show 
cheap grades of outdoor clothing. 
People who equip themselves for an 
outdoor sport are prepared to spend 
enough to buy good equipment. 
Women who hunt and fish want to 


look as attractive as possible. And 
the men who accompany them are 
also more conscious of their clothing 
than when they go alone.” 


Connected Lines 


There is a direct connection be- 
tween sporting goods and dinner- 
ware, thinks Mr. Burton. After the 
hunting or the fishing trip, home and 
a good dinner claim paramount at- 
tention. Dishes and glassware, dis- 
played next to the sporting goods, 
are rapid sellers in this store. Open 
stock patterns in dinnerware are still 
hard to obtain, but several patterns 
are kept. When the merchandise can 
be had, more variety will be shown, 
as in the past. 

The Conn Hardware & Furniture 
Co., established more than 50 years 
ago, has always found sporting goods 
profitable. 

“Catering to the play instinct of 
both men and women through a 
sporting goods department is our 
best traffic-builder now as always,” 
says Mr. Burton. “In our experience, 
nothing makes the store more attrac- 
tive than quality sporting goods well 
displayed. Besides being a volume 
builder for itself, the sporting goods 
department wins customers for every 
other department in the store.” 








Sports Window Wins Award 





Joseph Whitney of the Van Dervoort Hardware Co., Lansing, Mich., tied for fifth 
place in the window display contest sponsored by The Sporting Goods Dealer in 
observance of National Baseball Week. Mr. Whitney. who installed the window. 

was awarded $10 in Saving Stamps. 
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Varying Display Levels Draw Customers 


To the Dinnerware Department 





The varying levels of display arrest the eye and make the customer stop and investigate. 


FE EATURING dinnerware, 
glassware and pottery at varying dis- 
play levels has served to stimulate 
interest of customers in these ‘lines 
and has resulted in an ever increas- 
ing amount of business for the 4 Big 
Hardware Stores Co. of Rockford, Ill. 

Manager T. C. Young, who has 
had long experience as display man- 
ager in hardware stores, believes that 
the average customer soon becomes 
tired of looking at merchandise which 
is all on the same level. “They may 
see some of this merchandise,” he 
states, “but it doesn’t make an out- 
standing impression because of the 
general sameness of height of the 
other displays. We have experi- 
mented with various levels on dis- 
plays in our store, and we find that 
we can sell a lot more merchandise 


AUGUST 1, 1946 


from varying levels than we can if 
we use the standard heights. It has 
worked out especially well with the 
showing of dinnerware, glassware 
and gifts.” 

One level of the dinnerware dis- 
play begins on a shelf about 6 in. 
above floor level. From this point 
upward there are numerous step-up 
levels on which merchandise is fea- 
tured. These shelves are not uniform 
in appearance all the way up, but are 
divided by other display shelves. 


The 4 Big Hardware Stores Co. has 
found that this arrangement gets 
attention and helps build sales 


“Many customers do not look 
straight ahead when they enter a 
store,” says Mr. Young. “Quite a 
few of them look down toward the 
aisles. That is why our low level 
pottery and glassware display attracts 
attention and makes sales. One day 
I sold six sets of dishes from this 
display to women who just happened 
to notice the arrangement and 
stopped to inspect it.” 

Mr. Young uses both standard and 


(Continued on page 77) 


















Sells From 85 to 110 Coal and Wood 
Ranges Every Year 


H. F. Meyer, Nebraska City, Neb., also 
cashes in on reconditioned stoves. 
Sales are made over 50-mile radius 





Mz. Meyer stands beside one of the many stoves he has reconditicned. 


ie year for 35 years, 


H. F. Meyer, hardware dealer in 
Nebraska City, Neb., has sold 85 to 
110 coal and wood ranges within an 
area of 50 miles of the city. This 
averages about 3500 range sales over 
that period of time and many of the 
customers have returned to the store 
for repeat purchases when the need 
arose, 


Treats ‘Em Well 


“It pays to treat customers well,” 
says Mr. Meyer, age 77, who has been 
in the hardware business for 53 
years. “We want our customers to be 
satisfied and we do everything we 
can to please them.” 
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The firm has a stove repairing de- 
partment, run by Mr. Meyer and an 
assistant, where used stoves, espe- 
cially coal and wood burning models. 
are completely reconditioned. In fact. 
used coal and wood stoves repaired 
by the firm sell up to $75 and $80. 
Other models sell from $20 up. 


Reconditions Stoves 


“We take a great deal of care in 
reconditioning an old stove,” says 
Mr. Meyer, “and our customers know 
this. That is why they come back to 
us time and again. In many rural 
areas there is still a large demand for 
wood and coal ranges and I think 
this demand is going to continue. We 
are selling new ranges as available 


to customers and expect to sell many 
more.” 

The firm also has been very suc- 
cessful in selling cream separators. 
In the past two years Mr. Meyer has 
sold 93 of these items to farmers in 
the area. On this number he took in 
75 trade-ins, which he reconditioned 
and, to date, all but five have been re- 
sold. For these reconditioned ma- 
chines he has received from $25 to 
$75. 

“We have sold a lot of machines to 
farmers in our section,” says Mr. 
Meyer, “because they know that we 
handle a reliable brand, and they 
know, too, that our used machines 
really stand up. In fact, we are proud 
that we have range and cream sepa- 
rator customers in three states—Ne- 
braska, Missouri and Iowa.” 


Confidence Counts 


In selling appliances to farmers, 
Mr. Meyer says that confidence is an 
important item. If the customer has 
confidence in the dealer, he is willing 
to accept his explanation of the mer- 
its of the appliance he is trying to 
sell. If he doesn’t have that confi- 
dence, he will be wary of any claim 
the dealer makes for the performance 
of the machine. 

“TI have always tried to give the 
customer his money’s worth,” he 
says, “and he knows it, because it 
has been proved. That is the reason 
that farmers have confidence in our 
store and return time and again to 
huy hardware and appliances.” 








Latest News on 


RECONVERSION 
(See Page 120) 
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Themic kay COOKWARE 


BY Nouri of Los Angeles 


STAINLESS STEEL 


COPPER BOTTOMS 
SENSATIONALLY BEAUTIFUL 


*K 5-IN-1 COMBINATION COOKEK 










Other Exclusive Thermic-Ray Features 


¢ Vapor Seal, for flavor control , 
¢ Diametric proportions—science proved—for better cooking 


COPPER BOTTOMS 
Copper, best known heat con- 
ductor, distributes heat evenly, 
gives best results in low-water 


¢ Handles of air-cooled bakelite, for firm grip, easy pouring 


¢ Balanced weight—heavy enough for long life, — enough 
to handle with ease 

cooking. Note Thermic - Ray by ° 

heavy copper bottoms (atomi- Eris No other cookware can compare for beauty, for efficiency, for healthful cook- 

cally bonded) extend to point 

just under the low-water line to 

prevent foods from scorching. 


ing. Stainless steel—always mirror-shiny—achieves new beauty in Thermic-Ray 
design. Copper bottoms distribute heat evenly—stainless steel retains heat— 
giving the ultimate in efficient heat control. Thermic-Ray is the only copper bot- 


at a. tom stainless steel cookware with the health-cooking feature—Vapor Seal. 


Exclusive National Sales Representatives 


THE ¢€. 8. KEATING ASSOCIATES 


* General Offices and Display Room: 222 NORTH BANK DRIVE, CHICAGO 54, ILLINOIS 


DIVISIONAL SALES OFFICES * West Central: BERT J. CLARK COMPANY, 506 MERCHANDISE MART, KANSAS CITY 8, MISSOURI * South Western: 
J. C. BERNARD COMPANY, SANTA FE BUILDING, DALLAS 2, TEXAS * Western: E. L. ECKENRODE, 405 SOUTH HILL ST., LOS ANGELES 13, CALIFORNIA 
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Dinnerware and pottery are on step-up tables covered with black cloths. They catch the eye. 





Open Displays Stimulate Sales 
Of Glassware, Pottery and Gifts 


The Krueger Hardware Co. features 
these lines where they are sure to 
be seen by the feminine customers 





This display of lamps and other gift items is a popular spot with women. 
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a the fact that 
women like to browse about inspect- 
ing glassware, pottery, gifts and other 
stock in a hardware store, and ar- 
ranging the store displays to conform 
with this principle, has helped the 
Krueger Hardware Co., Janesville, 
Wis., to build an excellent business in 
these lines. 

Set-up tables are used for a show- 
ing of dinnerware and pottery items. 
Dishes are displayed upon a shiny 
black cloth which gives excellent con- 
trast and attracts the immediate at- 
tention of the women. The sides of 
the display tables are closed and are 
painted in a light cream with a dark 
trim which further dresses up the de- 
partment and helps to center atten- 
tion on the items displayed. 

Pottery, ovenware and other items 
the housewife needs are displayed in 
mass directly behind the dinnerware, 
but fronting on another aisle. These 

(Continued on page 90) 
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Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 
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THE BASIC TOOLS 
OF INDUSTRY 


Man made, man used—and designed 
for modern production where effi- 
cient, fatigue-less man hours are all 
important. 


Yes, whether for industry—or home 
consumer — here are tools that are 
unsurpassed for quality and time 
tested utility. 


w Design * Materials 
% Dependability * Craftsmanship 
% Durability , 


eee 
‘VAUGHAN SBUSHNELL 


| laid in. 
| were sold on a like basis, it would be 





A Navy Man Worries 
About the Future 


EDITOR’S NOTE: A young hardware merchant, in his early thirties 

wrote this letter. He is Navy C.P.O. and served in the Pacific area 

combat zones for 18 months. He is now recuperating in a Naval 

hospital and finds himself very much perplexed about the future of 

his business. His letter gives every hardware man something to think 
about most seriously. 


| AM not a letter writer, 
but after reading the May 9th issue 
of Harpware Ace, | am forced by 
admiration to write you this note, 
complimenting your staff on this is- 
sue, and also on the progressively im- 
proved general appearance of Harp- 
ware Ace during the past several 
years. The timely and informative 
articles, plus your courageous edi- 
torial content, are all superbly writ- 
ten and need no added explanation. 

This particular issue contained a 
very great amount of valuable in- 
formation, which will prove bene- 
ficial to me when I resume my status 
as a hardware merchant upon my re- 
lease from this hospital and conse- 
quent discharge from the service, 
sometime early this month. 

I want to congratulate you on 
your stand against OPA and its as- 
sociated dictatorship policies. OPA 
should be abolished altogether. Per- 
haps we would have further inflation 
for a period of six months to a year 
but eventually, and more quickly 
than the administration now realizes, 
competition and production would 
soon return us all to 4 “within reason 
limit on prices and force us all to 
once more live within our means.” 

I imagine it would be conservative 
to say we have at least 10 times the 
competition and production that we 
had after World War I. 

My wife (who is now running our 


store) tells me that common wire 


| nails have an OPA retail ceiling price 
| in our town of 8 cents per Ib. and 


that they cost us 714 cents per Ib. 
If everything in the store 


more sensible to lock the front door, 
or sell out. It’s now costing us ap- 
proximately 33 1/3 per cent to do 
business and this percentage on a 
$75,000 sales volume too! Retail 
selling expense percentages are much 
higher today than prior to the war, 


yet our margin from manufacturers 


and wholesalers remains the same 
and less. Mostly less thanks to OPA! 

Present adverse factors, such as 
these, are mighty discouraging to 
any business man looking toward the 
future. Plans for expansion and re- 
modeling are being shelved in the 
back of my head. I am now wonder- 
ing whether or not all these child- 
hood hopes of becoming an outstand- 
ing merchant and citizen, providing 
for the comfort and welfare of the 
community, are worth the exacting 
effort and knowledge required, with- 
out the presence of the profit motive 
to “spark plug” the incentive. These 
same factors are present in all lines 
of business and it gives me the 
“blues” to even talk about it. I note 
also that the government’s budget for 
this next fiscal year is approximately 
six times its pre-war billions. I can 
remember when $1,000,000,000 was 
a lot of money. How about you? 

My wife and I have built a success- 
ful business in New Mexico and I 
would hate to give it up. But, due to 
present conditions, and the fact that 
neither are well, it may be better for 
us both t sell out and go to work for 
someone else. 

Have written too much for one let- 
ter already, but wanted to express to 
you how much I enjoyed this issue of 
Harpware AcE and look forward to 
the receipt of each new copy with 
interest and enthusiasm. 
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Service Department 


(Continued from page 61) 


ances and their features to the many 
prospects who come to the store. 
Many people have forgotten about 
the convenient features of the new 
appliances and really need to be sold 
all over again. However, as soon as 
they are shown the merits of the new 
appliances many of them will renew 
their interest and want the appliances 
as soon as possible. 

This dealer believes that because of 
the many appliances leads, which he 
built up during the war period with 
the aid of his service department, the 
necessity of doing much outside sell- 
ing will be small for the first year or 
so. However, when this factor be- 
comes important, he will hire sales- 
men and make many of the outside 
calls himself. 


Varying Display 
Levels Draw Customers 


(Continued from page 71) 


low level displays in all sections of 
the store in order to give.the eye 
of the prospect and customer plenty 
of space to travel. 

“We believe,” says Mr. Young, 
“that if the customer is going to 
touch an article he intends to buy, 
that he would much rather reach 
down than up for it. And once the 
customer inspects the article by hold- 
ing it in his hand, he is more likely 
to buy it.” 

The store owners find that colored 
pottery and poreelain ware sell very 
well to the trade and are in consider- 
able demand for gifts for various 
seasons of the year. Distinctive glass- 
ware also moves well and is displayed 
attractively. Figurines and flower 
and fruit places, priced at from 59 
cents and up are selling well as 
women seem to become more in- 
terested in beautifying their kitchens 
and other rooms. 

Pottery, ovenware and other dishes 
are carried at other locations as well, 
one being a center counter in addi- 
tion to a wall location. In this way, 
the lines attract the attention of 
women shoppers at different spots 
as they come and go in the store. 
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Recently a TRIPLEX buyer told us, “I prefer 
TRIPLEX for toughness because I believe 
the most important thing in threaded 
fasteners is stronger holding power.” He 
learned from experience that TRIPLEX Cap 
and Set Screws, Nuts and Bolts are made 
of the finest steel available for the purpose. 
Cap Screws are made in all four heads and in all standard 
lengths up to 8 inches. Write us today and you'll soon be going 
the TRIPLEX way. Don’t forget to ask for our free wall chart. 


THE TRIPLEX SCREW COMPANY ¢ 5317 Grant Ave., Cleveland 5, Ohio 


BOLTS NUTS AND RIVETS 








plastic pulls 


Stove Production Outlook Improves 
As Labor Situation Clarifies 


Remaining hurdle to high level stove production is continuing 

shortage of steel and components. Industry's contribution to 

Veterans’ Housing Program discussed at I1.C.H.A.M. mid-year 
convention 








HE “town hall” type of meeting 

arranged by the Institute of Cook- 
| ing and Heating Appliance Manufac- 
| turers, Shoreham Hotel, Washington, 
| D. C., for its fourteenth mid-year con- 
vention at Cincinnati, Ohio, was en- 
| thusiastically received by the more than 
300 persons in attendance. Many 
favorable comments were made on the 
small group meetings, at which special- 
ized problems could be discussed in- 
formally. 
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In opening the convention, Henry H. 
Morse, president of the Institute, and 
vice-president of Florence Stove Co., 
Gardner, Mass., reminded the manufac- 

| turers that at the close of 1945, the 
board of directors had instructed the 
Institute staff to undertake four major 
jobs for the current year, namely (1) 
| Work with OPA in obtaining proper 


price levels on stove products, (2) in- 
| vestigations of material supplies; (3) 
| a study of labor relations in the indus- 


you! 






HERE ARE 4 SMART STYLES IN 


try; (4) development of a plan of co- 
| operation with the veterans’ housing 


PLASTIC HARDWARE agencies. 


a Carvanite Product | mates abe 
| Three representatives of the OPA 
| headed by T. P. Kelly, price executive, 
| Consumer Goods Price Division, and 
| the chairman of the Industry Advisory 
| Committee, Albert M. Kahn, vice-presi- 
| dent of The Estate Stove Co., New 
| York City, served as members of a 
| panel to discuss the proposed increase 
| in stove prices and answered many 


| questions from the audience. 


Brilliantly colored, with 
a full line of sales proven 
designs, these Modern 
Plastic pulls will sell 
themselves if properly 
displayed. We can fur- 
nish display boards in 
various sizes. Send for 
our price lists and full 
color illustrations of the 
complete line. 


Current Material Supplies 


Leading the discussion of existing 
| material shortages, C. Ray Davisson, 
| deputy director of CPA’s Building Ma- 
| terials Division, said: “The stove indus- 
| try might as well take a realistic view 
| of the present situation. The picture is 


| not too good for the next two or three 
| months. At least until September, 
| stove manufacturers are going to get 


Obtainable through leading Hard- 
ware Jobbers from coast to coast. 


| much less of the types and sizes of 
PLASTIC CO. | steel they require than is now avail- 

| able.” Pig iron supplies are as 
limited as steel supplies and in some 
sections of the country pig iron is even 
more critical than steel. In reporting 
on shortages of copper, Mr. Davisson 


4641 Pacific Boulevard 
les Angeles 11, Califernia 
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stated that with the exception of cast 
brass items, production in the copper 
industry is only about 20 per cent of 
normal. 

J. P. Fath, purchasing agent of The 
Estate Stove Co., expressed the opinion 
that because of steel shortages, the 
summer of 1946 will prove to be one 
of the most difficult periods which the 
industry has faced in the past five 
years. He stated that the outlook for 
the production of components, partic- 
ularly thermostats, will improve by 
July, although continued shortages are 
virtually inevitable in the field of elec- 
trical accessories, crates, crating lum- 
ber, and some copper products. 


Veterans’ Housing 


To discuss all phases of the housing 
program, the Institute provided a panel 
composed of C. Ray Davisson, of CPA., 
two members of the housing committee, 
S. K. Harrington, of A-B Stoves, Battle 
Creek, Mich., and Marc W. Pender, of 
American Stove Co., Cleveland, Ohio, 
and Carl M. Schaffer, the assistant to 
the managing director of I.C.H.A.M. 
It was pointed out that the veterans’ 
housing program is actually divided 
into two distinct parts,—first, the long- 
range Wyatt program to provide 2,700,- 
000 permanent dwellings; the other an 
emergency program covering 200,000 
units which must be completed by 
September 30, 1946. It is this second 
program on which major emphasis is 
being laid at present. The stove re- 
quirements for this “relocation hous- 
ing” were estimated as follows: 


Gas cookers. 21 in. wide maximum.... 87,000 
Kerosene ranges, 34 in. wide maximum 79,290 
GS SUD bec nascenvesssediicinstans 6,505 
Gas space heaters, 30,000 to 60,000 

MUD, vtdeeapdvesscawkineeneudhceaveas 75,477 
Oil space heaters, 18,000 to 40,000 

B.t.u 


Coal space heaters, 25,000 to 50,000 

MMR, weirda 2esccmtcnainedssckpeu aor 23,775 

The Wyatt program covers the con- 
struction, in 1946, of 700,000 conven- 
tional type homes, 250,000 prefabri 
cated homes and 50,000 trailers. It is 
unlikely that this goal can be met dur- 
ing the current year, but 1947 estimates 
of 900,000 conventional homes and 
600,000 prefabricated dwellings prob- 
ably will be fulfilled. 


The panel reported that it was im- 
possible to estimate accurately the total 
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number of cooking and heating stoves 
which will be necessary for these 
houses, but the following figures were 
furnished by CPA as a rough index of 
probable purchases by fuel types: 


Per Cent 
Gas cooking appliances ..........-++. 70 
OOEEER WOE 65 iid.6 ois ccccccsicnces 15 
Coal and wood ranges ............++:- 10 
Oil-burning ranges and cook stoves... 5 
Gas BOG BUNGEE k6ccc csscccceccecds 40 
Ce RR - GRGOD ob ded cc deca cccsusee 40 
Coal and wood heating stoves ........ 20 


As an indication of the type of equip- 
ment which may go into these homes, 
a recent survey among returning veter- 
ans reveals that they can afford to pay 
as rental the following amounts: 


Per Cent 
Less than $30.00 a month ............ 34 
SHD.GS Gh GEASS cicccccsccccccccccccce 55 
GeO Ge vb ccddddsasecescccscctess 11 


On homes which they purchase, vet- 
erans believe they will be able to make 
the following monthly payments: 


Per Cent 
i Ce 1 a ei eaahebeosewecee 32 
Ee ED kes cdaeccséusancae es 54 
OGD GE cans ccbbacecnésewcsecesse 14 


Mr. Davisson stated that it is the 
policy of both the CPA and the Federal 
Public Housing Authority to purchase 
cooking and heating appliances through 
normal channels of distribution and 
urged manufacturers to cooperate to 
the fullest possible extent with the em- 
ergency housing program, which must 
virtually be completed by September 
30, when the winter sessions of the 
universities and colleges open and vet- 
erans’ families will need housing facili- 
ties. 

Marc Pender of the American Stove 
Company summarized the discussions 
of the Veterans’ Housing Program as 
follows: 


1. That members of the industry 
have indicated their complete willing- 
ness to cooperate by providing cooking 
and heating equipment for the veterans’ 
housing program on the assumption 
that assistance will be given by CPA 
to obtain the materials necessary for 
production. 


2. That CPA will supervise and be 
responsible for all materials flowing 
into this program, and 


3. That participating companies in 
turn will work with CPA in an effort 
to distribute these appliances as equit- 
ably as possible and to ascertain that 
they reach the veterans for whom they 
are intended. 


Mr. Pender expressed the belief that 
this can best be accomplished by means 
of distribution through regular jobbers 
and dealers upon presentation of a con- 
tractor’s certified order indicating that 
the stove is to be used in the F.P.H.A. 


emergency housing program. 







































“SHOPPER 
STOPPER” 















BOTH 


for the retail price of a 
single can opener 


WITH CAN OPENER 


ptttached 


Here's the right way to display 
SWING-A-WAY ... to get added 
sales and added profits. Dramatic- 


Order One or More Today! 


, HANDSOME 2-COLOR 
DISPLAY! 


SURE FIRE SALES CINCHER! 


SUPER SALESMAN 
DEMONSTRATOR! 


DESIGNED TO ATTRACT! 
PROVED PROFIT MAKER! 


ally demonstrates the convenience 
and exclusive features of fast-selling 
SWING-A-WAY. Think of it! This 
Deluxe Display piece will increase 
your sales at no extra cost. Just sell 


the Swing-A-Way attached to liqui- 
ORDER DISPLAY STANDS DIRECT 


date your cost. It’s a deal that you 
OR FROM YOUR JOBBER! 


can't lose on... because we'll do our 


bemw mmm meesseeesesesseeeseseeeoenssseaseccecacnae 


level best to back up these display 
stands with extra SWING-A-WAY S. 





FRANK McCABE SAYS: 
Here's your smart promotional tie-in between 
SWING-A-WAY national advertising and your 
customers who read it in 14 leading national 
magazines. There's impact in this point-of-sale 
SWING-A-WAY Shopper Stopper display stand. 


SWING A-Way 


STEEL PRODUCTS 












1439 Merchandise Mart Chicago 54, Illinois 


Ontario, Canada 


P. O. Box 330 Port Credit 


Canadian Address 


R. F. WILLIS, chairman of 
the board of R. F. Willis & 
Bro., Inc., Penns Grove, N. J., 
wholesale hardware distribu- 
tors, is 68 years of age and 
has just rounded out 50 years 
in the hardware business. Mr. 
Willis entered the hardware 
field in 1896 with the Capelle 
Hardware Co., Wilmington. 
Del. His first position paid 
him $4 a week and it took him 
60 hours a week to earn it. In 
1901, at the age of 23, he pur- 
chased the coal and hardware 
business of the E. D. Brick Co. 
at Penns Grove, which was the 
beginning of the present firm 
of R. F. Willis & Bro., Inc 
in 1905 he added the business of John Summerill & Bros. 
Lumber Co., and in 1917 transferred the Capelle business 
to Penns Grove. When he started he had two employees. 
He now has 60. Mr. Willis has always been identified 
with all phases of community life. He was the first -presi- 
dent of the Penns Grove Rotary Club and was president 
of the local chamber of commerce in 1926. He is also a 
past president of the local school board and council. He 
helped organize the Peoples Bank and served as a direc- 





R. F. WILLIS 
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tor of that bank and of the Penns Grove National Bank 
& Trust Co. at the same time. Until he suffered an injury 
to his arm two years ago, he was an excellent golfer and 
an ardent trap shooter. Letter writing and reading the 
works of Elbert Hubbard are his present day hobbies. 


CHARLES FURLOW, 
chief inspector of the Slay- 
maker Lock Co., Lancaster, 
Pa., an employee of that firm 
since September 1890, re- 
cently retired from active ser- 
vice. He started his working 
career with Slaymaker at the 
age of 14. At that time, the 
company was known as Slay- 
maker, Barry & Co., and work- 
ing hours were from 7 a.m, to 
6 p.m., six days a week. He 
remained with the company 
until S. R. Slaymaker, founder 
and father of the present presi- 
dent and general manager, 
transferred the lock busincss CHARLES FURLOW 
to Connellsville, Pa. Lack of 
parental consent was all that kept him from going along. 
In 1900, however, the Connellsville plant burned to the 
ground, and Mr. Slaymaker returned to Lancaster, start- 
ing his new plant at its present location. Mr. Furlow 
rejoined the company immediately. In looking back over 
the 56 years, some of the things that stand out in Mr. 
Furlow’s mind are: the present superior methods for 
making padlocks as compared with the way padlocks 
were turned out when he first joined the company and 
the appearance of female employees in the factory. Mr. 
Furlow was given a rousing send off by his fellow em- 
ployees at a banquet held in his honor at Slaymaker 
Lodge, a remodeled farm house which is operated by the 
Slaymaker Foremen’s Association. In addition to receiv- 
ing several gifts from various departments of the com- 
pany, he was presented with his first pension check by 
S. C. Slaymaker. 





GEORGE H. KLINE, 
head of the hardware depart- 
ment of the Berwick Store 
Co., Berwick, Pa., recently 
completed 50 consecutive years 
of service with the company. 
In honor of his completion of 
a half century of service, Mr. 
Kline was the guest of honor 
at a testimonial dinner on 
June 5 at which time he was 
presented with a suitably en- 
graved gold watch. Mr. Kline 
is a member of the Blue Lodge 
Chapter of the Consistory and 
a 32nd degree Mason. He is 
also active in the Knights of 
Malta and the Odd Fellows. GEORGE H. KLINE 
His other hobby is pinochle. 
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FARM FENCE 
CONTROLLERS 


it doesn't take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 
ever before. 


Electro-Line Controllers are honestly 
and capably built — THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 
models — each model has its definite 


Write for illustrated folder on Electro-Line ° 
fencing and its relation to Soil Conservation. place and use. Moderately priced, 


No. 4302 modernly styled — Electro-Line has 


6-Volt D.C. customer appeal. 
Battery Model od 
With 


Battery Compartment Y See your Jobber. 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway * Milwaukee 2, Wisconsin 
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Head and Rubber Squeegee 
RETAIL PRICE 79c 


Cleans Windows with Less Work. A 
natural sales leader that catches hold 
immediately . . . the Minute WINDOW 
BRUSH does two operations better. . . 
by itself. First, the long-lasting DuPont 
Sponge Head, quickly loosens and dis- 
solves dirt and grimy film, and rinses 
clean. Then, when brush is turned 
around the combination SQUEEGEE 
wipes the glass surface sparkling bright. 
No muss—chamois and cloths elimi- 
nated. Prevents hands raw from rub- 
bing. Ideal for any size—picture win- 
dow .to casement pane. Many other 
cleaning uses. VOLUME SELLER. 
Instant buy appeal. Brings steady good 
profits, Now is the time to introduce 
the Minute WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 
















MINUTE MOP (CO. 


13 €. 23re.S?t. 
CHICAGO 16 ILL. 
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Combination Cellulose Sponge 


Traffic Problems and Parking 


N providing off-street parking facil- 
ities in our larger cities, private 


operated or subsidized facilities, can 
and will do the job more quickly, more 
economically and more efficiently. 

Most large cities are shockingly de- 
ficient in off-street parking facilities in 
the down town’ areas, and there are 
those who demand that the municipal- 
ity build parking garages and vehe- 
mently point out that private industry 
has failed to do the job. It is true that 
private industry has not built the neces- 
sary facilities, but there are two main 
reasons: 

First, to serve the public properly, 
off-street facilities must be placed at 
strategic locations throughout the area. 
In selecting sites, consideration must 
be given to the local area demand as 
developed by the generators of parking. 
Consideration must be given to future 
city planning of public and private 
buildings, to roads and streets and 
parks. Consideration must also be given 
to traffic flow—origin and destination 
of traffic, and masss_ transportation 
routes. 

Private individuals cannot develop 
this information. It can only be secured 
by official action through traffic surveys, 
door counts, cordon counts, question- 
naires to motorists, etc. Before private 
industry can act, the municipality must 
do these things and place this informa- 
tion at the disposal of the public. 

The second reason why private in- 
dustry has not come forward is, because 
in many of our larger cities, there has 
been a vociferous demand for munic- 
ipally-owned. operated or subsidized 
parking facilities. Private industry will 
not risk its capital in an expensive 
structure that could be made absolutely 
obsolete over night by municipal com- 
petition. 

So, the surest and quickest way to 
get parking facilities is for the munic- 


*An address before the 34th annua) 
meeting of the Chamber of Commerce of 
The United States. 





capital rather than municipally owned, 


Mr. Howat suggests an approach to solving traffic con- 
gestion based on parking, adaptable to all commu- 
nities, garages and fringe parking lots with shuttle 
bus service and express buses on express streets. 


By P. Y. K. HOWAT* 


Chairman, 
D. C. Parking Agency 
President, Howat Concrete Co., 
Washington, D. C. I: 


ipality first to announce in positive 
terms that private industry will not 
have municipal competition, and second, 
that the municipality will make the 
necessary surveys to determine the de- 
mand and the proper location for park- 
ing facilities. 

This can best be accomplished by 
setting up a Parking Agency similar to 
that recently established by Act of Con- 
gress in the District of Columbia. 

One of the first official actions was to 
go on record as believing that private 
industry could and would do the job 
more quickly than it would be done by 
either the federal or district govern- 
ment. Through the press, radio, and in 
public meetings, private investors were 
told that the Agency would make the 
surveys to determine the demand and 
the approximate locations of desirable 
sites, and would help in every way pos- 
sible to get owners of potential sites 
together with investors and established 
operators. 

Tt is not practical in down town con- 
gested areas to furnish parking space 
for all of the all-day parkers. It is not 
practical for a number of reasons. 
Naturally, land values are high in such 
congested areas, and many land own- 
ers prefer to build more profitable 
structures than parking garages. Gar- 
ages would have to be many stories 
high and accomodate many cars. Also, 
large capacity parking facilities for all- 
day parkers in the congested down- 
town areas creates street congestion at 
such places at the morning and evening 
rush hours. 

There are two more satisfactory solu- 
tions for the all-day parker: the express 
bus and the fringe parking lot. 

To be effective, express busses must 
be operated on express streets—streets 
where the lights are adjusted to max- 
imum continuous movement and traf- 
fic, not necessarily at high speeds; 
streets where turns are limited, where 
parking is prohibited and a minimum 
of stopping except for traffic lights is 
permitted. 

There are many methods by which 
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the express busses could be loaded. 
Surveys will determine where sufficient 
passengers wil] assemble to load the 
busses with a minimum number of stops 
and once loaded should proceed to their 
predetermined destination without other 
stops except for traffic lights. Each pro- 
posed route must be studied to deter- 
mine its individual characteristics, and 
the schedule worked out accordingly. 

A supplement to the express bus is 
the fringe parking lot. These parking 
lots located on the fringe of the high- 
priced land areas may be operated by 
private operators or by the mass trans- 
portation companies. By being located 
close to the down-town business dis- 
trict, in the area of cheap land, they 
serve the useful purpose of permitting 
many office workers and shoppers who 
are not accessible to express bus routes, 
to park conveniently and economically. 
They then proceed to their destination 
by shuttle bus. 

It is doubtful if the demand for 
parking space in the modern city can 
ever be practically met in the congested 
areas. By practically I mean sufficient 
space at low prices. Even before park- 
ing facilities are complete, the demand 
will have changed because sufficient 
parking space and cheap parking rates 
create new demand and uncontrollable 
traffic congestion in the area results. 

However,, the parking agency has 
made exhaustive surveys, and from the 
information secured has created a 
series of over-lay maps. The base map 
for these overlays is simply an outline 
of the streets and alleys in the down- 
town business district. Then on Cello- 
phane paper, all of the existing park- 
ing facilities have been plotted, showing 
the location and capacity of parking 
garages, parking lots and legal curb 
parking spaces. Another overlay shows 
the generators of parking—the depart- 
ment stores, office buildings, govern- 
ment buildings. Another overlay shows 
the traffic flow, both of mass transpor- 
tation, pedestrian and automobile traf.- 
fic. And yet another overlay shows the 
parking demand as developed from 
questionnaires, cordon counts and such 
other surveys. 

The answer to the parking problem 
in most other cities, as in Washington, 
is a combination of three things: suf- 
ficient parking garages, charging fair 
rates for short time parkers; fringe 
parking lots with good shuttle bus or 
regular mass transportation service 
from these lots, and express busses run 
over or under express streets. 


SURPLUS CAPITAL and producers’ 
goods with an original cost of more 
than $1 billion were sold through Feb- 
ruary 28, 1946, and the return to the 


Government was 44 cents on the dollar. 
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@ Patented “Even-Heat” coil insures over-all, all-at-once broil- 

‘ing. @ New, specially designed all Aluminum Drip Rack. @ 
Well-Tree Sizzle Platter. @} Broils without smoke, muss or fuss. 
@ E-Z lock device for removing coil unit for thorough cleaning. 
@ Non-heat-conducting bakelite handle and legs. @ Safety 
hinge permits easy removal of top — locks into position when 
top is raised. @) Two-heat control. 











Yes, feature for feature, your cus- 
tomer is sold by the unparalleled 
value of the HOLLIWOOD... 
Merchandise the best buy in 
broilers for volume sales and un- 
questioned customer satisfaction 





best" 
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FINDERS MFG. CO. 


Fully Protected by U.S. Pat.: No. 2,263,946 dated Nov. 25, 1941; No. 123,531 dated Nov. 12 1940 
(Other Patents Pending) 
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The Dean’s Page 


By SAUNDERS NORVELL 


T 
HE Dean’s mail has been 


unusually heavy and varied of late. 
Probably our readers would like to dip 
into it as giving a picture of passing 
events in the trade. 

Two brothers—ex G. I.’s—have gone 
into the hardware business near Cleve- 
land. They say that they read adver- 
tisements of manufacturers and when 
they call for goods are advised the 
manufacturer is taking care of his old 
customers first. “What are we to do?”, 
they ask. I suggested they try their 
nearest wholesaler. 

A wholesaler writes that he has tried 
sending a check to manufacturers 
order reading about like this—“‘You 
have a list of our wants—here’s a check 
for $10,000—-send us all you can up 
to this amount.” They say that in 
many cases the plan works. 

A wholesaler’s salesman comments, 
“IT am raising a fine garden as my 
house only allows. me to travel two 
weeks in the month. They pay my full 
drawing account but I will earn no 
bonus.” 

A hardware dealer says, “There’s 
a silver lining to every cloud. The 
shortage of hardware has forced us to 
add many outside lines. We have found 
these new lines salable and profitable 
and will continue to stock them.” 

One large jobber is having C. IL. O. 


pains. I have a newspaper clipping 


about his plant being shut down and 
picketed. Strikers, mainly in the stock 
departments, are demanding a mini- 
mum of 65 cents an hour. It’s bad 
enough to have goods shortages, lay 
off salesmen, pay salaries and now 
have a complete shut-down. Other de- 
mands are paid vacations, security 
payments, all the usual union demand 
formula. 

An executive these days would like 
to cash in and find a nice island but all 
the lovely islands have been taken as 
fortified airplane bases—‘ivory tow- 
ers” are scarce and hard to find. 


Survived Tidal Wave 

P. C. Beamer of Hilo, Hawaii, writes 
a long letter about the tidal wave that 
hit his store one fine morning at 7:20 
a.m. When the sea receded, what a 
mess was left. His entire stock was 
washed back and buried in mud at 
the rear of his store. He had suffered 
before from fires and an earthquake 
and now along comes a tidal wave. But 
customers crowded his place to get 
tools to repair damages. They took 
anything. He got in touch with his 
American suppliers and they gave his 
orders preference. Lighter goods were 
shipped by airplane. 

Mr. Beamer remarks that grass in 
Hawaii grows 365 days in the year and 
not a lawn mower could be had. Labor 
was requisitioned and ‘he had to get 
along with Japs and whatever he could 
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P. C. Beamer tells his story after the tidal wave hit Hilo, Hawaii. 
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SAUNDERS NORVELL 


get. At 75 years of age he did some 
work—and 73 cents out of every dollar 
of profit went to the government in 
taxes. With Mr. Beamer’s long letter 
giving a list of dead and wounded 
losses he sent a number of snapshot 
pictures. It was a great letter from a 
grand old hardware man and if you 
think you have troubles just think of a 
tidal wave in the early morning. 


A letter from California tells of 
many business changes, sell outs— 
mergers, just quiet folding up, liquida- 
tions and a comment on the rush into 
the sporting goods business. In one 
city of 50,000 population there are 12 
sporting goods stores and many of 
them are new dealers. 


One sporting goods dealer who called 
on me said that with all their troubles 
their sales to date in 1946 were 50 per 
cent ahead of 1941. There were higher 
prices and a quick turnover. 

Then came a letter from H. F. Sul- 
livan, 210 Farmington Ave., Hartford, 
Conn. He opens a brand new (to me) 
source of sales help. 

When a salesman calls on “Allen” 
and is asked to wait he is given a little 
booklet by the receptionist. It contains 
a list of officers of the company and 
heads of departments. The booklet is 
a friendly greeting to the caller. There 
are helpful notes and a road map from 


(Continued on page 88) 
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FIRST in Popularity 
FIRST in Performance 
FIRST in Attractiveness 
FIRST in Efficiency 


The Peerless GAS-FIRED CIRCULATOR represents 
the ultimate in design achievement. All the wealth of 
PEERLESS experience and skill has been poured into 
this—the finest and fastest selling CIRCULATOR on 
today’s market. 

This great popularity has resulted in a demand greater 
than even our current accelerated production schedule, 
therefore, we are doing everything humanly possible 
to synchronize our production to this popular demand. 
See your distributor—and 


Remember—Peerless: first on the heat parade 


SINCE 1684 





MANUFACTURING CORPORATION 


INCORPORATED 
LOUISVILLE 10, KENTUCKY 
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Super-krome 
ALUMINUM PAINT 
.-- A SHEFFIELD PRODUCT! 


The ONE Aluminum Paint 
that does the COMPLETE Job! 


Check These 
Sensational Features 


V One Coat Covers Everything 





V For Exterior or Interior 
V For Wood, Brick or Metal 
V 


Perfect for Priming and 
Undercoating 


Flows on Satin Smooth 
Will Not Lose Its Brilliancy 
Ready Mixed — Ready to Use 


Made of the finest Aluminum 
Lining Paste and Oil Vehicle 


Semel 


Write TODAY for The Catalog of 
the 40 Sheffield Fast Sellers — 


ShefttieldZ 


PAINT CORPORATION Uc) 


CLEVELAND 6, OHIO 





f 








| ONE OF THE WORLD'S LARGEST 
| MANUFACTURERS OF ALUMINUM PAINTS 
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ROOFING 
MATERIALS 
WINDOW 


MERCHANDISE: Smooth 
surface roll roofing in various 
weights, slate surface roll 
roofing, slate covered shin- 
gles, roof coating in several 
sized cans, asbestos coating, 
plastic cement in various 
sized cans, roof brushes. 


BACKGROUND: Center 
panels of grey corrugated ma- 
terial or painted wallboard. 
Side panels of light grey ma- 
terial. Cut-out letters of ma- 
roon material. 


Show Roofing Materials, Fly Spray and 
Electric Fence in Early September 


HARDWARE AGE Original Window Display IDEAS 
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FLECTRIC FENCE FLY SPRAY 
BED SAFE ~ DEPENDABLE WITH 
POSITIVE CONTROL 
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ELECTRIC FENCE 
WINDOW 


MERCHANDISE: Barbed 
wire, electric fence controllers, 
battery fence controllers, hot 
shot batteries, dry cells, fence 
knobs, corner knobs, electric 
fence gates, electric fence 
posts. 


FLY SPRAY 


WINDOW 
MERCHANDISE: Fly spray 
of various types and in vari- 
ous sized containers, hand 
sprayers, power sprayers. 


BACKGROUND: Center 
panels of light grey corru- 
gated board or painted wall- 
board. Side strips of maroon 
material. Cut-out letters of 
maroon material. 


HARDWARE AGE 








Mother 
teed W 


film ove 


Kay-Tit 
to apply 
the inne 
By reac 
easily b 
lems. T 
Tite is ¢ 
Waterp 


trade p 


AUG 





ot 
r) 
ic 











Mother Nature provides the perfect principle that explains Kay-Tite Guaran- 
teed Waterproofing. The oil secreted by a duck’s glands forms a protective 


film over the feathers and skin that effectively locks out water! 


Kay-Tite Guaranteed Waterproofing works on the same idea! As easy as pie 
to apply to all masonry surfaces, Kay-Tite locks water out by thoroughly sealing 
the inner and outer pores of masonry, providing a protective, watertight coating. 
By reading a simple instruction manual (9 minutes reading time) you can 
easily become a qualified expert on industrial and home waterproofing prob- 
lems. Then, set up a Kay-Tite Waterproofing Department in your store. Kay- 
Tite is easy to display, easier to sell. You can depend on Kay-Tite Guaranteed 
Waterproofing for substantial volume and sound net profit, for it is fair- 


trade priced. KAY-TITE COMPANY, WEST ORANGE, N. J. 
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investment you ever made. 
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hike Water off a Duck's Gack 


Cut out and fill in the coupon below for the profitable Kay-Tite Waterproofing 


20.88 Deal. Set up a Waterproofing Department. It will be the best 50 second 







KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 
& cans White—6 cans Grey. My cost ha 
$20.88. Total Selling Price $34.80— 
Shipping Cost Prepaid. 

NAME __ 


ADDRESS — 
on STATE — 
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The Hammer Story 


(Continued from page 58) 


when I actually have a real hammer 
in my hand in a retail store. 

And that brings me to one of the 
most remarkable principles of mer- 
chandising and selling: nine people 
out of 10 do not see what they look 
at. They cannot even see a hammer 
by looking at it. They only see what 
they are educated to see. Are you 
educating your customers to see the 
full value in your merchandise? 

Do you think a person could come 
into a salesroom and look at an auto- 
mobile and immediately see the style 
lines, the speed lines, the luxurious 
comfort, the staunch and reliable 
bumpers, the artistic instrument pan- 
el, the performance of the motor? 
Do you think customers can see any- 
thing by looking at it? Don’t let’s 
deceive ourselves. 

Take the dark glasses off the cus- 
tomer’s eyes. Make the picture clear 
in the customer‘’s mind by talking 
about specific, definite points of 
value. 

Did you ever wonder why your 


competitor, with an inferior prod- 
uct, sometimes takes business away 
from you? 

You may have better merchandise 
for the money than a competitor, 
but you lose out because your com- 
petitor makes the customer see more 
value in his merchandise. 

This is proved by my study of 
hammers. Do you think that this mail 
order house has more value in their 
hammers for the money than all the 
hammers I saw in a hundred differ- 
ent stores? Do you think they have? 
Not on your life. I know. I am an 
expert on hammers. 

They have excellent value for the 
money, but there were hammers I 
saw in retail stores that had drop- 
forged steel, instead of crucible cast 
steel. I have seen better hammers for 
the money. Did they sell as well as 
the mail order hammer? No. Why? 
They didn’t look as good in the cus- 
tomer’s mind. 

| have seen many a merchant put 
out of business, not because he did 


Here is a major develop- 
ment—better coating than 
tin—no restrictions. This 
new smooth satin alloy fin- 
ish resistant to corrosion 
and rust... acts as a lu- 
bricant . . . reducing tool 
wear ... withstands 700° 
Fahrenheit . . . gives you 
the highest tensile without 
disrupting the physicals. 
Sizes .003" to .080". 


New Johnson catalog con- 
taining a wealth of wire in- 
formation yours for the 
asking. 


OHNSON STEEL & WIRE CO.INC 


WORCESTER 1. MASSACHUSETTS 
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AG 





not have better goods, but because he 
did not know merchandise value him- 
self; and he could not make a cus- 
tomer see what he didn’t see him- 
self. He was not a salesman. 

Do you ever take it for granted 
that the customer sees the full value 
in your proposition? 

When value is lower than the price, 
the customer loses interest. 

When value is equal to the price, 
the customer feels that he is getting 
a fair deal. 

But—when the salesman builds up 
value until it is higher than the price, 
then the customer feels that he is 
getting extra value—a bargain. 

Be a creator of value. 

Leave generalities for the order- 
taker. 

Make the picture clear with spe- 
cific faets. 

In short, apply the “Hammer 
Story” to your merchandise, and you 
will increase your sales. 


The Dean’s Page 


(Continued from page 84) 


surrounding towns leading to “Allens.” 

Mr. Sullivan also sends me a most 
interesting booklet by John M. Brown— 
“The Salesman of Today as the Pur- 
chasing Agent Meets Him.” Mr. 
Brown is director of purchases of 
Veeder-Root Inc., Hartford, Conn. His 
book is ‘full of suggestions of practical 
ways that the purchasing agent can 
help sales. Here is one idea for in- 
stance. If an unusually well written 
selling letter is received, why not pass 
it on to the sales department to study. 
There is much more—well told—a 
valuable contribution in a new field. 
Write for this booklet, there is no 
charge. 

“Fifty Years in Business” is the name 
of a remarkable large, stiff covered and 
profusely illustrated book. It is un- 
usually and frankly written and tells 
the story of the ups and downs of 50 
years in business of the Charles D. 
Briddell family of Crisfield, Md. This 
book must have been expensive. It is 
unusually well written and I presume 
the edition is limited on account of its 
cost. It tells graphically the unusual 
story of three sons and two daughters 
working actively in building up a suc- 
cessful business. They manufacture 
tools used in the getting of sea food, 


HARDWARE AGE 











smi 
the 
in | 
rec 


Me 
em} 
ton 
jus 
tior 
esp 
kno 
ma 
Sta 
$4, 
mo: 
cen 
ula 
of 1 
Yor 
cre. 

h 
to ; 
plo: 
not 
tion 
ply 
Uni 
mu 
hav 
deg 

\ 
Il fie 
con 
tere 
bro! 
Am 
bro! 
stiti 
Con 
port 

T 
Nev 
and 
“Th 
day 


T 
espe 
too, 
time 
crue 
cruc 
his 
But 
viro 
grei 


tum 


AU: 





P- 








ice’ tongs, cleavers, machetes and ad- 
vertising specialties. 

The story also illustrates what can be 
accomplished in manufacturing in a 
small town with local help. During 
the war the plant turned out bazookas 
in great quantities for the government, 
receiving “E” awards for excellence. 


Small Town Business 


Several months ago I reviewed “New 
Mexico’s Future,” an economic and 
employment appraisal by E. L. Moul- 
ton of Albuquerque, N. M. This book 
just brims over with valuable informa- 
tion on manufacturing and employment 
especially in small towns. Did you 
know New York City is the leading 
manufacturing city in the United 
States? In 1937 New York produced 
$4,000.000,000 in manufacturers— 
mostly in light goods. This was 16 per 
cent of the national product. The pop- 
ulation of New York is 5% per cent 
of that of the nation. Since 1937 New 
York’s manufacturing has greatly in- 
creased. 

Mr. Moulton’s book will be valuable 
to any student of the problem of em- 
ployment. As he suggests, states should 
not encourage an increase in popula- 
tion unless they are prepared to sup- 
ply the newcomers with jobs. The 
University of New Mexico thought so 
much of Mr. Moulton’s book that they 
have just awarded him an honorary 
degree of master of arts. 

Mr. Moulton is president of Charles 
Ilfield Co., one of the largest industrial 
concerns in New Mexico. It is an in- 
teresting fact that of six Moulton 
brothers four are in “Who’s Who in 
America.” Harold Moulton, oldest 
brother, is president of Brookings In- 
stitute of Washington. The IIfield 
Company has always been very im- 
portant in the hardware field. 

The Crowell-Collier Publishing Co., 
New York, have sent me an interesting 
and instructive, well illustrated book 
“The Story of Selling—Yesterday, To- 
day and Tomorrow.” 


Old Time Salesmen 


The job is well done. The pictures 
especially attractive and amusing. Then 
too, I think their criticism of the old 
time traveling salesman is just a little 
cruel. Of course, he was rough and 
crude but so were the times. Possibly 
his customers were just about as raw. 
But as the book shows, out of this en- 
vironment developed some of our 
greatest merchants of that rough and 
tumble era. 
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New Lending Methods Can Help 
Banks Fight Political Credit 


(Continued from page 65) 


Privately chartered banking has 
no effective recourse other than to 
meet the government credit agencies 
in open competition, in spite of the 
many advantages which the govern- 
mental agencies posses beyond the 
powers and responsibilities of the 
banks. 

According to the Feb., 1946, Bul- 
letin of the Federal Reserve Board, 
which I believe to be a_ reputable 
and accurate source, our govern- 
ment corporations and credit agen- 
cies were lending as of Sept. 30, 
1945, $5.4 billion. This figure repre- 
sents a gradual reduction in amount 
from a figure of $6,387 billion as of 
Dec. 31, 1944. 

The banking business of this coun- 
try belongs in banks, and not in 
government. Certainly, if our gov- 
ernment 0 cials and representatives 
and our people are giving more than 
lip service to their belief in private 


USER DEMAND plus 


enterprise, steps should be taken 
promptly to permit the banks 
take the banking business back where 
it belongs, without the arbitrary and 
difficult factors of competition which 
obtain in so many cases today. 

The banks of the country, over the 
period of the last couple of years, 
have in great number been schooled 
in newer methods of lending, such 
as term loans, consumer credit, ac- 
counts receivable financing, etc., and 
an overwhelming majority of the 
banks today are prepared to seek 
and to handle these various types of 
business. The banks have an advan- 
tage over government in that their 
dealings are on a much more per- 
sonal basic in all credit relationships 
with clients, and because of this fact, 
they can offer, in a great many cases, 
more advantageous terms than can 


government agencies. 


HANDY PACKAGING 


SELLS WILCOX CONNECTING LINKS! 


CHAIN 
CONNECTING 
LINKS 


@ Your customers know 
WILCOX Connecting 
Links are dependable. 
Stock WILCOX —be sure 
of satisfied customers — 
repeat sales—more profits. 


WILCOX Standard Pack- 
aging stimulates “by-the- 
box”’ sales—gives quick 
shelf or rack identifica- 
tion—helps keep your 
stock straight. 


Write for Catalog today! 


We Protect the Trade 


MN ENITENDEN 


SOUTH MAIN, STREET, SE LETOWN, © 







DROP FORGED STEEL 
SELF-COLORED or GALVANIZED 


STRONG AS PROOF CHAIN 


d Hordwore 


SnecTICUT 


Specify WILCOX-CRITTENDEN 
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This Boy can 
tell You that 


WALDEN 
WORCESTER 
WRENCHES 
stood ‘the racket 
over there-, 














Heavy Duty 
™%" SQUARE DRIVE 


He used a set like 


this RUGGED 












Va" SQUARE DRIVE 
A combination designed for 


many uses. beg 

Sockets and Attachments 
snap into position, locked 
' by the keyless ball device. 


Send for WALDEN f 


WRENCH 
F WRENCHES 


FOLDER 
WALDEN, INC. 


WSBURY STREET 


WORCESTER MASSACHUSETTS 
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Open Displays Stimulate Sales of 
Glassware, Pottery and Gifts 


(Continued from page 74) 


displays are not high enough to block the year. She also will tell her 


the shopper’s over-all view of the 
store. 

One wall has a fine showing of 
small boudoir lamps, mirrors, fine 
glassware, figurines and other gift 
items. This is a popular spot with 
many women shoppers. Floor lamps 
also are carried in stock although the 
models are limited in number at the 
present time. The firm’s lamp trade 
has been good, for the woman in- 
terested in gift stock also likes to buy 
a lamp now and then to brighten 
her home. 

“This section certainly brings in 
the ladies,” says Ed Krueger. “Many 
women like to come into the store 
regularly and look over the depart- 
ment to spot new items. Once a wo- 
man finds something she likes there 
she will very likely make other pur- 
chases in the department throughout 


friends where she bought the gifts 
and in this way we frequently win 
additional «ustomers.” 

Located in the downtown section 
of Janesville, a city of 23,000 popula- 
tion, the Krueger store gets a high 
volume of traffic each day. There are 
two front entrances, which help traf- 
fic flow in and out easily. The store 
is very wide and this allows women 
shoppers to inspect a great deal of 
stock without moving around too 
much. 

This store gets many of its women 
customers from the city and rural 
communities alike. There are many 
small towns near Janesville and wo- 
men from them frequently come to 
this city to shop. While their men 
are buying farm hardware and other 
articles, the women generally inspect 
the displays of dishes and pottery. 





A Co-op Moves Toward Monopoly 


HILE cooperative spokesmen always insist that they are a great challenge to 

monopoly, a study of the movement shows that co-ops themselves are tending 
to establish vast monopolistic enterprises. For example, let us study the Ohio Farm 
Bureau Federation Cooperative, Inc. 

The Ohio Farm Bureau Federation Cooperative, Inc., of Columbus, Ohio, which 
is by no means the biggest of its kind, owns the Ohio Farm Bureau Cooperative, a 
management and financial organization; the Farm Bureau Mutual Auto Insurance 
Company; the Eureka-America Assurance Corporation; the Farm Bureau Agri- 
cultural Credit Association; the Farm Bureau Life Insurance Company, the Farm 
Bureau Mutual Fire Insurance Company; the Ohio Farm Bureau Cooperative Asso- 
ciation, which, in turn, owns five fertilizer plants, one oil refinery, one alfalfa mill, 
two grain elevators; owns a part interest in the Fertilizer Manufacturing Coopera- 
tive, which owns three fertilizer plants; part interest in the National Farm Machin- 
ery Cooperatve, Inc., which owns a tractor plant and two cultivator plants; part 
interest in National Cooperatives, Inc., which owns a cosmetic and chemical plant, 
a milking machine plant, a shingle mill, and an expanding electric appliance busi- 
ness; part interest in United Cooperatives, Inc., which owns two oil blending plants 
and a paint factory; part interest in the Farm Bureau Chemical Cooperative, which 
owns a fertilizer plant; part interest in Cooperative Mills, Inc., which owns large 
feed mills; part interest in the Ohio Cooperative Grocery Wholesale, which is now 
inactive; has recently bought the Louisville Refining Company and an affiliated 
pipe line company; and is building a grain terminal elevator. 

This great cooperative holding company operates through 87 member associa- 
tions, having 165 distribution points. It did $21,561,000 of business in 1944; made 
profits of $548,000 by its own published figures. Its business is altogether in com- 
petition with small enterprises which pay Federal income taxes. 

—Homer E. Marsa 
Director of Research 
National Tax Equality Association 
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a for a hardware store intend- 
ed as a guide for hardware dealers 
desiring to modernize their establish- 
ments is being presented by the Arm- 
strong Cork Co., Lancaster, Pa., in a 
series of full-color page advertisements 
in national consumer magazines. 

The model hardware store, as envi- 
sioned by an architect-designer work- 
ing with Armstrong’s Bureau_ of In- 
terior Decoration, grew from research 
into the problems of hardware mer- 
chants and incorporates suggestions 
gathered from hardware dealers, mer- 
chandising authorities, equipment de- 
signers and the N.R.H.A. 

To invite passers-by to enter, the 
store exterior has large windows to 
capitalize on the interior displays. 
These windows admit a profusion of 
natural light and add to the store's air 
of bright spaciousness. 

The show-window bulkhead is so low 
that large and small items can be dis- 
played without shutting off the view 
into the store. The window background 
is divided into three panels which can 
be raised or lowered into the bulkhead, 
depending upon the display require- 
ments. 

Wall display units offer maximum 
visible display space, their design per- 
mitting orderly mass grouping of re- 
lated merchandise, with space provided 
for ample stocks within sight and easy 
reach of customers. Step-back compart- 
mented shelves show small items to ad- 
vantage. Builders’ hardware can be 
displayed on the panel fronts of hang- 
ing wall cabinets, and large items such 
as hoes, rakes, and shovels, can be 
stocked in the open sidewall units. 
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Your Hardware Store Can Look Like This 


Merchandise table displays can. be ar- 
ranged on the step-up island counters. 

Since the sale of sporting goods of- 
fers an opportunity to turn sport fans 
into regular hardware store customers, 
that department is located near the 
front where it can be seen from the 
street. A realistic outdoor scene on the 
wall forms a background for a color- 
ful showing of all types of outdoor 
equipment. This background can be 
changed with the seasons. 

Illumination is provided by a high 
intensity lighting system, the main over- 
all illumination coming from fixtures 
encased in troughs which simulate ceil- 
ing beams and carry oui the store’s 
decorative trearment. Additional light- 
ing fixtures, focusing attention on the 
wall displays, are concealed behind 
silhouetted hardware symbols and spot- 
light the merchandise below. They also 
illuminate the symbols which identify 
the merchandise. Since each symbol 
is mounted on a separate piece of glass, 
it can be easily transferred to cor- 
respond with new stock arrangements. 

Basis for the store’s color scheme is 
an attractive, custom-styled floor of 
linoleum, inset with a saw design which 
advertises the name and character of 
the store. Linoleum is also used as a 
colorful surfacing for counters, shelves, 
and display areas. 

To supplement this model design, 











Armstrong has prepared an “ideas” 
portfolio for free distribution to hard- 
ware dealers who request it. This port- 
folio discusses in detail the ideas in- 
corporated in the store plan and offers 
additional suggestions fer improving 





service and attracting customers. 





From heater to fan in 
29 seconds ... simply 
remove heater housing 





In June or January . . . April or 
October . . . 98 in the shade or 20 


below .. . Surf SEASON-AIR is 
a steady best seller because it does 
either job—heating or cooling—at 
a moment’s notice. 

Material shortages still are de- 
laying shipment of SEAson-Arr. But 
keep after your jobber and make 
sure you'll be first in your neigh- 
borhood to show— and SELL— this 
all-season profit-maker. 

G-M Laboratories Inc., 4296 N. 
Knox Ave., Chicago 41, IIl. 


BEAUTY. .. Handsome crackle finish 
e Chrome heater grill e Modern- 
design fan blades e Separate fan 
guard. 


STABILITY...Sturdy all-metal con- 
struction e 7!4-inch base e Finest 
materials and workmanship. 


UTILITY ... For summer, powerful 10- 
inch fan with air displacement of 
500 cu. ft. per minute e For winter, 
1320-watt forced air heater. 


SILENCE... Incredibly quiet—nearest 
thing to noiseless you’ve ever seen 
in a motor-driven appliance, 


ECONOMY... Heater and fan COM- 
BINED for one low price. 


Suef 


CES OW OS 
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ag) gcse were de- 


scribed in Part 1 in the July 
4, 1946, issue of HARDWARE 
AGE as innocent looking devices ca- 
pable of doing great damage when 
disturbed. Several common “booby- 
traps” were mentioned in that article 
and hardware store employees and 
owners were cautioned to find and 
eliminate them. 
Again, be sure to check your store 
for “booby-traps.” 


Slippery Floors 


Slippery or rough floors present 
many hazards. It is common prac- 
tice to oil or apply flour dressings to 
hardware store floors. If this is not 
done correctly and just the right 
amount of oil or dressing applied 
the floor will remain slippery for sev- 
eral days. While in this condition it 
is very dangerous and customers or 
employees are apt to fall and injure 
themselves. Dress or oil your floors 
but see to it that the job is done right 
and you will eliminate a “booby- 
trap” in your store. 

Rough floors can be just as dan- 
gerous. Many old floors are rough 
and full of splintered edges. Custom- 
ers can easily run splinters into their 
feet with serious consequences. 
Rough floors can be corrected by re- 
placing the bad sections with new 
flooring or by placing an entirely new 
floor over the old one. 


Glass Hazards 


Small bits of glass on the floor 
around the glass board constitute an- 
other dangerous “booby-trap.” These 
small pieces of glass come from the 
cutting board. Walking on floors cov- 
ered with these bits often result in 
falls, or running a piece of the glass 
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“Booby-Traps— 


Part 2 


in the foot. Keep this section clean 
in order to avoid this danger. 


Watch the Steel Goods! 


Displays of steel goods are very 
often dangerous “booby-traps” in the 
store. In most of these, special brack- 
ets are used to display various items 
on a rack on the sidewall. Sometimes 
these racks can run well up the side 
of the wall and it is quite a reach to 
remove some items. Unless goods are 
placed securely on the brackets they 
may fall down. Since items such as 
hoes, rakes, and cultivators have 
srap edges, a person could be hurt 


badly if struck by such a tool. There- 
fore, be very careful when these items 
are put on display. See that they are 
arranged very securely on the hooks 
so it is easy for the customer to re- 
move them when he waits upon him.- 
self. Do not stack them on the floor 
where persons passing by could step 
on them. You all know what results 
when you step on a rake the wrong 
way. 
More to Come 

Other “booby-traps” will be dis- 
cussed in Part III of this article 
which will appear in the August 15 
issue of HARDWARE AGE. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very poor. 
The correct answers to these questions will be found on page 146. 


Work the problem first — then substitute the figures 
of your own business for those in the problem. 


1—Do you know the number of feet per pound for the following 
gage black annealed wire: (a) No. 9 wire; (b) No. 11 wire; (c) 
No. 14 wire? 

2—-Increases of 20 per cent are approved by OPA for certain 
tools that formerly cost the dealer $12 per doz. New cost is now 
$14.40 per doz. Dealer formerly sold items at $20 per doz. He is 
permitted to advance his selling price by the exact increase in his 
cest or by $2.40. Figure margin on item on new cost and selling 
price. 

3—Do you know the approximate number of feet on (a) a 1-lb. 
ball of three-ply jute wool twine; (b) full coil of pre-war %4 in. ma- 
nila rope? 

4—Customer wants to paint his home of approximately 4,400 
sq. ft. Paint will cover around 400 sq. ft. to gallon. Figure number 
of gallons for job, also trim needed. 

5—Can you give the number of lag bolts in a standard package of 
the following sizes: (a) %4 x 9; (b) 5/16 x 4; (c) % x 10; (d) 
5/16 x 8: (e) % x8; (f) ¥x 8. 

(Answers on page 146) 
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j can save time, effort and cost by ordering Shinyheads and 
marbs by name. No need to write up the order the long way 
vin j unnecessary details. The Ferry Cap trade name, as indicated 
below, is its own specification and your guarantee. 
Simply specify—  ShinyheadsNC Shinyheads NF 
Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 
Simply specify— Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 









These Ferry Cap products are carried in stock in popular catalog 
sizes in bulk and in attractively labeled packages. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD * a * CLEVELAND 13, OHIO 
CAP AND SET SCREWS * CONNECTING ROD BOLTS + MAIN BEARING BOLTS ~« SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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P. & F. Corbin Names 
P. E. Barth Manager; 
R. G. Edwards, Sales Mer. 





P. E. BARTH 


Appointments of Philip E. 
Barth as general manager and 
Richard G. Edwards as general 
sales manager of P. & F. Corbin, 
New Britain, Conn., were an- 
nounced July 10 by Charles B. 
Parsons, president, American 
Hardware Corp. 

Mr. Barth started his hardware 
career with the former Simmons 
Hardware Co., St. Louis, Mo., 
wholesalers, serving in every po- 
sition from stock department to 
road saleaman, to assistant gen- 
eral manager. After the merger 
of Simmons and Winchester Re- 
peating Arms Co., he was presi- 
dent and general manager of 
Winchester-Simmons Co. of Kan- 
sas City and then at Winchester- 
Simmons Co. of Chicago. He 
then became general sales man- 
ager, Western Cartridge Co., E. 
Alten, TIl., and from 1929 to 1942 
was president and general man- 
ager of Sargent 
Haven, Conn. 

From 1942 until his present 
appointment he served the war 


effort as board member of the | 
Price Adjustment Section, om 


Department, under Lt. Gen. 


H. Campbell, 


94 . 


& Co., New | 








nance. In World War I he was 
captain of the 142nd Infantry, 
36th Division, American Expe- 
ditionary Forces. He has been 
vice-president and director of 
the American Hardware Manu- 
facturers’ Association and a di- 
rector of the Manufacturers’ As- 
sociation of Connecticut. 
Richard G. Edwards, a gradu- 
ate of Harvard University, class 
of 1931, spent the first four years 
of his business career with the 
Perfect Burner Co., Lynn, Mass., 
manufacturers of domestic oil 
burner equipment. Later he was 
with Chase Brass & Copper Co., 
New York City, performing vari- 
ous duties from warehousing, 
warehouse sales to sales promo- 
tion in New York and New 
Jersey. He became sales manager 
of Patterson Bros., New York 
City, hardware dealers and mill 
supplies distributors. In 1942 he 
was appointed as director of pri- 
orities of the American Hard- 
ware Corp., continuing in that 
capacity until June, 1943, when 
he was transferred to P. & F. 
Corbin as assistant sales man- 
ager. Commissioned in _ the 
United States Navy in January, 


1944, he served as Material-Con- | 


tractor Officer attached to the 
Supervisor of Shipbuilding in 
Tampa, Fla. 


70 ‘TRU-TEST’ JOBBERS 
ATTEND OAKES & CO. 
SEMI-ANNUAL SESSION 


Over 70 of “Tru-Test” distrib- 
utor personnel attended the semi- 
annual distributor meeting held 
July 13 and 14, at Oakes & Co., 
headquarters, 650 S. Clark St., 
Chicago. 

L. L. Oakes, president, and 
John M. Cotter, vice-president, 
were in charge of the business 
meetings and led the discussions. 
Mr. Cotter announced an increase 


Jr., Chief of Ord || of 100 per cent in “Tru-Test” 











June sales over 1945. He also 
announced the addition of many 
new lines including a complete 
wheel goods line and the addi- 
tion of three new models to the 
“Tru-Test” radio line. 

Highlights of the meeting 
were reports on the “Tru-Test 
Marketer,” monthly publication 
which is now being mailed di- | 
rect to dealers for the “Tru-Test” | 
wholesaler distributors, and the | 
resumption of an intensive na- | 
tional advertising campaign. This | 
campaign will be carried on in 
the leading hardware publications 
and will promote the “Tru-Test” 
distributors to the dealers. 

Mr. Cotter also announced 
publication of a colored roto- 
gravure consumer catalog will be 
resumed, The first catalog will | 
be available to the dealers 
through wholesale distributors 
early in the spring of 1947. 








PAL BLADE NAMES 
SALES DIRECTOR 


Pal Blade Co., 595 Madison 
Ave., New York 22, has ap- | 
pointed Alex. J. Bernstein as 
regional sales director for New | 
York State and northern Penn- | 
sylvania. Before joining the Pal | 
and Personna organization, Mr. | 
Bernstein was with Clark Bros. 
Chewing Gum Co., for seven 
years. 





CLARKE HEADS SALES 
FOR CAREY MFG. CO.; 
SEAMAN PROMOTED 

L. W. Clarke, formerly New | 
York branch manager for the 


| Philip Carey Mfg. Co., 224 | 


Wayne Ave., Lockland, Cincin- 
nati, Ohio, asbestos products, has 
been promoted to general sales 
manager. He succeeds Chester 
L. Owens, who recently resigned 
the position. 

Mr. Clarke, a graduate of the 
U. S. Naval Academy, served in | 
the Navy for a number of years, 
and in 1924 joined the Robert 
A. Keasbey Co., Carey insulation 
distributors in New York. In 
1935 he became a member of 
Carey’s New York branch organ- 
ization and was subsequently ap- 
pointed branch manager. 

David P. Seaman, who has 








DAVID P. SEAMAN 


served as assistant branch man- 


| ager in New York, now becomes 


branch manager. Mr. Seaman 
joined Carey in 1944, after 1] 
years with a leading line yard 
concern on Long Island, five 
years of which he was vice-presi- 
dent in charge of sales and pur- 
chasing. For four years he was 
executive vice-president of the 


| Suffolk County Federal Savings 


& Loan Assn., Babylon, N. Y. 








RICHARD HARTE, presi- 
| dent of the Ames Baldwin Wy- 
oming Co., Parkersburg, W. 
Va., shovel manufacturers, 
has been elected a director of 
the Baltimore & Ohio R. R. 


He is also a director of the 


Chicago, Wilmington & 
Franklin Coal Co. and the 
West Virginia Chamber of 
Commerce. 
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W. T. Birney, Winchester Sales Director 
Retires After 49 Years of Service 


William T. Birney, who spent | 
25 of his 49 years with the Win- 


Repeating Arms Co., 
Cartridge Co., 


chester 
Western 


Industries, Inc., as director of 
sales, retired on June 30, under 
the company’s pension plan. 
Mr. Birney helped introduce 
many of the revolutionary de- 
velopments in sporting arms and 
ammunition. He is said to know 
as many shooters, jobbers and 


Bond | 
Electric Corp. division of Olin | 


dealers as any one man in the | 


industry. 

He joined Winchester in 1897 
as a clerk in the advertising de- 
partment and later switched to 


the purchasing department. In | 


1917 he became the company’s 


purchasing agent, handling the 
| Cartridge Co., which was founded 


acquisition of the vast amounts 
of material required during 
World War I. 

In 1924 he was appointed vice- 


president in charge of sales, sales | 


promotion and advertising. He 
resigned this post in 1927 to be- 
come sales manager of the am- 
munition division of Western 





WILLIAM T. BIRNEY 


by F. W. Olin. He held this 
post until 1931 when Winchester 
was acquired by the Olin in- 
terests. At that time he returned 
to Winchester as sales head and 
in 1933 he was appointed to the 
sales executive post he has now 
relinquished. 








HAYDEN CROCKER FORMS 
SALES COMPANY 


Recently released from active 
duty as a commander in the 
Naval Reserve, Hayden Crocker 
has established the Crocker Sales 
Service, 33 W. 42nd St., Room 
1111, New York City. This com- 
pany will cover the wholesale 
hardware trade in Metropolitan 
New York and New Jersey, New 
York State and New England, 
specializing in builders’ hard- 
ware and allied products. 

A veteran of both World Wars, 
Mr. Crocker received Navy com- 
mendation for his development 
of production through Smaller 
War Plants in 1942. For several 
years he has been in charge of 
mine warfare counter measures 
and the protection against mag- 
netic mines of ‘ships sailing from 
the Port of New York. 

For many years he was east- 
ern sales manager of the Barber 
Asphalt Co., with offices in New 
York City. 


AUGUST 1, 1946 


POT & KETTLE CLUBS 
HOLD CONVENTION; 
ELECT PUTNAM 


The first convention in five 
years was held by the Associated 
Pot and Kettle Clubs of America, 








CHARLES G. PUTNAM 


| their minstrel show “Corn on the 





| moted to captain. 


at the Hotel del Coronado, Cal., 
June 12 to 14, with the Los An.- | 
geles club as sponsor. The hosts 
outdid themselves in providing 
entertainment, among which was 


Cob.” Lew McAlister was inter- 
locutor and director. The con- 
vention closed with a _ dinner- 
dance. 

Charles G. Putnam, manufac- 
turers’ representative, San Fran- 
cisco, was elected president, suc- 
ceeding Harry O. Davis, Los An- 


geles. 

Other officers elected were: 
James P. Cummings, Seattle, 
vice-president; Fred C. Wood, 


San Francisco, secretary,‘ and 
Earl Robitscher, San Francisco, 
treasurer. The directors include: 
R. Curtis, Portland, Ore.; P. 





Smith, Seattle; Jack Loughman, 
San Francisco; J. Battam, Los | 
Angeles, and Fred Stokes, Spo- | 
kane, Wash. 


C. C. GREER RETURNS TO 
WHEELING FIRM 


C. C. Greer has returned to 
Greer & Laing, wholesale hard- 
ware firm of Wheeling, W. Va., 
as secretary, sand will have 
charge of developing a complete 
sporting goods department. 

Mr. Greer entered the Army 
in 1941, and after a year in the 





Cc. C. GREER 


Chemical branch was transferred 
to the Air Corps. He flew a num- 
ber of missions over France as 
an A-20 pilot. He was later pro- 





DELOSS SHULL HEADS 
KNAPP & SPENCER 


Deloss Shull was recently 
elected president of Knapp & 
Spencer Co., Sioux City, Iowa, 
wholesale hardware house. Prior 
to his election he had been at- 
torney for the company for seve- 





M. C. LANGE 


M. C. Lange, first 
vice-president and __ treasurer, 
joined the company in 1919 
after his discharge from the 
Army, following World War I 
service. He became treasurer in 


ral years. 





EDWARD ANDERSON 


1923 and first vice-president and 
treasurer several months ago. 
Edward Anderson, second vice 
president, joined the organization 
41 years ago and was elected 
vice-president in 1940. 
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In the New Kadmilite Finish 
and Colorful Packaging of 
Judd Bright Wire Goods 


® THE NEW KADMILITE 
FINISH of Judd Screw Eyes and 
Screw Hooks gives them a bril- 
liance such as you've never seen 
in bright wire goods. It’s done by 
a special process topped off by an 
extra polishing that makes them 
shine like polished Sterling. 


@ BRILLIANT RED is the finish of the new clips 
for screw-eyes and bands for screw-hooks. 

Add the two together and you have eye-appeal and 
buy-appeal that sells UP, moves merchandise faster, 
steps up profits. 


a * = 
Standardize on Judd bundled bright wire goods. 
Our new Bright Wire Goods Plant will soon be in 


full production to meet all your needs for this 
faster-moving, more profitable merchandise. 


O 


H. L. JUDD COMPANY, WALLINGFORD, CONN. 
87 CHAMBERS STREET, NEW YORK 7, N. Y. 
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THE PITTSBURGH PAINT, VARNISH AND LACQUER 
ASSOCIATION held its annual outing and ladies day June 7, 
at the Pittsburgh Field Club. Bridge and golf sessions in 


| the afternoon were followed by dinner and a dance, presided 
| over by W. H. Mower, president. After dinner, E. E. Zimmer- 


man, chairman of entertainment and program committee pre- 
sented prizes for bridge and golf. W. H. Mower, president of 
the Pittsburgh Association, introduced the speaker of the 
evening, Ernest T. Trigg, president of the National Associa- 
tion, whose subect was “Current problems of the Industry.” 
Shown seated at the speakers table (left to right) are: Mrs. 





Mower, Mr. Mower, Mr. Trigg, Mrs. Zimmerman and Mr. 


| Zimmerman. 








American Pad & Textile Co. Acquired 
By Portable Products as Subsidiary 


F. R. Marlier, president of the 
Portable Products Corp., 420 
Blvd. of the Allies, Pittsburgh, 
Pa., has announced the acquisi- 
tion of the controlling interest 
of the American Pad and Tex- 
tile Co., Greenfield, Ohio. 

At the same time, Mr. Marlier 
said that Mel J. Shaw, for 15 
years general manager of the 
textile concern, had been made 
executive vice-president and gen- 
eral manager of the American 
Pad and Textile Co., which is 
| being operated as a subsidiary 
of Portable Products Corp. 
Charles F. Mains, former execu- 
tive head of American Pad and 
| Textile Co., remains with the 
| company in an advisory capacity. 


‘In a statement relative to fu- 
| 





MEL J. SHAW 


| ture plans and policies, Mr. 
| Shaw indicated the company 


will follow closely those estab- 
lished in former years. 

The American Pad and Textile 
Co. is the largest manufacturer 
of horse collar pads, marine life- 
saving equipment and sleeping 
bags. 

| WHITLOCK CORP. PLACES 
SALESMAN IN SO. CAL. 


Whitlock Corp., locksmith sup- 
ply firm, 17 Warren St., New 
York 7, N. Y., has appointed 
D. Greenfield as district repre- 
sentative in Southern California, 
to expand the personal represen- 
tation that this territory requires. 

Mr. Greenfield has been in the 
hardware and locksmithing field 
for many years, during which 
| time he served in varying sales 
| capacities. In 1935 he became 
associated with Wheeling Corru- 
gating Co. In 1940 he organized 
his own selling organization but 
this was interrupted by the war. 














| 


| CUSHMAN & DENISON 
APPOINTS AGENCY 


The Cushman & Denison Mfg. 
Co., 133 W. 23rd St., New York, 
makers of the “Flo-Master” foun- 
tain brush, has appointed A. H. 
Deveney & Co., manufacturers 
agents, Peachtree Arcade Bldg., 
Atlanta, Ga., as its representa- 
tive. The territory comprises 
Georgia, Florida, Alabama, Mis- 
sissippi, North Carolina, Ten- 
nessee, Louisiana, Arkansas, Ok- 
lahoma, South Carolina, and 
Texas with the exception of El 
Paso county. 
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CARROLL A. SINCLAIR 
JOINS WHITING-ADAMS 


Carroll A. Sinclair, a native of | 


Louisiana, recently returned from 
Far East service as an American 
counter-intelligence 
been named sales representative 
by Whiting-Adams Co., Inc., 
Boston, paintbrush manufacturers 
since 1808. 

Mr. Sinclair’s sales area in- 
cludes Texas, Oklahoma, Arkan- 
sas and Louisiana. He makes 





CARROLL A. SINCLAIR 


his home in Dallas where he is 
to be in charge of the combined 
Whiting-Adams, Star Brush Mfg. 
Co., Inc. and J. C. Pushee & 
Sons’ warehouse at 2411 Ross 
Ave. He will service the trade 
in this area for these three com- 
panies. Mr. Sinclair was with 
Rubberset Co. as Southwestern 
representative from 1939 until he 
entered the service in 1943. 


DELTA NOW A DIVISION 
OF ROCKWELL MFG. CO. 


The Delta Manufacturing Co. 
which has been operating as a 
subsidiary of Rockwell Mfg. Co., 
since Feb., 1945, has been made 
a division of the parent com- 
pany. As of July 1 the business 
is now known as Delta Manu- 
facturing Division of Rockwell 
Manufacturing Company. 

Neither management or per- 
sonnel is affected in any way, 
according to the firm. 


ELECTRONIC CORP. IN 
NEW BROOKLYN PLANT 


Electronic Corp. of America 
recently opened its new radio 
manufacturing plant at 170-53 
St., Brooklyn, N. Y., with a re- 
ception for several hundred lead- 
ing dealers of the trade. 


The plant is completely built 


agent, has | 


| facture. The production area, 
| located on the street floor of the 
| building but completely open to 
|the skylight 50 feet above, 
|covers approximately a city 
{ square block. 

A unique feature of the plant 
|layout is a balcony that runs 


| around the entire plant overlook- 


|ing the production lines. This 
balcony houses executive offices, 
| engineering and research labo- 
| ratories and general offices. 

| Also situated on the balcony 


|is a modern display room for | 


| showing ECA products, com- 


| plete with a full scale dealer’s | 


| store window set up along one 
entire wall of the room. The 
company plans to arrange model 
window displays in this space 
and distribute photographs of the 
set-ups to ECA franchised deal- 
ers throughout the country. 





| CARROLLTON MFG. CO. 
HOME ECONOMIST 


Miss Rhea Shields has been 


appointed home economics di- 
rector of the Carrollton Mfg. 
| Co., Carrollton, Ohio, manufac- 
turers of “Carlton” stainless 





| steel cooking utensils. She will 
| assume charge of the “Carlton 





RHEA SHIELDS 


Ware” test kitchen as well as 
its field demonstration and other 
home economics activities. 


and OQhio State 
and during the war, served as 


with the army. 





HOWE SCALE APPOINTS 
NEW PITTSBURGH MGR. 


The Howe Scale Co., Rutland, 
Vt., has appointed J. G. McCarty 
as Pittsburgh branch manager, 
succeeding H. J. Steidley, retired. 

Mr. McCarty was once Engi- 
neering Inspector (scales) for 





for straight line radio set manu- 
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Miss Shields has worked with | 
the extension staffs of Purdue | 
Universities, | 


cafeteria hostess and dietitian | 


the U. S. Bureau of Standards. | 




























What’s in a package? 


There can be plenty in a good 
package in addition to the merchandise! 
Look at this new Camillus box. Note that 
the big, clear number is not on the cover 

but on the bottom section with the knives 
— no more mix-ups. Beside the number 
is a picture of the knife—for quick 
identification. Key selling points for 
dealer sales clerks are on the bottom. 
The red and black modern design 
makes attractive displays. Add to all 
this cellophane-wrapped knives for 
more eye-appeal, as well as to cut 
down handling and the resultant 
rust, and you have packaging that 
works for you. Yes, there’s simpler 
handling and stocking, faster dis- 
tribution and sales in this new 
» package in addition to the fine, 
top-quality CAMILLUS knives. 
Camillus Cutlery Company, 
New York 17, N.:Y. 
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Texas Wholesalers and Boosters Elect; Condemn Taxing Inequalities 





TEXAS WHOLESALERS reelected to guide their association another year, are, left to 


right: C. S. Roberts, Roberts, 


Sanford & Taylor Co., Sherman, chairman of the executive 


committee; H. E. Colemere, Peden Iron & Steel Co., San Antonio, first vice-president; 
George F. Pierce, Cullen & Boren Co., Dallas, president; Gus C. Dittmar, Houston, second 
vice-president, and Nat M. Johnson, Pearsall, secretary-treasurer. 


After skipping the 1945 con- 
vention because of war condi- 
tions, members of the Texas 
Wholesale Hardware Association 
“came back” for its biggest and 
best convention at Galveston, 
June 21 and 22. The association 
was organized in 1895 and had 
planned a real celebration on its 
50th birthday, but the war wasn’t 
quite over last summer and there 
was no celebration other than 
the sending out of anniversary 
stickers. 

As in the past, this convention 
opened with a joint meeting with 
the Texas Hardware Boosters 
Club, and the Ballroom of the} 
Hotel Galvez was filled to ca- 
pacity as the convention got} 
under way. Principal speaker | 
was Joseph F. Leopold, Dallas, 


southwestern manager, National, meetings recorded their largest 
Tax Equality Association. Mr.| attendance, with an unusually 
Leopold pulled no punches in| large number of ladies present 
telling of the evils of unequal! at the first meeting. 
and inequitable tax methods, giv-| Executive sessions of the whole- 
ing concrete examples of what is| salers were held Friday afternoon 
going on and telling what is| and Saturday morning. At these 
la be expected in the future in| meetings were presented reports 
the way of tax-free competition if of special and standing commit- 
the situation is not remedied. | tees, round table discussions, 
Following Mr. “Leopold’s ad-| election of officers, etc. George 
dress, resolutions were passed| F. Pierce, Dallas, president, pre- 
by both the Texas Wholesale! sided at all wholesalers’ meet- 
Hardware Association and the | ings; and LeGrande D. Kelly, 
Texas Hardware Boosters Club,| Jr., Longview, Booster president, 
deploring this situation and| presided at the Club meeting 
urging Congress to restore tax| Friday morning. 
equality among all. James A. Hill, retail dealer of 
After adjournment of the open| Alice, Texas, spoke at the Satur- 
meeting, the Boosters held their | day morning session, outlining 
tenth annual meeting, also in the | some of the cooperative programs 
ballroom of the Galvez. Both| being developed between the 





TEXAS BOOSTERS ELECT: Left to right, seated, are Malcolm E. Reid, manufacturers’ 
representative, Dallas, new president; LeGrande D. Kelly, Jr., G. A. Kelly Plow Co., Long- 
view, retiring president and chairman of the advisory board; Dewey Godfrey, Dallas, first 
vice-president; standing, from the left, are Robert M. Barnes, New Orleans, advisory board; 
Joe M. Jackson, Houston, advisory board; Paul H. Speaker, Jr., Dallas, executive commit- 
tee; Ed M. Luther, Dallas, executive committee; C. B. Hasford, Dallas, second vice-presi- 
dent; Nat M. Johnson, Pearsall, secretary-treasurer; M. G. Lipscomb, Cavert & Lipscomb, 
Dallas, advisory board; C. W. McKnight, Dallas, executive committee, and Paul H. Bowen, 
Dallas, chairman executive committee. 

Absent at the time the photo was taken were H. A. Taylor, C. E. Stafford, San Antonio, 
and Past President R. K. Houston, Bay Springs, Miss., all on the advisory board. 
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wholesalers and retailers. 

Entertainment included ladies’ 
luncheons both days, at which 
the Wholesale Association was 
host; a  dinner-dance Friday 
evening, buffet supper and en- 
tertainment Saturday evening, 
and golf both days, with the 
Boosters as hosts. 

All officers and executive com- 
mittee members of the wholesale 
association were re-elected, and 
are as follows: President, George 
F. Pierce, Cullem & Boren Co., 
Dallas; first vice-president, H. E. 
Colemere, Peden Iron & Steel 
Co., San Antonio; second vice- 
president, Gus C. Dittmar, Hous- 
ton, secretary-treasurer, Nat M. 
Johnson, Pearsall; executive com- 
mittee—C. S. Roberts, Roberts, 
Sanford & Taylor Co., Sherman 
(chairman); George J. Groos, 
Walter Tips Co., Austin; Oscar 
J. Koepke, Corpus Christi Hdwe. 
Co., Corpus Christi; and David 
Nash, Nash Hdwe. Co., Fort 
Worth. 

New officers of the Boosters 
follow: President, Malcolm E. 
Reid, mfrs. rep., Dallas; first 
vice-president, Dewey Godfrey, 
Dallas; second vice-president, C. 
B. Hasford, Dallas; secretary- 
treasurer, Nat M. Johnson, Pear- 
sall; executive committee—Paul 
H. Bowen, Dallas, chairman; P. 
H. Speaker, Jr., Ed M. Luther 
and Chas. W. McKnight, all of 
Dallas, and the officers; advisory 
board—LeGrande D. Kelly, Jr., 
G. A. Kelly Plow Co., Longview 
(retiring president), chairman; 
C. Earl Stafford, San Antonio 
(1947); Robt. M. Barnes, New 
Orleans (1947) ; Joe M. Jackson, 
Houston (1948); R. K. Houston, 
Bay Springs, Miss. (1948); and 
Past Presidents Harry A. Taylor 
and M. G. Lipscomb, Cavert & 
Lipscomb, Dallas. 


FIRM CHANGES NAME TO 
STRONGHOLD SCREW 
PRODUCTS, INC. 


Manufacturers Screw Prod- 
ucts, 216-222 W. Hubbard St., 
Chicago, Ill., which has used 
“Stronghold Screw Products” as 
its brand name, has changed its 
name to Stronghold Serew Prod- 
ucts, Inc. 

The firm began several years 
ago with only a couple of ma- 
chines and little floor space, 
manufacturing a smal] assort- 
ment of fasteners. Regular 
items, including standard ma- 
chine screws, bolts and sheet 
metal screws were produced in 
vastly greater numbers, the firm 
reports, and the demand for 
“specials” became so large that 
many of them have now become 
regulars in the line, which now 
also includes Phillips Heads, 


nuts, washers, and cotter pins. 
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NEW PYREX FLAMEWARE SAUCEPAN 
and 3-Pc. Gift Set featured in Fall Ads! 










ebm new 2-quart Pyrex Flameware saucepan will 
play the leading role in the smashing full-color ads 
which appear in 18 national magazines and 113 Sunday 
newspapers this Fall. Spear-headed by full size, 4-color 
page in the Post! That’s more than two messages for 
every family in your com- 











munity on a high unit sale DEALER'S NAME 
item, and is bound to mean Ane aonness 


a real boost in your house- 
wares sales. Your Display 
Kit should reach you about 
August 15. Use it—build a 
mass display—and get your 
share of the profits! 


This free 2 col., 8 inch news- 
paper mat plugs the same fast- * 
selling items featured in the 
national ad. It’s a natural tie-in 
for your own local newspaper 
advertising. 


Your display kit has this full-color reprint of thenational 
ad, which also features the popular Pyrex Flameware 
set for $2.45, (another high unit sale item.) 


This beautiful full-color dis- 
play, designed to hold actual 
Pyrex dishes, will give your 
customers the whole story at 
a glance. 


Don’t forget—there’s only one Pyrex ware! To your 
customers this trade-mark méans top quality. To you, 
- it means top sales and profit. 2 











FLAMEWARE 
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a 








Ask your distributor salesman to help you plan your Fall Pyrex ware Campaign 


CONSUMER PRODUCTS DIVISION Corning Glass Works, Corning, N. Y. 
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SPECIAL V-BELT 
ASSORTMENT FOR 
HARDWARE STORES 


This attractive Gilmer V-Belt assortment contains 
the 35 most frequently requested belts. It enables 
you to fill orders for 887 different light-duty V-Belt 
requirements, including leading makes of washing 
machines, oil burners, power tools, home workshop 
equipment and other small appliances. 





The Gilmer “Eye-Ful” Tower Assortment is spe- 
cially selected for the Hardware Retailer. It is excep- 
tionally attractive and compact—small enough to go 








COL. WALTER F. SIGMUND, OLIN INDUSTRIES, INC. 
sales manager, is shown with his Winchester Model 73 which 
was once owned by Col. William F. “Buffalo Bill’ Cody, and 
which was used during the Buffalo Bill Centennial Celebra- 
tion which was observed during the annual Cheyenne 
Frontier Days Rodeo, July 23 to 27. 

One of the famous “Winning of the West’ Winchesters, 
it was used in a series of commemorative shooting exhibi- 
tions by Herb Parsons during the rodeo, which this year cele- 
brated the 100th anniversary of the birth of America’s great 
hunter, scout, plainsman and the best known marksman of 


| his day. 


The Model 73 was a significant development, combining 
the lever-action method of rapid fire and the center fire 
cartridge. A total of 720,610 had been produced before the 








on counter or in window without crowding. 


Profit from the highly desirable V-Belt replacement | 
business. This Gilmer assortment, No. 350, together 

with selling accessories, costs only $23.92. Sign | 
and mail coupon today. 





L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. » 
Division of United States Rubber Company 


L. H. GLMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer “Eye-Ful’’ Tower Assortment, 
No. 350, as follows: 


1—35 assorted V-Belts for h hold app es 

2—Gilmer Hancimeter (Patented) for quick measuring of belts. 
3—Display stand, sign, inventory form. 

4—Gilmer Belt Catalog, “America's Belt Bible’. 

Bill me $23.92 through your nearest jobber. 


Wr nb denies depongcqecarneancape 
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| front store buildings. Plans are 
/ - 
| drawn for a new two-story 50 ft. 


model was discontinued in 1924. 








J. 1. DENISON MANAGING 
HOME SUPPLY CO., 
DRUMRIGHT, OKLA. 


associated with the Home Supply 
Co., 310 E. Broadway, Drum- 
right, Okla., as general manager. | 
This firm, dealing in furniture | 


| 
Jesse I. Denison has become | 
| 


| and hardware, electrical and | 


plumbing supplies and building | 
materials, started in 1944 with | 
a one unit 25 ft. front building, | 
and has expanded to four 25 ft. 





front building to connect the 
present four store rooms, with 
construction to start as soon as 
materials are available. Until 
four years ago Mr. Denison was 
with the Denison-Tate Hardware 


& Furniture Co., Hobart, Okla. 


NESCO PROMOTES 
VERNON S. MULLEN, JR. 


The National Enameling and 
Stamping Co., 270 N. 12th St., 
Milwaukee 1, Wis., has appointed 
Vernon S. Mullen, Jr., manager 
of advertising and sales promo- 
tion. 

Mr. Mullen has been with the 
“Nesco” organization in the ca- 
pacity of assistant advertising 
manager since his return frem 
service with the Army Air Forces 
in October, 1945. He will direct 
advertising and sales promotion 








VERNON 8S. MULLEN, JR. 


activities for all divisions of the 
company from the home offices in 
Milwaukee. 


NOMA ELECTRIC SELLS 
OXFORD RADIO CORP. 
Sale of Oxford Radio Corp., 
Chicago, a wholly-owned sub- 
sidiary of Noma Electric Corp., 
55 W. 13th St., New York 11, 
has been announced. 

Noma Electric Corp. has a 
contract with Oxford under which 
it will manufacture for Noma 
certain home products which fit 
in with Noma’s sales and distri- 
bution organization. 
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AHERN PRESIDENT OF | 
’ DROP FORGING ASSN. | 


R. J. Ahern, president of Bill- 
ings & Spencer Co., Hartford, 
Conn., was elected president of | 
the Drop Forging Association, at | 
its first full-scale meeting since | 
the end of the war, held at the | 
Edgewater Beach Hotel, Chi-| 
cago, June 14 and 15. 

Mr. Ahern had previously | 








and dealers in a_ sales-service | 


capacity, assisting in merchan- 


dising programs, serving as liai- | 
son between them and the fac- 
tory, and providing sales help | 
and information. 


NATIONAL SALES AGENT 
APPOINTED BY DAZEY 


Appointment of the D. E. San- 
ford Co. as national sales repre- 
sentatives has been made by the 
Dazey Corp., 4300 Warne Ave., 
St. Louis, Mo., manufacturers of 
kitchen helps. 

The Sanford organization, with 
offices in twelve cities including 
New York, Boston, Cleveland, 
Philadelphia, Chicago, St. Louis, 
Atlanta, Dallas, Portland, San 
Francisco, Seattle and Los An- 
geles, employs a force of 125 





| sales representatives. This sales 
| group will handle the entire 


Dazey line of household and 


| commercial can openers, churns, | 
| ice crushers and other kitchen 
| items. 


Plans for a rapid expansion of 
Dazey production facilities now 


| are being made and several items 


R. J. AHERN 


served as director of the asso-| 
ciation, which is one of the old- | 
est and most important of the| 
metal fabricator groups. 





JINDERWOOD TO HANDLE 
EASTERN SALES FOR 
SHIRLEY CORP. 


Roy Underwood was recently | 
appointed manager of the East- | 
ern district factory sales office of | 
the Shirley Corp., Indianapolis 
manufacturers of steel kitchen | 
cabinets and porcelain enamel | 
steel sinks. This office, located 





| 





ROY UNDERWOOD 


in New York, serves distributors 
and dealers in the New England, 
Middle Atlantic and Southeast- 
ern states. 

Mr. Underwood will work in 
the field with Shirley distributors 





AUGUST 1, 1946 


| are to be added to the present | 


line within the next several 

months, J. P. Dazey, president 

of the firm, has announced. 
The Sanford group expects to 


| begin activities for the Dazey 
| Corp. within the next few weeks. 


More than 500 demonstrations 


| in leading hardware and depart- 
| ment stores throughout the coun- 
| 
| 


try are planned when the sales 
activity is in full operation. 





PHILADELPHIA CLUB 
HOLDS GOLF OUTING 


The annual golf outing of the 
Philadelphia Housewares Club, 
was held on June 23, at the 
Melrose Country Club, Philadel- 
phia, with about 85 members in 
attendance. The day was spent 
in playing golf, cards and other 
games. Entertainment was also 
enjoyed. It was the last meeting 
until the Fall outing, which will 
be held in September. Herbert 
Morton, Gimbel Bros., president, | 
was in charge of the affair. | 





WESTINGHOUSE RADIO 
DIST. MGR. NAMED 


Arthur P. L’Hommedieu has | 
been appointed district manager 
of the Westinghouse Home Radio | 
Division for New York State and 
New England, with headquarters 
in New York City. 

Donald Redmond has been ap- | 
pointed head of the Northwestern 
Pacific District, with head- 
quarters in Seattle. Mr. Red- 
mond’s territory includes Mon- | 
tana, Oregon and Washington. 





Yiving b A a 
SALES LEG 
| Lo Stand on 





SPEAKS 
LOUDER 


than words 


You don’t have to spend your time and 
effort to overcome sales resistance for an 
unheard-of brand or for unproved per- 
formance when you show Ta-pat-co pro- 
ducts to a customer. In the majority of 
cases, he has owned some Ta-pat-co item 
before or knows someone who has, or he 
has seen it nationally advertised. 


If you are asked for information, you 
always have the prompt, sales-clinching 
answer that Ta-pat-co is the most widely 
sold and advertised brand in its field—that 
Ta-pat-co is made by a manufacturer with 
a reputation of more than 60 years for 


highest quality products. 
That’s a SALES LEG worth having. 








THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD e OHIO 
CANADIAN BRANCH » CHATHAM, ONTARIO 








101 





IL Il INI Te 


Tue Barrows line of Burtpers Harp- 
WARE is a complete line. Complete in 
function, complete in architectural 
scope. With everything from the tra- 
ditional spirit of old-time elegance, 
to the smart but quiet charm of con- 
temporary design. There is economy 
in answering service needs from a sin- 
gle source . . . and richness in quality 
and wide range of selections offered. 
From basement to attic the BARRows 
line of hardware provides all that is 
needed or desired—with easy appli- 
cation, smooth operation, and strength 
and permanence the keynotes. 


BANK ON 





BARROWS 


NORTH CHICAGO, 


ILLINOIS 





| 


| & Wire Co. 


| erty Custodian’s San Francisco 


S. O. MINARD APPOINTED 
BY WHITING-ADAMS 


Stuart O. Minard, recently re- 
turned from service in U. S. 
Marine Corps Aviation, has been 
named sales representative by 
the Whiting-Adams Co., Inc., 
Boston. 

Mr. Minard was a clerk with 
the Western Electric Co. from 
1936 until 1939 when he became 





STUART O. MINARD 


salesman for Oakite Products. He 
will contact distributors for 
Whiting-Adams, as well as Star 
Brush Mfg. Co., Inc., and for 
J. C. Pushee & Sons lines of 
paint brushes. 


H. J. ENGLE, C. J. McAVOY 
FORM SALES AGENCY 


H. J. Engel and C. J. McAvoy 
have formed as a partnership, the 
Southern Consolidated Broker- 
age Co., 364 Front St., Mem- 
phis, Tenn., to represent manu- 
facturers of general hardware 
and industrial supplies in Ar- 
kansas, Northern Louisiana, Nor- 
thern Mississippi, Western Ten- 
nessee and Kentucky. 

Mr. Engel was a district man- 
ager for the National Refining 
Co. for 20 years, and Mr. McAvoy 
was for 17 years territorial sales 
representative for American Steel 


The new firm is seeking addi- 
tional lines for representation in 
its territory. 


GERMAN, JAP PATENTS 
AVAILABLE TO PUBLIC 


Complete files of patents seized 
from German and Japanese na- 
tionals are now available in the 
patent departments of the Chi- 
cago and Boston Public Li- 
braries and at the Alien Prop- 


office. 

The APC patent libraries were 
transferred to the public insti- 
tutions as a result of the closing 





offices in Chicago and Boston. 
Patent libraries are maintained 
by the APC at its Washington 
office in the National Press Bldg., 
its New York office, 120 Broad- 
way, and now at its San Fran- 
cisco office at 417 Montgomery 
St. 
Abstracts of the patents seized 
by the APC are still available 
and may now be obtained from 
the Office of Alien Property 
Custodian National Press Bldg., 
Washington 25, D. C. The ab- 
stracts, covering 8,000 chemical 
patents, are available for $25 
and abstracts of 37,000 mechani- 
cal and electrical patents are 
available at the same price. 





FIVE ASSIGNED 
LAUNDERALL POSTS 


Five national service repre- 
sentatives for “Launderall,” home 
laundry, have been announced by 
the F. L. Jacobs Co., 1043 Spruce 
St., Detroit 1. 

Benjamin Van Dyke, Detroit, 
the Northeast representative will 
establish his headquarters in 
New Haven, Conn. In the South- 
east, William C. Rayfield, also of 
Detroit, will work out of Atlanta, 
Ga. In the Central area, Lyle J. 
Burch, Dearborn, Mich., will use 
Detroit as his home office. The 
South-Central representative, Earl 
S. Buck, Detroit, will move to 
Dallas, Texas. The Western rep- 
resentative, Ray Swanson, Long 
Beach, Cal., will cover his terri- 
tory out of San Francisco. 





ENGLISH HARDWARE 
MERCHANT VISITING 
AMERICAN CONCERNS 


Moss Greenberg, senior direc- 
tor of M. Greenberg & Son, Ltd., 
576-580 Prescot Rd., Old Swan, 
Liverpool, England, is at present 
visiting American tool and hard- 





MOSS GREENBERG 


ware manufacturers. An alder- 
man for the City of Liverpool he 
is also chairman of the Estate 
Committee of the City of Liver- 








of APC patent division field 


pool. 


HARDWARE AGE 
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Grand Rapids 4, Mich., is believed to be the oldest combina- 
tion of keglers in the country, four members of the team 
having bowled together for 28 years. The representatives of 
the cabinet hardware manufacturing firm are shown as they 
were about to leave by plane for the Recent American Bowl- 
ing Congress, at Buffalo, N. Y. From left to right they are: 
William Fenske, captain; Harry Joling, Harold Slauter, Hu- 
bert F. Knape, John Witte and Joseph Knape, former team 
member and vice-president and general manager of the spon- 
soring firm who was on hand to give the team a personal 
send-off. 

The quintet isn't just a “booster” team, for in the past 
season it finished second in the crack West Side Industrial 
League, of Grand Rapids, and boasted a team average of 860 
pins. The high series for the season was 2,829. Mr. Slauter 
led the league with an average of 183 and Hubert Knape 
finished with 182. 








| WILLIAM H. NORTH 
JOINS FERRY CAP 

William H. North has joined 
the sales department of The 
Ferry Cap & Set Screw Co., 
Cleveland, Ohio, as assistant to 
.| H. Allen Hall, secretary and in 
charge of mill supply and hard- 
ware jobber sales. 

In the army for the past three 
years, Mr. North recently re- 
ceived his release. He served as 


a sales representative for two 
years with The Chas. H. Phillips 
Chemical Co., covering eight 
southern states. 


He is a son of H. D. North, 





WALTER B. COLBY 


Screw Co. 
SWAIN NELSON CO. 
NAMES SALES MGR. 


Walter B. Colby has been ap- 
pointed to the recently created 
post of general sales manager for 
Swain Nelson Co., Glenview, IIl., 
manufacturers of the “Nydar” 
line of gun sights and sporting 
goods. Prior to joining Swain 
Nelson, Colby was public rela- 
tions director of the Chicago 
Bridge and Iron Co. 

In a general expansion of 
Swain Nelson’s manufacturing 
operations, Raymond A. La 
Croix, former Bell & Howell ex- 
ecutive, has been promoted to 
general works manager and John 
R. Miles, previously with Bausch 
& Lomb and Argus, Inc., has | 
been named chief engineer. 











WILLIAM H. NORTH 
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THE KNAPE & VOGT MFG. CO. BOWLING TEAM, | 


captain in the Army Transpor- | 
tation Corps. Previously, he was | 


president of the Ferry Cap & Set | 









DESIGN AND COLOR attract your customers’ 
attention, but quality is what closes the sale. A de- 
sign may be pleasing. A color, attractive. But if 
quality is lacking in materials, in workmanship and 
finish, the product becomes a floor fixture. 
Whitney Hampers have Quality that turns “Just 
looking, thank you” into “I'll take that hamper”. 


Whitney Hampers are well designed, finished in 
the full range of the U.S. Government Bureau of 
Standards colors for bathrooms. And Whitney 
Hampers are made of the finest materials available 
by skilled workmen to give long service. 

The promotion of Whitney Hampers means faster 

turnover and better profits 

9, sin hampers . . . builds up 

‘customer confidence in the 

quality of other merchan- 
dise in your store. 









Preferred in the past 
Preferred in the future 





HAMPERS 
YWENILE FURNITURE - CRigs 
BABY CARRIAGES 


FL. A. WHITNEY CARRIAGE CO. 
Since 1858 
LEOMINSTER, MASSACHUSETTS 
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KELLEY-HOW-THOMSON 
ELECTS A. G. THOMSON 
NEW PRESIDENT 


A. G. Thomson was elected | 
president and chairman of the 
board of Kelley-How-Thomson 
Co., 309-349 S. Sth Ave., W., 
Duluth 1, Minn., wholesale hard- 
ware concern, at a meeting of the | 
board of directors held July ‘17. | 
named are: | 
George W. Welles, Jr., and I. 


Other officers 


Wold, vice-presidents, and Ber- 
nard H. Killorin, assistant sec- 
retary. 

Mrs. B. W. How, who has 
been vice-president, and J. P. 
Harvey, secretary-treasurer, con- 
tinue in their offices. 

Additional directors elected 
by stockholders are Alexander 
D. Thomson and Raymond J. 
Higgins. 

The new president of the com- 
pany succeeds R. W. Higgins, 
who died last March 28, at 
Phoenix, Arizona. 








CLYDE W. HICKS 


C. W. HICKS IN CHARGE 
OF CONRON, INC. SALES 


Clyde W. Hicks has been 
elected vice-president in charge 
of sales of Conron, Inc., 309 E. 
Van Buren St., Danville, IIL, 
hardware wholesalers. 

Mr. Hicks for a number of 
years was employed by the Otto 
R. Schultz Hardware Co., Dan- 
ville, until 1940 when he joined 
the Thomas Conron Hardware 
Co. in the wholesale department. 
He traveled through Central 
Illinois and later was made a 
house salesman. He gradually 
became more prominent in the 
sales department and in 1943 was 
made sales manager. 

Conron, Inc., was formed in 
1943, and at present covers most 
of Indiana and Illinois with 25 
salesmen. Thirty ex-G.I.’s are 
taking the firm’s training pro- 
gram, and later some of these 
will he added to the sales force. 
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| president. He has the re- 


will continue to specialize in the 
car heater field. 

| The Northwestern states will 
be covered by James B. Hofer. 


| Arthurs. 


PITTS. WHOLESALERS 
PLAN MERCHANDISE 
SHOW, AUG. 19-21 


| Merchandise Mart at the William 
Penn Hotel, Aug. 19, 20 and 21. 


| facturers of house furnishings, 





ings, bedding, hardware, paint, 
| ete., will display their products. 
For the entertainment of cus- 

| tomers an official AAU boxing 

E. S. BRADFORD NEW VP. contest will be staged in the 
OF ALLISON-ERWIN CO. | },,1) room, and other entertain- 

The Allison-Erwin Co., hard-| ment will be provided. 

ware wholesalers and retailers, at Lou Braden, of J. A. Williams 
Charlotte, N. C., at its recent} Co. 401-433 Amberson Ave., 
annual meeting, elected E. S.| Pittsburgh hardware wholesalers, 
Bradford, a vice-president. For 
the past several years Mr. Brad- 
ford has been manager of the 
company’s hardware division and | 
will continue in that capacity. 


E. 8. BRADFORD 


GORDON T. RITTER 
DIRECTS ARVIN SALES 


Gordon T. Ritter was recently 
announced as director of Arvin 
Sales, of Noblitt-Sparks Indus- | 
tries, Inc., 901 Circle Tower, | 


Columbus, Ind., by Glenn W. | 
Thompson, recently _ elected | 





sponsibility of merchandising 
“Arvin” radios, home appliances 
and car heaters. 

Paul Tanner has been ap- 
pointed as assistant to Mr. Rit- | 
ter, in the radio and appliance} js president of the Wholesale 
sales division, Merchants Division of the Cham- 

Phil C. Baker will supervise | ber of Commerce of Pittsburgh, 
the sale of new laundry tubs| sponsors of the show. Donald 
bearing the Arvin brand, and| Scully, of Joseph Woodwell Co., 
| 201 Wood St., Pittsburgh whole- 
| sale hardware firm, is Mart 





LOU BRADEN 


Mart Director. 





EASTERN REP. 


Noma Electric Corp. has ap- 
pointed Seymour Mayers as sales 
representative in New Jersey, 
Maryland, the District of Colum- 
bia, Virginia and Philadelphia. 
He will handle toys, wire, heat- 
ers and Christmas lights and 
decorations. 
| Mr. Mayers, who served in the 
marines in the Pacific, was 
formerly a special assistant at 
| Noma, Ltd., of Canada. 


| NOMA APPOINTS 








G. W. THOMPSON 


| electric appliances, floor cover- | 


Replacing Mr. Tanner in the | 
southeastern territory is Earl | 


Pittsburgh will hold its 11th | 


Leading wholesalers and manu- | 








| Chairman, and E. M. Marks is | 





WM. C. SCHEUTZOW 


LAMSON & SESSIONS 
NAMES SCHEUTZOW 
REPRESENTATIVE 


The Lamson & Sessions Co., 
1971 W. 85th St., Cleveland, an- 
nounces the appointment of Wil- 
liam C. Scheutzow as a repre- 
sentative in the Cleveland area. 

Mr. Scheutzow has been em- 
ployed by the Lamson & Sessions 
Co. since 1923, during which time 
his experience has included order 
writing, stock records, expediting 
and sales correspondence. He 
has a thorough and practical 
knowledge of the bolt business, 
including production problems. 

Mr. Scheutzow is taking the 
sales territory vacated through 
the resignation of J. L. Salter, 
who is moving to California. 





DIRECTS SALES FOR 
WATSON-STANDARD CO. 


Henry K. Watson II has been 
placed in charge of foreign and 
domestic sales of the Special 
Coatings Division of the Watson- 
Standard Co., Pittsburgh, Pa. 
Mr. Watson is a director of the 
company. He is the third genera- 
tion of his family to be engaged 
in the paint industry in Pitts- 
burgh. 





HENRY K. WATSON, Il 
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roe KLEINS .. tne roo1s 


9 
» GOOD WORKMEN Avcom/ 


To men who know and depend on good tools, 
the fine craftsmanship and quality materials that 
go into every pair of Klein Pliers are important. 
They know that the perfect balance—the spring 
to the handles—prevents tired hands. That the 
keen cutting knives give years of service. That 
the fitted hinge assures perfect alignment of jaws. 
That Klein Pliers will measure up to any job. 


Today, even though the full line of Klein Pliers 
is in production, the demand for these quality 
tools exceeds the supply. However, keep Kleins 
on your want list—your jobber will fill your 
order as soon as he can. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric 
Corp., New York 


This handy Klein 
Pocket Tool Guide— 
which shows the Klein 
line and contains other 
useful tool information 
—will be sent to you up- 
on request. 








Since 1857 
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3200 BELMONT AVENUE, CHICAGO 18, 
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FOR A TOP RATE 
ELECTRICAL APPLIANCE 
CONNECTION..... 


PLUG IN WITH 
TOP© LINE 














TOP @ LINE 


Torys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 











CARL J. PRINZLER HONORED ON HIS 76th BIRTHDAY 
—While he was in Boston, Mass., on a business trip several 
builders’ hardware manufacturers held a birthday luncheon, 
June 6, for Carl J. Prinzler, Vonnegut Hardware Co., Indian- 
apolis, Ind., at the Hotel Statler. A member of the HARD- 
WARE AGE Fifty Year Club, Mr. Prinzler joined the Vonne- 
gut organization 57 years ago. In the group are: seated, left 
to right—Adon H. Brownell, general sales manager, Lock- 
wood Hardware Mfg. Co., Fitchburg, Mass.; Carl J. Prinzler 
and Don R. Taylor, eastern Massachusetts representative for 
Lockwood. Standing are: Homer Eichacker, Vonnegut Hard- 
ware Co.; George Wheatley, manager, Lockwood's contract 
hardware department; Kenneth Bullard, New England repre- 
sentative for Vonnegut and Frank H. Sherwood, Lockwood's 
advertising manager. 








| HEADS TRUE TEMPER 
TACKLE SALES 


R. M. Noyes, for 17 years 
superintendent of manufacture, 
True Temper Rods and Baits, 
has been made sales manager of 
its fishing tackle division by the 
American Fork & Hoe Co., of 
Cleveland, Ohio. Dick Noyes, 
as he is known to thousands of 
sportsmen because of his bait 
casting demonstrations at all 
major winter sports shows, has 
spent his entire business life in 
the design, manufacture and sale 
of True Temper Fishing Tackle. 
First employed by the company 
in the summer of 1923 while 





JOHN SHANN 


JOHN SHANN JOINS 
HARDWARE DISTRIBUTORS 


John Shann, who has had a 
very diversified administrative 
background in the wholesale 
hardware and department store 
trade has joined Hardware Dis- 
tributors, Inc., 145th St. and 3rd 
Ave., New York 51, as its new 
vice-president in charge of pur- 
chases. 

Mr. Shann entered the whole- | 
sale hardware field 37 years ago 
with Masback, Inc., New York, 
and was with this firm for 20 
years, for a considerable period 
in charge of purchases and sales. 

Later Mr. Shann was with 
Chas. J. Smith & Co., Inc., Jersey 
City wholesalers, as vice-presi- 
dent and general manager. Dur-| still a student he progressed 








RICHARD M. NOYES 











ing the past five years he was 
an associate of Paul J. Polke & 





Co., representing the American 
Screw Co. 


rapidly through various depart- 
ments to become superintendent 
of the fishing tackle division in 


| 1929, 
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Lamson & Goodnow Elects J. 0. Woodsome 
As President, Edgar R. Field, Treasurer 


John O. Woodsome was elect-| which time he has served in | 
ed president and Edgar R. Field | various capacities including fac- | 
treasurer of the Lamson & Good-| tory manager and assistant trea- | 
now Mfg. Ce., Shelburne Falls, | surer. He was a nephew of the | 
Mass., at a special directors’| late Mr. Clifton Field and a 
meeting, June 25. They fill va-| great-grandson of Nathaniel Lam- | 
cancies created by the death of | son, founder of the business in 


1837. 
Mr. Walker has been manager 
of the company’s New York office | i + [- 0 . 3 0 7 T 


for many years. He has been con- 
tinuously employed for the past The Original Telescopic All-Steel 
Basement Post with Built-in Jack 


54 years, most of which were | 
| devoted to sales work in the 
Outsells any other! 
—— 
eZ 


|New York area. He is well- 


/ ACROSS THE NATION she’ 


NATIONALLY ADVERTISED 





known throughout the cutlery in- 
| dustry. 
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SO. AFRICAN AGENCY 
SEEKING LINES 


Harold J. Goodwin, P. O. Box | 
8184, Johannesburg, South 
Africa, manufacturers represen- 
tative, who represents several 
U. S., Canadian and British man- 
ufacturers of electrical items, 
radios, tools and hardware, is 
interested in acquired exclusive 





















JOHN 0. WOODSOME 


Home Owners Are Concentrating 
On Maintenance And Improvement 





Clifton L. Field, former presi- 


dent and treasurer of the com- 
pany, who died May 12. 

Other officers elected were: 
Clarence J. Walker, manager of 
the New York office, vice-presi- 
dent; Deane H. Jones, vice- 


president in charge of produc- 


tion; and Miss Betty A. Johnson, 
assistant treasurer. 

Mr. Woodsome joined the 
Lamson & Goodnow staff in 
1941, as sales manager, and has 
served, also, as vice-president 
since December, 1942. He is a2 
graduate of the University of 
Wisconsin. 


Africa on paints, low priced 
novelties and mechanical toys 
and musical instruments. 


ation, Mr. Goodwin says: “The 


to be general as far as export 
representation goes. Apparently 
factories cannot ship promptly 
and no one expects them to. 
Some of my connections are still 
waiting for orders that I took 


be executed. 
ers] need not fear when they say 


agencies for the Union of South | 





fi 


Writing about the export situ- | 


situation in this country seems | 


as much as seven months ago, to | 
So they [export- | 








7 out of 10 homes in your area 
need TEL-O-POST. You can fill 
the need and reap the profits! 
| TEL-O-POST is the original 
basement post with built-in jack. 
It has dealers reporting huge 
nationwide sales. Constant ad- 
vertising in. national publica- 
tions is swelling the steady de- 
mand for TEL-O-POST. Home 
owners are telling friends. It's 
high time for you to take advan- 








tage of this ready market. 


7 out of 10 Aoomes 


NEED IT TO LEVEL AND SUPPORT 
SAGGING. FLOORS 


correct cause of sticking doors and win- 
dows — plaster cracks — squeaky floors — 
raised baseboards. 

BUILT-IN JACK ALL-STEEL POST 
ADJUSTABLE FROM 5’ 7” to 8’ 4” 


fXF Pa. Nationally Advertised 
i Pend. 


DECLARE YOURSELF ‘IN! 


Packaged complete. DISPLAY AND SELL 
$995 Ready TEL-O-POST IN 

install, YOUR STORE — RUSH 
Shipping weight 40 Ibs. YOUR ORDER TODAY! 


TEL-O-POST COMPANY 


Akron 8, Ohio 


Mr. E. R. Field has been with] they cannot ship promptly. No 
the company since 1919, during| one expects them to.” 






































SECRETARY AND RETIRING SECRETARY, HARDWARE 
SQUARE CLUB: Le Roy Fowler (left), Franklin Hardware 
Co., recently elected secretary of the Hardware Square Club 
and Ralph S. Allen, Diamond Expansion Bolt Co., who re- 
cently retired as secretary after nearly 14 years of service in 
that capacity. 


140 Ash Street ° 





AUGUST 1, 1946 107 





SLEIGHT METALLIC INK 
CO. ACQUIRES PASSONNO- 
HUTCHEON CO. 


The Sleight Metallic Ink Co.. 


Philadelphia and Chicago, has 
announced the purchase of all 
the stock of the Passonno-Hutch- 
eon Co. of Cleveland, Ohio, and 
its subsidiaries the Densol Paint 
Co., Cleveland, the Passonno- 
Hutcheon Co. of Boston, Mass., 
and the William Connors Paint 
Mfg. Co. of Troy, N. Y. 

The Passonno-Hutcheon Co. of 
Cleveland, 1926, 


manufactures a complete line of 


organized in 


paints, varnishes and enamels 
under the brand name “Olo,” 
which are distributed through 
the retail and jobbing paint 


trade. 
Morris H. 


chairman of the 


Gotthilf will be 


Passonno-Hutcheon Co. and its 
Fred J. 


will become president. Theodore 


subsidiaries. Passonno 


T. Toole, president of the Sleight | 


Metallic Ink Companies will be- 
come executive vice-president of 
the Passonno-Hutcheon Com- 
panies and Louis Levison, trea- 


surer of the Passonno-Hutcheon 


group. 

Other officers will continue in 
their past capacities in their | 
respective companies. Clifton L. 


Kennedy continues as vice-presi- 


dent of Passonno-Hutcheon Co. 


of Cleveland, Miss H. M. Kauf- | 


man as secretary and William N. 
Jackson as assistant treasurer. 
C. L. Hutcheon continues as vice- 
president of Passonno-Hutcheon 
of Boston and Walter L. Corco- 
Catherine C. Bont- 
ley is secretary and Harry C. 
Hayner, assistant treasurer of 
the William Connors Paint Mfg. 
Co. 


ran as clerk. 


board of the | 





MORTON J. RAINEY 


| M. J. RAINEY APPOINTED 
GEN. SALES MGR. OF 
MORSE TWIST DRILL 


Morton J. Rainey has been ap- 
pointed general sales and adver- 
tising manager of the Morse 
Twist Drill & Machine Co., New 
Bedford, Mass. 

[he purchase of this company 
by the Van Norman Co., Spring- 
field, Mass., was announced in 
these columns of the July 4 issue. 
Morse will be operated as a 
separate corporation and will 
remain in New Bedford. 

Mr. Rainey, after service in 
World War 2 sold securities in 
Minneapolis before joining the 
Morse organization. From 1921 
to 1926 his headquarters were in 
Paris, from where he traveled 
throughout the Continent and in 
the British Isles. He returned to 


1. F. Gould Now Owns 101-Year-Old Firm; 
G. E. McClintock Quits After 61 Years 


Thomas F. Gould, 


treasurer | 


| and part owner of the 101-year- 


old John B. Varick Co., Man- | 


| 
| chester, N. H., with George E. | 
| 


| after 61 years with the company. 


| terests of the Varick heirs. 


the United States in 1926 to be- | 


sales 
made 


manager 
several 


come assistant 
but subsequently 
trips to Europe. 
In recent years his activities 
have been confined to the prob- 
lems of Morse distributors in the 


domestic field. 


McClintock, has become the sole 
owner of the wholesale and re- | 
tail hardware establishment. 


Mr. McClintock is retiring 


He became manager of the com- 
pany in 1928, and president and 
general manager in 1935, when | 
he and Mr. Gould became partial | 
owners. In 1945, Messrs. Gould | 
& McClintock acquired the in- | 


Thomas D. Gould, son of the 
new owner, who has been with 
the company for the past 17 
years, has been named president. 


Thomas F. Gould who has been 





| 


| 
| 





GEORGE E. MeCLINTOCK 


connected with the firm for 46 
years, and has been treasurer 
; 


rovia, 


since 1935, will continue in that 
capacity. 

Arthur A. Bassett, who has 
been with the firm 45 years and 
has been Mr. McClintock’s ae 
sistant for many years, has been 
promoted to general manager. 


WALLER RESIGNS FROM 
UNDERHILL, CLINCH 


Carleton B. Waller resigned 
as president of Underhill, Clinch 
& Co., 110 E. 28th St., New York 
City, hardware wholesaler, as of 
July 1, at which time he also 
disposed of his financial inter- 
ests in the concern. 

Mr. Waller acquired the old 
Underhill, Clinch organization in 
1934 and actively directed its 
operation from that time until 


| Jan. 1, 1946, at which time he 


was elected president of the new 
organization of the same name. 
He expects to announce his plans 
in the near future. 


CARLSON TAPE LINE 
CROFTON HANDLES 


Thomas J. Crofton, 30 Rocke- 
feller Plaza, New York City, has 
recently been appointed to repre- 
sent Carlson & Sullivan, Mon- 
Calif., manufacturers of 
the Carlson line of steel tape 
rules in the metropolitan New 
York area. Mr. Crofton con- 
tinues to represent H. B. Sher- 
Mfg. Co., Battle Creek, 


man 


| Mich., and other manufacturers. 








W. J. Riley Supply Co. Enter New Plant; Louisiana Firm Started 18 Months Ago 


The W. J. Riley Supply Co.,| Monroe, La., which only started | ville Ave., on Transcontinental | 





Ww. J. RILEY 
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business on Jan. 1, 1945, is now 


| housed in its new, modern plant, 
| completed June 1, at 3000 Louis- 


Highway 80. 


The building is of fireproof 


construction, of red brick and 


are, ‘' 


ie ee ee 


glass blocks. There is not a 
single post on the whole ware- 
house floor, which is 100 by 180 


it. The offices are air-conditioned. 
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THE NEW AND 
GREATLY IMPROVED 
Patented 


Here is a Mop Wringer Pail unlike 
any you have ever seen . . . with fea- 
tures every woman wants .. . that of- 
fers these and other compelling sales 
advantages: 

1. Simple one-foot operation; 


2. Plenty of room for mop to spread 
out and clean itself; 


3. No springs or mechanism to get 
out of order; 

4. All parts galvanized; 

5. A Pail that is definitely not top- 
heavy; 

6. A Pail that is light enough for 
a woman; strong enough for a 
janitor; 

7. Easy to demonstrate. 


8. A Pail that is advertised in the 
magazines women read... The 


my, 


ay 


MOP WRINGER PAIL 


American Home, Better Homes and 
Gardens, House and Garden, Good 
Housekeeping, Ladies’ Home Jour- 
nal, Woman’s Home Companion. 


You don’t have to sel] the Improved 
DeLuxe Mop Wringer Pail; you 
merely have to show it to the house- 
wives who come into your store and 
call these advanced features to their 
attention. You'll find them more 
eager to buy it than you are to sell it. 


The time to start mopping up real 
profits with this DeLuxe Mop 
Wringer Pail is right now. Put it on 
display where your customers can 
see it and then watch your cash reg- 
ister start jingling. Ready for deliv- 
ery now. Order from your jobber. 
Ask for DeLuxe Mop Wringer Pail 
No. 2946—actual capacity 14 quarts. 












> 
WRING 


is: 






wit J 


aeons step on the lever 
and the Wringer opens. 
It’s an easy, one-footed 
genes. No throwing 

the Pail out of balance, no 
splashing, no contortions. 















Ample room to insert the 
mop...and the cleverly 
designed opening guides 
the mop against the front 
roller, where the greatest 
amount of pressure is 
exerted. 


ai 


z 


wy | a 
Kael 4 







Then step on the embossed 
foot treadle “oy! withdraw 
the mo) ‘9 The foot keeps 
4 rollers tightly com- 

, and at the same 
time balances the Pail. No 
springs to get out of order. 


SCHLUETER MFG. CO., ST. LOUIS, MO. 
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finishing 
operations! 


Yes, good shears get 35 different finishing 


different 


operations at Acme! That’s why they’re the 
kind of shears that win purchasers’ good will. 

Made of quality materials, each pair of 
Acme shears must undergo eagle-eyed in- 
spections after every operation...and they’ve 
got to be perfect to pass. 

To make quality goods at low prices is 
something Acme has excelled in throughout 
its 70-year history. Today, Acme is looking 
ahead, ever seeking better ways to produce 
finer scissors and shears for all household 
and professional needs. 











| party, June 28, at the Butterfield 


Right now, Acme 
products include all 


Give this line the consideration popular models of 


it deserves; that way you will 
benefit to the greatest extent as 
new Acme triumphs arrive. 


Utility Shears, Sewing 
Scissors, Dressmakers’ 
Shears, Kitchen Shears 
and others. They're all 
good cutters and dothe 
job they're meant todo. 


CME suear co. 


BRIDGEPORT 1, CONNECTICUT 





Makers of 


ACME -  EVERSHARP + PURITAN 


WINDSOR + KLEENCUT + AMERICUT 


Keep Your Eye o ACME/ 
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| ing the war, he returned to the 


G. W. BALDWIN GOES 
TO WEST COAST FOR 
GEO. D. ROPER CORP. 


George W. Baldwin is the 
assistant manager of the Pacific 
Coast division of Geo. D. Roper 
Corp., Rockford, Ill. 

He will be located in the Fur- 
niture Exchange, 1355 Market 
St., San Francisco, and will work 
with T. H. Hall, Roper’s Pacific 
Coast division manager. 

After serving as Chief of the 
Appliance Unit, Plumbing and 
Heating Division of W.P.B, dur- 


firm as sales manager for a 2%- 
year period. 








L. E. GILLIARD 


|L. E. “Slim” Gilliard, of Fey- 
ette R. Plumb, Inc., with the low 
| net score of 61. Cc. L. Butts, 
| Montgomery Ward & Co., had 
| the first low gross score, with a 
| 78. 

| Other leading scorers were: 
| E. B. Low, A. M. Clausen Co., 
| second low net, 62; John Dau, 
Hibbard, Spencer, Bartlett & Co., 
| second low gross, 79; W. G. 
| Whipple, the Washburn Co., 
| third low net, 63; Wilbur Hig- 
| gins, Jr., Starline, Inc., third low 
| gross, 80; Theodore Y. Young, 
| Lufkin Rule Co., fourth low net, 
64; E. Mackey, Hibbard, Spen- 
| cer, Bartlett & Co., fourth low 
| gross, 86; Walter Y. Rahn, 
Commercial Credit Corp., fifth 
low net, 65; T. E. Mulligan, 


Z Hatch Bros., fifth low gross, 88; 
TOURNEY DRAWS 115; | w EF. Selck, W. E. Selck Co., 


GILLIARD WINS CUP fifth low net, 66; Robert B. 
The Central States Hardware | Kemp, Irving Kemp Co., seventh 





GEORGE W. BALDWIN 


CENTRAL STATES GOLF 





Club held its eighth annual golf 


Country Club, Chicago, with 115 


low net, 67; J. Trinz, Superior 
Paint & Varnish Co., eighth low 
net, 68; and V. V. Haight, Jr., 


members and guests attending. | Lux Clock Mfg Co., ninth low 
The Club Cup was won by| net, 69. 














DETSCH & CO. HOLDS POST WAR SALES MEETING. 
During the war Detsch & Co., Inc., 341 10th St., San Fran- 
cisco, Cal., manufacturers’ agents, covered its trade by mail, 
but has since rebuilt its sales staff with veterans. Here is the 
staff, at the company’s headquarters discussing its post war 
program. Left to right: Loring L. Brown, artist, former Yeo- 
man Third Class, UNR; Benton A. Dixon, manager, Puget 
Sound division, former warrant officer; David J. Curtin, gen- 
eral manager, former chief yeoman, USNR; A. Jackson 
Detsch, president; Win C. Detsch, vice-president in charge 
of sales; Albert M. Gomez, Jr., manager, Intermountain divi- 
sion, former technical sergeant; Clarence L. Merriam, “Press 
Room” manager, former Ist Lt., AC, AUS; Alfred Garrido, 
manager, Southern California division, former technical ser- 
geant, AUS, and Dale W. Pearson, manager, Rocky Mountain 
division, former staff sergeant. 
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THE SPONGE MARKET IS BUZZING AGAIN. This busy 
scene is at the Tarpon Springs, Fla. Sponge Exchange where 
buyers are again vying for the sponges which were unavail- 
able during the war years. The American Sponge and 
Chamois Co. reports that Mediterranean sponges of all 
grades are back in great quantity. 

During the war sponges almost disappeared in the U. S. 
because of a sponge blight of several years duration in 
Florida, Cuba and the Bahamas. The normal supply of im- 
ported sponges dropped 82 per cent during five war years 
and prices rose astronomically. 

Mediterranean sponges are found along the entire North 
coast of Africa and even right in the Dardanelles. The prin- 
cipal grade is the Honeycomb, also known as Mandruka. It 
is close-knit and has a honeycombed appearance with good 
strength and softness. The Mediterranean Silk sponge gets 
its name from the extremely fine pores in which it closely 
resembles the American Reef sponge, but its superfine soft- 
ness and long wearing qualities make it the most popular 
toilet sponge. 








sentatives, 116 New Montgomery 


BY LUFKIN RULE bes San Francisco 5. He will 
The Lufkin Rule Co. Sagi cover the northern California 


naw, Mich., has appointed Frank | territory and Reno and Elko, 
H. Jordan, Jr. to represent it in| © 
the southwest territory. 

He served in the Navy during 
World War II, being discharged | 
in Dec., 1945. Mr. Jordan will! Ekeo Products Co., 1949 N. 
travel Louisiana, Oklahoma, Ar- Cicero Ave., Chicago 39, IIl., has 
kansas and Texas, and plans to| announced the purchase of Mur- 
make his home and headquarters | dock Metal Products, Inc., Chi- 
in Dallas. cago, as a wholly owned subsidi- 
ary. Murdock Metal Products, 


Inc., is the successor to the 
THOMAS C. BELTON former partnership, M & M Mfg. 


IN NEW POSITION Co., and manufactures patented 
Thomas C. Belton, who severed| metal kitchenware specialities 


JORDAN APPOINTED 


EKCO PROD. BUYS 
MURDOCK PRODUCTS 


es 














his connections with Baker & 
Hamilton, San Francisco whole- 
sale hardware firm, July 1, has 
joined Glenn B. White & Asso- 
ciates, factory and mill repre- 
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not competitive to the Ekco prod- 
ucts line. 

Former Murdock lines _ will 
supplement the Ekco lines and 
will be sold by the Ekco staff. 











AN ACHIEVEMENT 
f° Y~ 










Buyers who have seen the TIME- : 
SAVER Pressure Cooker accord it top 
honors. The TIME-SAVER is an achieve- 
ment in quality, combining, as it does, ‘4 Y 
beauty of design, utility and mechani- Ha 
cal perfection. It is made of a special 
quality, hard aluminum alloy and pol- oa 
lished to a high degree of lustre. id 
Sturdy in construction. A simple flick Pps 
seals and locks the pan with ease and “ 


air-tight precision. 








ie 
Ae 
3-in-1 Pressure Gauge ie: 
‘7 \ oN 
Cooking tests disclose the superiority of the TIME- ‘e ; 
SAVER'S 3-way gauge. The gauge can be set at ih 
5, 10 or 15 Ib. pressure—thus attaining cooking at 
perfection and consumer satisfaction. ite ; 
74 iy 
T RETAILED AT “g 
GUARANTEED wire Ras 
$aq50 Be 
A certificate of guarantee, ¢ an, 
assuring mechanical per- re 
fection, is enclosed with (5% higher—Zone 2) it 
each cooker, as well as a Individually f 
new illustrated 24-page packed y 


time-chart and instruction 
booklet. 


NEWSPAPER MATS AVAILABLE 


Manufoctured by 


TRAUBEE PRODUCTS, Inc. 


924 BERGEN STREET, BROOKLYN 16, N. Y. 
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—6 to a carton— 
weight 37 Ibs. 
FOB factory 


it 
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THE COLEMAN CO., 


W. Carney, 


at Chicago, 
Louis and Kansas City, Mo. 





INC., midwestern manufacturer of | 
home heating equipment and gasoline pressure appliances, 
told the story of its production and distribution programs to 
its principal suppliers of raw materials and finished products 
at a series of six luncheon meetings, last month. 

Coleman's Purchasing Director Harold Fryar (left), Ralph 
vice-president and sales W. 
DeGood, sales engineer, were in charge of the meeting held 
Cleveland, Middletown, 
They traveled with an 11,000- 


pound display of more than 60 Coleman products. 


manager, and 


Ohio, Pittsburgh, St. 








CONLEY HEADS SALES 
FOR HOTPOINT 
KITCHEN DIVISION 
William CG. Jr., 
appointed manager of the 


Edison 


Conley, has 
been 
kitchen sales 
General Electric Co., 
5600 W. Taylor Chi- 
44, Ill. He was formerly 
manager, counter equip- 


division, 
Appliance 
Inc., St., 
cago 
sales 





WILLIAM G. CONLEY 
ment group, electric commercial 
cooking equipment division of 
the company. 

During the war he was a 
captain of Ordnance, prior to 


which he was a priority specialist 
for the War Production Board. 
He was for several years prior to 
the 
divisions for an 
company in Hagerstown, 


utility 


Pa. 


electric 


TWO FIRMS JOIN 
FAIR TRADE GROUP 


The Kleer Co., Bradford, Pa., 
manufacturers of liquid glass 
cleaner, fog proofing compound, 
and cleaning 
the 


furniture polish 


compounds, recently joined 


war director of various sales | 


Trade Council. 
Markwell Mfg. Co.. 200 Hudson 
New York City, staple and 


stapler makers, another new 


American Fair 


ot., 


is 





member of the council. 


NEW BRITAIN MACHINE 
APPOINTS AGENTS 


Five manufacturers’ agents 
have been appointed to handle 
ihe “None-Better” wrench line of 
the Hardware division of the 
New Britain Machine Co., 
Britain, Conn. 
announced by Frank G. Vibberts, 
sales manager, are: 

Frank Ewing, 3566 N.E. Bryce 
Portland 13, Ore., to cover 
Washington, Oregon, Idaho and 
Montana; 


ees 


Frank W. Lynn Co., 301 N. 
Market St., Dallas 2, Texas, 
covering Texas, Oklahoma and 
Arkansas; 


Don Smith, 975 Bwy, 
Colo., to cover Wyoming, Utah, 
Colorado and New Mexico; 

Walter Weber Co., 429 Cham- 
ber of Commerce Bldg., 1151 S. 
Bwy., Angeles 15, covering 
California, Arizona and Nevada, 


Los 


and 

Samuel S. Lerner, 744 Notre 
Dame St., W., Montreal, covering 
Eastern Canada and Newfound- 


land. 


New | 
The five agents, | 





Denver 3, | 








adver- 


ELON R. BROWN, 


| tising manager of the Rubber- 





set Co., Newark, N. J., whose 
handling of his firm's nylon 
bristled paint brush campaign 
which ran in HARDWARE 
AGE and other publications, 
won him first prize for the 
best product advertising, at 
the 23rd annual conference 
of the National Industrial Ad- 


vertisers Association. 








November National Conference to Push Use of Electricity on Farms 


Plans for a national farm elec- 
trification conference in Chicago 
on Nov. 7 and 8 were announced 
July 18 at a meeting in New 
York City of leaders in the agri- 


ultural, industrial, educational 
and farm publications fields. 
The conference, first of its kind 


» be held on a nation-wide basis, 
is among its objectives, the pro- 
motion of the importance of 
agricultural prosperity to na- 
tional prosperity; the importance 
of high level farm purchasing 
power in relation to employment 
and production; electric service 
as a force in cutting farm pro- 
duction costs; and the promo- 
tion of electrical as a} 
means to a higher standard of | 
farm living. 


service 


| National 


Conceived by a group of rural 
agricultural engineers, the con- 
ference will be sponsored by a 
number of organizations includ- 
ing the American Society of 
Agricultural Engineers, Agricul- 
tural Editors Assn., 
Grange, National Electrical Man- 


Society of Mechanical Engineers, 
Electrical 
Association, Edison Electric In- 
National Association of 
Domestic and Farm Pumping 
Equipment and Allied Products 
Manufacturers, and the National 


stitute, 


Retai! Farm Equipment Associa- | 


Participants in the two- 
meeting will include the 
Research Adminis- 


tion, 


day 
Agricultural 


| tration of the U, 


National | 
| ufacturers Association, American 


Wholesalers | 


S. Department 
of Agriculture and the U. S. 
Office of Education. 

Invitations for co-sponsorship 
have been extended to a number 
of other groups, such as the 
REA, Agricultural Extension 
Service, and the American Farm 
Bureau Federation. 

George Kable, New York City, 
editor, Electricity on the Farm, 
has been named chairman of the 
national conference and Truman 
Hienton, Washington, D. C., head 


| of the division of farm electrifi- 


| 
| 


U. S. Agricultural Re- 
search Dept., was named vice- 
chairman, and Roy Godley, Edi- 


son Electric Institute, was elected 


cation, 


| secretary. 





Leaders in agricultural, business, educational and farm publication fields who planned 
national farm electrification conference. 
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GENUINE GEM SAYS: 





"THE FIREWORKS 
STARTED 
ON JULY 2no!” 









“GEM BLADE 











THAT’S WHEN GEM WENT ON 
THE WORLD’S LARGEST NETWORK! 


@ Now 297 Mutual stations broadcast Gem’s famous mystery show, 
“The Adventures Of The Falcon!” 


@ Over 22,000,000 Radio Homes can now tune in your Gem Show every 
Tuesday night! 


@ In the first year, your Gem Show had the second highest rating of any 
dramatic program on the whole Mutual network! Just watch it this 
year! : 


@ Add to this... gigantic magazine campaign . .. making over 14,750,000 
advertising impressions in America's leading magazines! 


@ And you have one of the greatest product “pre-selling” jobs in history! 


SHOW GEM AND YOU'LL SHOW GREAT PROFITS! 


Gem Division, American Safety Razor Corp., Brooklyn 1, N. Y. 


is AVOID ‘5 O'CLock sHADOW' WITH GEM BLADES 
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INCREASE YOUR 
SUMMER a 


Lisl 3 
ONLY 
LOW COST 


UNDERGROUND: 
LAWN SPRINKLING 
SYSTEM 


Self-Draining Heads Connect Directly 
to Sprinkler Piping With- 


ATTRACTIVE 12 HEAD 
DISPLAY CARTON 


This counter display—together 
with circulars—included with 
each order for a dozen nozzles 
—is so attractive ond informa- 
tive that the system actually 
sells itself. 


INSTALLATION PROFITS TOO 


Dealers — install AQUA-SPRAY 
for your customers—and cash 
in on extra profits. Full Instal- 
lation Instructions Furnished. 


PRICED FOR PROFIT 


Retails at $2.49 each 
Costs you $1.49 each 
Your profit $1.00 each 





JOBBERS and 
DISTRIBUTORS 


There are still many valv- 

able AQUA-SPRAY distri- 
bution franchises and ter- 
ritories open. Write on 
your letterhead for com- 
plete information. 


out Tee Connections 


Every home owner will want a set 
of AQUA-SPRAY underground 
lawn spray heads, which, with 
standard }4" pipe provides a prac- 
tical, efficient, yet low cost under- 
ground sprinkling system that any- 
one can install. 


Since spray heads are self-draining 
and won't freeze, the entire system 
of heads and piping is installed 
only 3” below the lawn surface— 
and is connected to outside faucet 
—turning on and off like garden 
hose. 


Sturdy cast aluminum spray heads 
are copper and nickel plated— 
resist acid and alkali corrosion 
—last alifetime. Each head sprays 
80 sq. feet—and adjusts from full 
circle to 14 and ¥4 circle sprays 
for sides and corners. 


IMMEDIATE 


DELIVERIES 
RETAILS FOR 


$49 


PER HEAD 


Don't wait —if 
your jobber 
can't supply 
you—send your 
order direct to 


AQUA-SPRAY 


LAWN SPRINKLER CO. 


439 E. FORT ST., DETROIT 26, MiCH 








| connection with 





EXPORT COMPANY NAME 
NOW NOMA INTL., INC. 


The name of Triumph Inter- 
national, Inc., a wholly-owned 
subsidiary of Noma _ Electric 
Corp. engaged in export-import 
sales, has been changed to Noma 
International, Inc., it was an- 
nounced by Dr. A. L. Buschman, 
Noma International president. 

Noma International, Inc., is 
the export agency for sales of all 
Noma products and those of its 
subsidiaries including the Estate 


| Stove Co., Refrigeration Corp. of 
| America, K-D Lamp Co., Polar- 


ized Products Corp., and the An- 
sonia Electrical Div. 


DUO-THERM DIV. 
ACQUIRES HUGE PLANT 
IN LANSING, MICH.; MAY 

OCCUPY JAN. 1 


Greatly expanded facilities for 
the manufacture of its fuel oil 
space heaters, furnaces and 
water heaters have been gained 
by Duo-Therm Div., Motor 
Wheel Corp., Lansing, Mich., in 
the company’s purchase in Lan- 
sing of a spacious, completely 
modern plant from the U. S. 


| Defense Plant Corp. 


Covering more than 25 acres 


| of land, and offering more than 


a half million square feet of 
usable floor space, the plant is 
equipped for a modern manufac- 
turing operation and for use in 
Duo-Therm’s 
straight-line, precision manufac- 


| turing methods. 


Due to the remodeling which 


| must be done in the new plant, 


and the large amount of ma- 
chinery which must be moved, 


| M. F. Cotes, Motor Wheel 
| vice-president, is unable to esti- 
| mate the time required to make 





Duo-Therm’s 


the move from 


| present quarters to the new loca- 


tion. It is generally felt that it 
would be at least the first of the 
year before operations could be 
started in the new plant. 

The company reports that the 
current demand for Duo-Therm 
fuel oil appliances is at the 
highest peak ever recorded, fol- 
lowing the presentation of its 
new 1946 line, which included 
the revolutionary Chippendale 
and Hepplewhite period furni- 
ture style space heaters. 


CAMFIELD MFG. CO. 
IS INCORPORATED 


The Camfield Mfg. Co., Grand 
Haven, Mich., which has been 
operating as a partnership, has 
been incorporated. All of the 
partners have become _ stock- 
holders in the corporation and 
the control and continuity of the 
management remains the same. 

Officers of the corporation are: 
R. W. Camfield, president; 
R. H. Lillyblad, vice-president in 
charge of manufacturing; P. D. 
Higgins, vice-president in charge 
of purchasing; E. L. Taylor, 
vice-president in charge of sales, 
and L. V. Meyerling, secretary- 
treasurer. 

The board of directors includes 
all of the above with the addi- 
tion of Carl Damm, vice-president 
of Pyle Pattern & Mfg. Co., 
Muskegon, Mich. 

The company manufactures the 
Camfield automatic _ electric 
toaster, the Fluor-O-Shield, glare 
diffuser for ffuorescent lamp 
fixtures, as well as a line of 
laminated wood products includ- 
ing barrel staves and heads, 
golf club heads and household 


serving trays. 








HARDWARE BRIEFS 








CALIFORNIA 


Central Hardware Co. is the 
firm name under which Lawrence 
Hunter, Blanch Hunter and Ed- 


| ward L. Hunter are conducting 
| business at 1738 E. 7th St., Long 
| Beach, Cal. 


Michael L. Falabrino and 
Joseph F. Falabrino are doing 
business under the firm name of 
Mission Hardware and Appliance 
Co., 501 West Valley Blvd., San 
Gabriel, Cal. 


ILLINOIS 


Carl H. McDaniel and C. H. 
Racster have organized the Gray- 





ville Lumber Co., Grayville, Il., 
which in addition to handling 
building materials, will handle 
hardware and paints. Both 
McDaniel and Racster have been 
connected with a Carmi lumber 
company for a number of years 


INDIANA 


The Barrett Hardware Co., 530 
East Washington St., Indian- 
apolis, Ind., has purchased the 
Irvington Furniture Co., 5440 E. 
Washington St. and the Fritz 
Schneider Co., operating furni- 
ture and appliance stores at 1054 
Virginia Ave., and in Greensburg. 
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Ind, 
a three-story building at 344 E. 
Washington St., now being re- 
modeled. With two floors of fur- 
niture to be added to hardware 
lines, it will open in October. 
The former Irvington Furniture 
Co. store and two former Fritz 
Schneider Co. stores will con- 
tinue to handle furniture and 
appliances. Jesse H. Thompson 
will continue in charge of the 
hardware business and related 
lines. For 23 years he was with 
Ban Camp Hardware and Iron 
Co. 





KANSAS 
The Corken hardware store, 
Hiawatha, Kan., was recently 
purchased by L. A. Manion, 
Marysville. Kan. 
Walter Meyers is the new 


manager of the Meyers hardware 
store, Summerfield, Kan. 


LOUISIANA 


Plans for remodeling a one- | 
story building at Tulane and Car- 
rolton Aves. for a modern hard- 
ware and electrical appliance 
store, have been announced by 
C. G. Staubiz, who will operate 
the store. The modernization 
will include new front, floors, 
walls, ceiling and lighting. 


| 

| 

et | 
MISSOURI 


D. W. Eckenberger, owner of 
the General Store, at Center- 
town, Mo., for 23 years, is now 
operating the Eckenberger Hard- 
ware & Supply Co., S. Maple 
St., Eldon, Mo. The store person- 
nel includes Mr. Eckenberger’s 
son, James, and Ben Dutcher, 
who operated a store in Barnett, 
Mo., for 30 years, 





MONTANA 


W. T. Morrison and J. W. 
Thompson have taken over the 
Palmer hardware store at Fort 
Benton, Mont., having purchased 
it from the Frank Palmer estate. 
The store was founded by T. C. 
Power and H. J. Wackerlin in 
1880. 


NEW HAMPSHIRE 


E. P. Campbell, proprietor of 
Neal Hardware, Inc., has leased 
a large double store at Central 
Ave. and Broadway, Dover, 
N. H., and is opening with a full 
line of hardware and farm sup- 
plies. The present store on the 
opposite side of the street will 
be retained with the usual line 
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Barrett Co. recently bought 


| goods will be sold. 


the other side of the street. One 


supply of power tools. 





OHIO 





in Columbus, Ohio, is expected 
to be completed this Fall. The 
company will occupy the same 
spot from which it was ousted a 
little more than ten years ago by 
one of the most disastrous fires 
in Columbus’ history. 





J. C. Miller has joined the 
Burgan-Hibbard Co., Cuyahoga 
Falls, Ohio, as a partner and the 
name of the firm has _ been 
changed to the Burgan-Hibbard- 
Miller Co. A modern fire-proof 
store and office building, 40 by 
100 ft., with a warehouse in the 
rear, 42 by 30 ft., have been 
constructed. The firm expects 
to get occupancy about Aug. 15. 
Hardware, paints and sporting 








OKLAHOMA 


Leland Hardesty has purchased 
the interest of his partner, Olin 
Mannan, in their hardware store 
at Poteau. Okla. 


TENNESSEE 


Joe and Harold Kelso will open 
‘a new hardware store, in the 
Burford Bldg., Brownsville, Tenn.. 
about Aug. 1. The store will be 
styled Kelso Bros. 





TEXAS 


R. S. Jolly, for 20 years with 
the Borderland Hardware Co., 
at McAllen, Texas, has pur- 
chased the H. R. Seale interest 
in the Green-Searle Hardware 
Co., Odem, Texas. The store 
will be known as the Odem 
Hardware Co. E. H. Green has 


retained his interest. 





WISCONSIN 


A new Wisconsin corporation 
is the Rheingans Hardware Co., 
Jackson, Wisc. Listed are 500 
shares of stock at $100 per share. 
Incorporators are Chester M., 
Leoneza, Alfred A., and Mildred 
Rheingans. 





Howard Linton has bought the 
Elroy Hardware Co., Elroy, 


Wis., from Harry W. Bartz, who 
retires after 32 years in the same 
business, Mr. Linton was recently 
discharged from the army with 
the rank of captain, after 4% 








years of service. 


and new lines will be added on 


of the new lines will be a full 


Work on the W. C. Kennedy | 
& Son hardware firm’s new store, | 


“I need more 
tools of this 

Rugged Quality 
and Right Balance!" 


— And you'll surely get ’em when 


Reconversion releases 
UNION’S Production! 


Your fine tool customers know UNIon Quality 
from “way back.” Now they’re looking forward to 
to an accumulation of new sales 





a still finer line, 
features long delayed by materials-shortages. 


They're coming to repay your waiting,—Values 


we've been working on and you’ve been counting 
on through the last four years. You'll make up 
time in profit-making with the perfected line of 
UNION 


Roller and Ice Skates 
Fishing Tackle 
Chisels and Screwdrivers 


Hack Saw Frames 





Gun Implements 


HARDWARE COMPANY 


“a fal f 45 


i ‘ 


TORRINGTON. CONN, 


CHAMUERS 





NEW YORK OFFICE 15 








Welcome 


TO THE HARDWARE GOLF 
ASSOCIATION OUTING 













fey 3 Glorious Days, Sept. 9, 10, I] 
1 Hurry Reservations Ad) ht 


Enjoy your golf on one of the sportiest courses in 
the Middle West... in a private-estate setting of 
3,500 acres of woodland beauty. Enjoy fine food, 
good music. . . luxurious accommodations—all the 
delights of a famous spa. 

Also at your command are therapeutic baths, 
scientific massage, and Pluto Spring Water, famous —_* 
the world over. Make your reservations today. ~ 


FRENCH LICK SPRINGS Hotel 


~~ 


FRENCH LICK, INDIANA OME OF PLUTO WATER + 1) raGcarr, President 





REMINGTON RAND 
SHAVER SALES 
HEAD NAMED 














PARING KNIVES 


BY PAL 


—e & © 





Hollow Ground 


Razor Edge Three-inch Blade 


STAINLESS STEEL 


Polished Riveted Hardwood Handle 
Made by the Makers of Pal Razor Blades 


IMMEDIATE SHIPMENT 


34 First Quality 1 Doz. in Box FOB N. Y. 34 


GENERAL PAINTS, Inc., Cutlery Division 
Dept. 1, 45 Vesey St., N.Y.C. 7 
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RAY G. HAMANN 


ington Rand, Inc. 


| Remington Rand, he was vice- 
| president and general sales man- 
| ager of the White Rock Corp., 


Ray G. Hamann has been ap-| general sales manager and gen- 
pointed sales manager of the| eral manager of Hecker’s H. O. 
Electric Shaver Division of Rem- | Co., 


and sales manager of the 


Shredded Wheat Co. 





|M. M. ZELTER SALES MGR. 
OF ROBESON CUTLERY 


Milton M. Zelter has been ap- 
pointed sales manager of the 
Robeson Cutlery Co., Perry, N. 
Y., it was announced recently by 
Emerson E. Case, vice-president 
| and general manager. Mr. Zelter 
recently joined the Robeson Cut- 
lery Co. after serving 42 months 
with the AAF’s Air Transport 
Command. 

Before the war Mr. Zelter had 
been connected with Barr’s— 
Jewelers & Silversmiths, Phila- 
delphia jewelry chain, and the 
Samson-United Corp. Robeson 
is at the present time introduc- 


His head-| ing “ShurEdge” Gourmet Car- 


quarters will be in Bridgeport, | vers, and Self-Sharpening Knife 


Conn. 


acks on a nation-wide basis. 


Mr. Hamann has a wide sales| Production has been resumed on 


and promotional 


Before becoming associated with | “ShurEdge” 


background.|a limited number of Robeson 


cutlery products. 








FEDERAL SIMPLIFICATION NEWS 








WELDED CHAIN 


The National Bureau of Stan- 


dards announces that a revision | 
of Simplified Practice Recom- 
mendation R100-29, Welded 


Chain, has been proposed by the 
Chain Institute Inc. The Stand- 

| ing Committee in charge of the 

| recommendation has approved 

| the proposal for distribution to 
all interests for comment, ac- 
ceptance or both. 

During the war the manufac- 
ture and sale of chain was cur- 
tailed by War Production Board 
order. The proposed revision of 
R100-29 is for the purpose of re- 
establishing the recommendation 
as a voluntary standard of prac- 
tice. It would establish lists of 
stock sizes and types of welded 
chain for many industria] and 
agricultural purposes. The pro- 
posal is for welded chain only, 
but does not cover pocket wheel 
chain, stud link anchor chain, 
welded brass chain and welded 
sash chain; nor does it cover 
special assemblies such as sling 


| chains, railroad, mine and boom 


or rafting chains. 

It is anticipated that with the 
support of producers, distributors 
and users of welded chain, the 
simplified practice as proposed, 
will materially aid in developing 
greater efficiency in the manu- 





| facture and distribution of this 


| important commodity. 


Copies of the proposed re- 
vision may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 
Washington 25, D. C. 


GRINDING WHEELS 


The National Bureau of Stand- 
ards announces that a revision of 
Simplified Practice Recommenda 
tion R45-39, Grinding Wheels. 
has been proposed by the Grind- 
ing Wheel Mfrs. Assn. and ap- 
proved by the standing committee 
in charge of the recommendation, 
for distribution to all interests 
for comment, acceptance or both. 

Among the important changes 
proposed are the addition of a 
number of shape types, including 
cones and plugs, not previously 
listed. Also, a greatly improved 
method of use classification. 
copiously illustrated, which will 
facilitate the selection of a wheel 
of suitable size, shape and bond 
for practically every present day 
need. 

Copies of the proposed revision 
may be obtained from the Divi 
sion of Simplified Practice, Na 
tional Bureau of Standards. 
Washington 25, D. C. 
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HACKSAW BLADES | gation, according to an an- | 
hn- Printed copies of Simplified | nouncement by the Division of “ hd RM 
D., Practice Recommendation  R99-| Simplified cape gs - ~ bl | LIGHTHOUSE BRAND GA ENTS 
en- 46, Hack-Saw Blades, are now | “onal Bureau of Standards. eC | 
0. available. © ™™ | revised recommendation will be | PROTECT ON LAND OR SEA 
the The original draft of this| identified as R208-46, Fluid yom No matter where you are, it's mighty important to 
recommendation, which became Cans, and will be effective from | ' “EROG Brand" oilskins ha we 
effective July 1, 1928, was limited August a. deat ‘ginal keep dry. Sawyer's ran OUSEING ve P 
to standard tungsten and carbon| he recommendation originally tected sailors against the weather for over 100 years. 
Re. blades. In the revision of 1929 | PPlied pal oe aed sag Now Sawyer's new rubber- 7 
the scope of the recommendation bottom, a eee — © . " USE 
: ; : . , | milk shipping cans of 5-, 8-, and ized LIGHTHO 
'p was enlarged to include high- | 15 alll seaueaiiaes: < Wlinaeealioen 
he speed blades. The last revision,| ©. °° © en 43 d aii a Brand" garments assure 
N. hich flected in 1936. in. weights, and other details, were tecti 
' 4 poem tel-clle ied » 1°) part of the recommendation. you of modern protection 
; Se ae <8 Except for minor changes the against the elements. They 
: The current revision increases recommended practices for these berized d ¢ 
er the scope of the recommendation : scimadl tm tha note are rubberized-rugge ° 
t- still further by the addition of | “a, 7° Tuaince ip My ithstand rough, tough 
hs - J ag The essential part of the re- withstan g", 9 
schedules of stock sizes for} vision is the addition of small going, in any climate, in 
rt coarse-tooth and broach blades.| _- ee, a These 
: ‘ “| milk delivery cans. These are ther. They are 
The blades are designated by dif-|4 g 10. and 12-quart capacity. any wea ¥ y 7 
id ferent type names from those Dimensions, weights, and other powerfully built to with. 
- shown in R90-36 and definitions | details, are included. The addi- stand snagging, tearing, 
a of types have been added. tion of these small cans to the hafin 
- Printed copies of Simplified recommendation represents the menial 
: dé, may be obtained from the| gencral propam af simplifetion WRITE 
‘ } ae ' 
- Superintendent of Oocuments,| of these products. The title of for free descriptive folder showing our 
fe Government Printing Office,|the recommendation has been new post-war lines of "LIGHTHOUSE 
vn Washington 25, D. C., for 10) changed to Fluid Milk Cans, Brand" Rubberized Garments, and 
a cents each. since it now covers both large “FROG Brand Oilskin Garments. 
n . . . 
_—_— milk shipping cans and small 
. STEEL RIVETS Le ad alee of R208. The H. M. SAWYER & SON CO. 
Printed copies of Simplified| 46 are available, mimeographed 26 Thorndike St. 
ia tied Maes oe ace ack leeiaee ch See Pa. Renna S, Sam. 
bs ; -| Division of ‘§ tice, 
able, according to an announce-| National Bureau of Standards, 
= ment of the Division of| Washington 25, D. C. 
: Simplified Practice of the Na- 
tional Bureau of Standards. wi 
This Simplified Practice Rec- | BOLTS AND NUTS 
ommendation which was devel- 
, oped in cooperation with the in- Printed copies of Simplified 
, dustry establishes a voluntary | Practice Recommendation R169- 
, simplified list of stock produc-|45, Bolts and Nuts (Stock-Pro- 
tion sizes (lengths and diam-| duction Sizes) are now available 
eters) for small rivets having| according to an announcement 
round head, flat head, truss or|of the Division of Simplified 


ommended standard stock types | square-neck 
and sizes will result in benefits| square-head lag bolts, square- 


be an aid to the purchasers and 
users in that these groups will 
be provided with a guide to sizes 
that are readily available from | studs. 
stock. 


Practice Recommendation R221- 
46 may be obtained from the| 1937. It is confined to nominal 


cents each. 


wagon box head and countersunk Practice of the National Bureau 


head, also belt rivets, tinners’ and | of Standards. 
coopers’ rivets, and large rivets The recommendation 


estab- 
with button head. lishes a simplified list of stock- 

It is expected that the general | production sizes for square-head 
use of the simplified lists of rec- | and hexagon-head machine bolts, 
carriage bolts, 


neck step bolts, elevator bolts, 
tire bolts, as well as regular, 
heavy, light and machine-screw 
and stove-bolt nuts, also milled 


to all concerned. They should 


This is a revision of the origi- 
nal Simplified Practice Recom- 


Printed copies of Simplified 
mendation R169 promulgated in 








Washington 25, D. C., for 5| ing precise details of dimensions, 


threads per inch and the toler- 
Siete ances therefor, are available in 
other publications. 


MILK SHIPPING CANS Printed copies may be ob- 


The proposed revision of Sim-| tained from the Superintendent 





Superintendent of Documents,| sizes for stock production pur- | out of order. Used also for brooder stove, with 5” flue. Mod- 
Government Printing Office,| poses. Technical standards cover- _ hot dip tanks, space heater, feed cooker, ete. — Senlies 





“America’s Finest Line 


of Tank Heaters” 

Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below water line. 
Siphon feed assures steady flow of fuel, 


- SINKING 
steudy heat. No wicks, or burner to get SELF - S 


all cast iron model 













Efficient! Economical! Oil Burning! 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


from $13 up. 





plified Practice Recommendation | of Documents, Government Print- 
R208-45, Milk Shipping Cans, | ing Office, Washington 25, D. C., SIGEBING MANUFACTURING COMPANY 


has been approved for promul-| for 10 cents. 211 Main Street GEORGE, 1OWA 
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IDEAL POWER MOWER 
MOVES FACTORY TO 
SPRINGFIELD, MASS. 


In order to accomplish an 
anticipated 300 per cent increase 
in production this year on its| 
power lawn mowers, the Ideal | 
Power Lawn Mower Co. has 
moved its entire production, | 
sales, advertising and engineering | 
facilities, from Lansing, Mich., | 
to the parent company plant of | 
the Indian Motorcycle Co., i 
Springfield, Mass 

H. S, Benjamin, vice-president 
and general manager, has an- 
nounced that all machinery, dies | 
and tools have been moved to| 
Springfield, and that additional 
equipment is being installed. 


| 


CLIFFORD C. SIMPSON 
NEW MGR. DIRECTOR 
OF N.E.R.A. 


The National Electrical Re- | 
tailers Association has appointed 
Clifford C. Simpson as coaeaion! 
director. Mr. Simpson, who as- 
sumed his duties July 1, comes 
to NERA with more than 20| 
years of experience in the field of 
organization management. His 
most recent organization assign- 
ment was as general manager of | 
the National Association of In- | 
dependent Tire Dealers. 

Mr. Simpson will temporarily | 
maintain his offices in Washing- | 
ton, D. C., at 1304 Eye St.,| 
N. W., to enable NERA to be 
close to the Washington scene. 
The NERA Chicago office in 
Suite 1471 of the Merchandise 
Mart Bldg. will also be main- 
tained. Later, the Chicago office 
will be enlarged and Mr. Simp- 
son will then move his opera- 
tions there. 


CELCON TRADE NAME 
FOR LUMARITH EC 


In order to simplify the identi- 
fication of its growing family of 
cellulosic plastics, Celanese Plas- 
tic Corp., 180 Madison Ave., 
New York City 16, has an- 
nounced that after Aug. 1 its 
ethyl cellulose materials will be 
known as Celcon. 

Under the name of Lumarith 
EC, Celcon was wholly applied to 
military use almost from its dis- 
covery in the late thirties until 
early this year. Now, because of 
its toughness over a wide temper- 
ature range, its dimensional sta- 
bility, and its resistance to moist 
heat, it is in ever increasing 
demand for civilian products such 
as radio cases, tool housings and 
automotive steering wheels and 
parts. 

Besides Celcon, Celanese plas- 
tics now include Lumarith— 
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cellulose acetate; Forticel — cel- 
lulose propionate; Celluloid— 
cellulose nitrate, and Vimlite— 
the mesh reenforced plastic. 


KING HARDWARE BUYS 
J. M. ALEXANDER & CO. 


The business of J. M. Alex- 
ander & Co., 14-16 Forsyth St.. 
N. W., Atlanta 3, Ga., has been 
discontinued, after nearly 81 
years of operation. The stock was 
sold to the King Hardware Co., 
53 Peachtree St., and the old em- 
ployees of the Alexander business 
have gone with the King com- 
pany. 

The business was established 
by Julius M. Alexander, a re- 
turning Confederate soldier in 
1865, his son Cecil A. Alexander 
becoming sole owner in 1917. 
Cecil A. Alexander, who was in 
the business for 52 years, who 


|makes his home at 1111 St. 


Charles Pl., N.E., Atlanta, Ga., 
has not announced his plans for 
the future. 


» SEEKS LINES FOR 
EXPORT TO BELGIUM 


P. Beaumont, 99, Avenue E. 
Cambier, Brussells, Belgium, act- 
ing as import and export agent 
would like to hear from American 
manufacturers wishing to sell 
their lines in Belgium. 


MOVE TO REORGANIZE 
HOUSEWARES CLUB 
OF DETROIT 


The former Housewares Club 
of Detroit is to be re-organized 
after having been dormant dur- 
ing the war period. At a lunch- 
eon meeting, June 12, at the Har- 
monie Club, attended by some 40 
buyers and salesmen, most of 
them members of the former 
Housewares Club, it was decided 
to re-organize on a much more 
aggressive basis. 

It was agreed that the new 
organization should encourage 
the participation of all buyers, 
salesmen, and executives active 
in the housewares, hardware and 
small appliance industries. 

To lay the ground work and 
prepare the initial plans for the 
reorganization, a committee of 
four buyers and four salesmen 
was selected, headed by Don 
Rose, manufacturers representa- 
tive. Other members of the com- 
mittee are A. J. Malone, J. L. 
Hudson’s; Joseph Marino, Crow- 
ley Milner & Co.; Martin Freid- 
man, Federal Department 
Stores; Harry Hansen, Landers, 
Frary and Clark Co.; Larry 
Nabor, Radio Distributing Co.: 
H. J. Olsen, Tavern Products: 
and Hugo Strauss, manufacturers 
representative. 
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Rudolph Tenk Dies Suddenly at 74; 
Was President of Tenk Hardware Co. 


Rudolph Tenk, 74, president. 
Tenk Hardware Co., Quincy, II. 
wholesaler, died suddenly on July | 
18. Associated with that concern | 
since 1885 he frequently wrote 
special articles on the hardware 
business, including some for 
Harpware Ace. His opinions 
on, and experiences in, whole- 
sale hardware distribution have | 
often been quoted. 

He entered the Tenk organi- 
zation at the age of 13, back in 
1885, unpacking merchandise 
and sweeping floors. He worked 
through all positions in the stock 
department, then through the 
office and at the age of 20 was 
placed in charge of buying. 

Keenly conscious of civic needs | 
he served on many city com- 
mittees, but refused all political with many medical men he was 
offices. He had a fundamentally | particularly interested in the 
scientific point of view and in| relationship between psychology 
the early days of X-ray did con- | and medicine and their combined 
siderable work in that field,| curative possibilities, He was a 
making with his own hands the| bank director and a member of 
equipment necessary to operate| the Harpware Ace Fifty-Year- 
the tubes. Associated socially | Club. 


RUDOLPH TENK 








C. I. CHAMBERLIN EARL X. WEEKLY 


C. I. Chamberlin, 93, chair-| Earl X. Weekly, 64, sales rep- 
man of the board of directors of| sentative of the Shapleigh 
the Champion Hardware Co.,| Hardware Co., St. Louis, died 
manufacturers, Geneva, Ohio,| June 4, at Sand Springs, Kan. 
died June 19, in St. Petersburg. | 
Fla. He was made a director of | 


the firm in 1903, was elected) FREDERICK W. KESTER 
president in 1918, and chairman | 


. | Frederick W. Kester, 71, a vet- 
of the board in 1944. For 4! eran employe of Beals, McCarthy 
number of years he was a director & Rogers, Inc., Buffalo, N. Y.. 
of the American Fork & Hoe Co. | died reeently. He hed been ill 
He was trustee of the Ohio| since last Fall. Mr. Kester 
Baptist Convention for many) started as an office boy with the 
mens ‘company in 1892. Subsequently 

| he became a stock clerk and 
finally store manager in 1925. 
He joined the firm 54 years ago 
and was active in the business 
until his recent illness. 


| ROBERT R. HARWOOD 


Robert R. Harwood, 45, Con- 
necticut sales representative for 
Masback Inc., 330 Hudson St., 
New York 13, died suddenly, 
June 30, at his home in Yonk- 
ers, N. Y., from a heart ailment. 
| Previous to his connection with 
| Masback about a year ago, Mr. 
Harwood was in the retail hard- 
ware business in Yonkers and 
New Rochelle, and for a time, 
| was sales manager for A. Sklar 
& Sons, in Yonkers. 





Cc. 1. CHAMBERLIN 
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TWO out of THREE 
are CUSTOMERS 


for this Quick Seller 













5 aa out of every three who come in your store will be 
possible buyers of the Universal Drain Cleaner. It’s an item 
needed in every household, barber shop, beauty parlor, 
hotel, hospital or similar institution. It’s a quality product 
of Neoprene rubber guaranteed against rotting, and the 
recommended price of $1.25 is in the easy selling bracket. 
Comes in an attractive display box containing 12. Place 
one on your counter. It will sell itself. Immediate deliveries. 


Order yours today. 


ORDER YOUR UNIVERSAL 
DRAIN CLEANER TODAY 





0-B DISTRIBUTORS P.O. BOX 270 * SOUTHGATE, CALIFORNIA 
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Partial liberalization of Regu- 
lation W 
credit—has been announced by 
the Board of Governors of the 
Federal Reserve System, effec- 
tive July 5. The action, taken 
under Amendment 20 to the 
regulation, also invokes 
restrictive measures. 

The most important change in- 
volves the exemption of install- 
ment sales amounting to more 
than $1,500 from the provisions 
of Regulation W. Retailers may 
now disregard the provisions of 
the regulation entirely if the 
principal amount of any install- 
ment sale is over $1,500. 

One of the restrictive features 
of the amendment adds several 
new items to the listed articles 
subject to the provisions of the 
regulation. Combination units 
incorporating any of the follow- 
ing listed articles have been 
classed as a listed article: cook- 
ing stoves and ranges, designed 
for household use; electric dish- 




































controlling consumer 


several | 





CREDIT REGULATION W 
PARTLY LIBERALIZED 2's x 


Sales over $1,500 exempted; combination units in-| ments upon urban, suburban or 
cluding some appliances subject to control; some} 


items removed from control. Congress may be asked | 
to provide permanent authority over credit control. | 


washers, designed for household 
use; ironers designed for house- 
hold use; mechanical refrigera- 
tors of less than 12 cubic feet 
rated capacity; and washing ma- 
chines designed for household 
use, 

Under this amendment, if a 
customer purchases a combina- 
tion unit which has, as an indi- 
vidual part of it, any of the 
major appliances listed above, 
the entire combination unit be- 
comes subject to the provisions 
of the regulation. For example, 
if a pre-fabricated kitchen unit 
is sold on the installment plan, 
and a cooking stove is part of 
the unit, the entire kitchen unit 
becomes a listed article and sub- 
ject to the provisions of Regula- 
tion W. 

Another change removes the 
following articles from the list 
of items subject to the regula- 
tion: attic ventilating fans, auto- 


mobile batteries and accessories, | 


inner 
| 


and automobile tires and 
tubes. 


Home improvement loans are 


also affected by the July 5 
amendment. Previously, section 
|8 (a) exempted “any extension 


rural real property in connec- 
tion with existing structures.” 
Under this section, even though 
a listed article (subject to all 
| restrictions of the regulation) 
became an improvement on the 
property, a loan to finance its 
purchase was exempt. 


remove this exemption. The mere 
fact that a listed article becomes 
|attached to the property no 
longer exempts from the require- 
ments of the regulation a loan 
to finance its purchase. 

The Retail Credit Institute of 
America says that it is reliably 
reported that the Federal Re- 
serve Board of Governors has de- 
termined to ask Congress for 
permanent authority to control 
consumer credit, which would 
mean the perpetuation of regu- 
lation W. The Institute adds 
that when the bill will be intro- 
duced is not yet known and that 
it is not known whether the 
Administration has been con- 
sulted or whether it will be an 
Administration measure. It is 
pointed out that it is hardly 
likely that the present dying 
session of Congress will consider 








| 
| 
| 


The changes effected July 5 | 





| this matter. 
; 











MILLION SLEEPING BAGS 
PUT ON SURPLUS SALE 


More than _ 1,000,000 
sleeping bags, no longer needed 







wool 







by the War Assets Administra- 
tion. These bags previously have 
been offered to veteran and other 
priority claimants. They are ex- 
pected to appeal to Boy Scouts, 
Girl Scouts and Campfire Girls, 
as well as sporting goods dealers 













fishermen and _ other 





campers, 
sportsmen. 

There are a total of 1,041,073 
new, used and repairable bags, 
1,153,646 liners for them, 
used and repairable, and 250,145 
water-repellent cases, also new, 
used and repairable. 










new, 
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by the armed services, have be e 
e services, have been | from 10 to 65 cents. The cases | 


placed on sale over the country | 


handling equipment for hunters, | 





The bags and accessories were 
reported to have cost $14,485,907 
originally and will be sold at} 
from 57 cents to $3. The liners | 
will be sold at a price range | 


will be sold at from 32 cents to 
$1.71. The price range depends | 
upon the condition of the article 
and level of trade. 

The bags are made of olive; 
drab blanket material with a 33- 
inch slide fastener and could be 
remade into other items such as 
children’s snowsuits. The liners | 
are made of high grade O.D. cot- 
ton sheeting. The basic material | 
of the cases is O.D. wind-re- | 


sistant poplin cloth, mummy- 
shaped. | 
Purchases may he made 





through all of WAA’s 33 region- 


al offices. \ 





INSECT REPELLENT 
OFFERED BY WAA 
More than 10,000,000 __two- 
ounce bottles of insect repellent 
have been disposed of since 
March by the War Administra- | 
tion, it was reported recently. | 
Another 16,000,000 bottles have | 
been set aside for sales to war 
veterans. 
The balance of the inventory, 
about 54,000,000 bottles, is now 


| offered to wholesalers and retail- 


ers. The minimum quantity to 
wholesalers is 40 cases at five | 
cents a bottle. These bottles are 
packed 108 to the case. All of 
the 33 regional offices of the | 
WAA will accept orders. 

Small retailers may purchase 
10 cases at seven and a half 
cents a bottle and large retailers, 
50 cases at seven cents a bottle. 


| 
j 





| increase. 
per cent increase in basic wage 
rates and 14.6 per cent rise in 


} 
| 


material 
1941. 








OPA REGULATIONS 


As HARDWARE AGE went 
to press, President Truman 
signed the Modified OPA Bill. 
The price regulations pub- 
lished on these pages were 
enacted prior to June 30, 1946. 
These and former orders may 
be subject to revision. 








SURPLUS NYLON ROPE 
OFFERED FOR SALE 


Large quantities of surplus 
nylon rope of various sizes and 
lengths, used during the war for 
towing Army Air Forces gliders, 
are being offered for sale by the 
War Assets Administration. 

This rope may be used for 
launching gliders and sailplanes 
or as anchor rope for boats and 
small yachts, is said to have ex- 
tremely high tensile strength and 
is waterproof. 

The rope is priced according 
to diameter and length as fol- 
lows: % in. diameter by 300 ft., 
$8: 1% in. x 400 ft., $15; 11/16 
in. x 5 ft., $1.50; 11/16 in. x 
15 ft., $3.50; 11/16 in. x 75 ft., 
$17.25: and 15/16 in. x 350 ft., 
$92. The various lengths are 
equipped with hooks and fittings. 

Inquiries as to quantities avail- 
able and orders for purchase of 
the rope should be addressed to 
the WAA National Aircraft 
Components Sales Center, 6200 
Riverside Drive, Municipal Air- 
port, Cleveland, Ohio. Veterans 
may use their priority in pur- 


| chasing the rope. 


STEEL, IRON WINDOW 
PRICES RAISED 


(Washington Bureau 
of HARDWARE AGE) 


Effective June 14, an increase 


of 13 per cent over October 1, 
1941, prices has been authorized 
for steel and iron windows. The 
OPA announcement said that re- 
sellers are permitted to pass- 
through the percentage increase. 
OPA’s reconversion pricing for- 
mula was used to compute the 


This indicated a 44.6 


cost since October, 
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PROFITABLE 
HARDWARE STORE ITEMS 








SHEPS NEATSLENE HARNESS 
OlL. Made in three Hy 


























Neatsiene, Sheps "ol: 
— Ster Harness Oli. 
Made from same formula 

over 30 years. oe. Gastuian borg 
oll, pure neatsfoot oll, and beef 
tallow. 

















"BEST FOR LEATHER IN ALL KINDS OF WEATHER" 
From the Foot Bones of beef animals processed in 





Omaha Packing Houses, comes the Pure Neatsfoot 
Oll used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Sottens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 
NEATSLENE COMPANY 
Roy W. Shepard, "'Shep"’ 

OMAHA 8, NEBRASKA 














The SAMSON 
oP CHICKEN KATCHER 


\ 
in N business catcher! 


4 

SS Available for | diate Delivery 
Unusual construction, rugged design 
and efficient performance makes the 
Samson Chicken Katcher a sure-fire 
sales item. 





Attractive jobber discounts ... im- 

mediate delivery . . . write for details 
Perfectly and prices. 
balanced for 
quick, easy 
catches. 


Samson Turkey Katcher—Em- 
bodies same outstand- 
ing features as Chicken 
Katcher but with much 
heavier wire. Used for 
catching turkeys, lambs 
and small pigs. 


12-inch hardwood 
handle. 


Wire will not pull out, 
twist nor turn. 


43-inch over-all length. 
High carbon steel wire. 


Hook will not bend from 
normal use. 


Scientifically bent for quick, 
sure catch. 


VAL-A COMPANY 


700 WEST ROOT STREET, CHICAGO 9, iLL. 
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| You get mark-ups from 30 to 50%, depending on the size, 
| selling Du Pont Seed Treatments to growers for home use—in 
treated seed—or through a seed-treating service. 


Nationally Advertised... » 
Authoritative ’ 
Recommendations 


New Improved CERESAN* 
2% CERESAN* 
SEMESAN* 
SEMESAN JR.* 
SEMESAN BEL* 
ARASAN* 


Turf Fungicides : 
TERSAN* 


Special SEMESAN* 
*Trade Marks 


FREE! New Sales Aids 


These new streamers and folders 
will help clinch sales at your coun- 
ter. For your supply, write E. I. 
du Pont de Nemours & Co. (Inc.), 
Semesan Div., Wilmington 98, Del. 


SEE YOUR JOBBER 


BETTER THINGS FOR BETTER LIVING 
". « THROUGH CHEMISTRY 








All Metal HOSE REELS 


TAKING ORDERS FOR 1947 SEASON! 


Heavy rolled channel Steel Frame. 


Wheels have 34 in. oval steel rims, 
and steel spokes. 


Heavy sheet-steel drum. 
100 ft., 21". 


Home-owners have been 
waiting for these reels. 


WE'LL BE AT GRAND CENTRAL PALACE IN 
BOOTH 117 


SEE OUR 
STEM CO WARE’ HEAVY GAUGE ALUMINUM WARE 
FOR VOLUME SALES 


INQUIRIES FROM RECOGNIZED JOBBERS INVITED 


Products of Stee! Materials Corporation 


4 LEVY SONS. 1107 Broadway, N.Y. 


SOLE NATIONAL DISTRIBUTORS for STEMCO 








8.) iP. 
x Now 
- 


Aol tM dels ad CO] aus 


on nationally advertised 


2” 


» C-B PLASTICS 


Plastics for fabricating in the 
home workshop represent a big 
and rapidly expanding market. It 
is a market that we have devel- 
oped almost single-handed through 
consistent advertising in Popular 
Seience, Popular Mechanics, Me- 
chanix Illustrated, Popular Home- 
craft, Home Craftsman, Science & 
Mechanies, and other magazines. 


Now demand for C-B Plexi- 
glas, Lacite, Bakelite and other 
plastics is at a level in most cities 
that will enable you to operate a 
C-B Plastics Department at an at- 





tractive profit. We want you to 
have that profit—so that we can 
concentrate more fully on distri- 
bution ! 


We are ready to give you al) 
necessary information and mer 
ehandising suggestions for instal- 
ling a profitable C-B Plastics De- 
partment. To start you off with 
the proper stock, we have prepared 
special, moderately priced stock as- 
sortments of sheets, rods, tubes, 
and special shapes—all fast movers 
—all available for i diate ship- 
ment. Write us today for complete 

details. 





‘Ty CARMEN-BRONSON Company 


Jobber Division 
165 EAST 3rd STREET - DEPT. 8R - MOUNT VERNON, WN. Y. | 





"Your LINE 





For fast turnover and customer- 


making 


Edlund Kitchen Utensils. 


EDLUND JUNIOR 

CAN OPENERS 
EGG BEATERS 
“TOP-OFF” 

JAR OPENERS 


... from Jobbers throughout 
United States and Canada. 


Shown below— 
the Edlund Junior 
Can Opener 
“the Open Champ" 










EDLUND COMPANY 
BURLINGTON, VT. 


OF ACTION” 


sales, stock these popular 














‘Additional Items Subjected 
To Mfrs. Inventory Control 


CPA has announced that an ad- 
ditional 18 finished products 
have been added to the list of 
items for which manufacturers’ 
inventories must be limited to 
either 30 days’ production or a 
practicable minimum working 
inventory, whichever is less. All 
such inventories must be in com- 
pliance by not later than Aug. 
15. 

The newly restricted items are: 

Asphalt and tarred roofing 
products. 

Bedding products (metal beds, 
innerspring mattresses, felt mat- 
tresses, box springs, coil, flat, and 
fabric springs, dual sleeping 
equipment). 

Building board (board made 
from wood pulp, vegetable 
fibres, pressed paper stock, or 
multiple plies of fibred stock). 
The limitations apply to the 
total amount in the manufac- 
turers’ inventory rather than 
item by item. 

Furniture, wood and metal. 

Galvanized ware. 

Gypsum board. 

Gypsum lath. 

Laundry equipment, domestic. 

Mechanical refrigerators, do- 
mestic. 

Metal windows. 

Metal plastering base (metal 


lath). 


Miscellaneous electrical appli- 
ances. 

Photographic equipment. 

Pipe: soil, cast iron. 

Screen cloth, insect. 

Ranges, electric. 

Sewing machines, domestic. 

Vacuum cleaners, domestic. 

At the same time, 27 items 
formerly listed as exempt from 
inventory controls under Table 3, 
PR 32, were ordered under the 
practicable working inventory 
provisions of the _ regulation. 
These items are: 

Abrasive products—made from 
manufactured or natural abra- 


sives, 


Bearing—ball and roller. 

Bending machines for pipe, 
plate, roll, or structural shapes. 

Capital equipment (other than 
that elsewhere listed on this 


| table and other than wood poles, 
cross arms, domestic watt hour 








meters, power and distribution 
transformers, circuit breakers 
and switch gear). 





Chains, except stud link 
anchor, cast steel, power trans- 
mission. 

Cranes and hoists. 

Files and rasps. 

Forging machines. 

Foundry machinery, equipment 
and Supplies. 

Furnaces, metal melting. 

Gages, and precision measur- 


ing tools. 
Heat treating equipment, 
metal. 
Jigs, dies and fixtures. 
Machine tools, non-portable 


power driven. 

Machine tool and metal work- 
ing attachments and accessories. 

Mechanics hand service tools. 

Metal cutting tools. 

Metal working machines and 
tools, portable power-driven. 

Metal working presses, hydrau- 
lic and mechanical. 

Pipe fittings (not bell, spigot, 
compression, flared or Parker 
type). 

Piping accessories: industrial, 
marine. 

Rolling mill stands and _at- 
tached equipment. 

Shears, punches and nibblers, 
power-driven. 

Valve handwheels. 

Valves, goggle. 

Valves, piping system (not air- 
brake equipment, aircraft instru- 
ment, refrigeration, or plumb- 
ing fixture fittings and trim). 

Wire drawing machinery. 

Still a third change in the 
regulation adds five products to 
Table 1, which lists the specific 
number of days’ inventory per- 
mitted on individual items. These 
products are: 

Building board, 30 days; 
butyl acetate and butyl alcohol 
(normal), 45 days; cast iron soil 
pipe, 30 days; metal plastering 
base, 30 days; and insect screen 
cloth, 30 days. 

The listing of zinc, already on 
Table 1, has been widened to 
cover all metallic zinc, including 
zinc diecast alloy, 30 days. 

In making the announcement 
of the changes, CPA empha- 
sized that the regulation applies 
to all consumers buying for either 
use or resale, including those 
persons purchasing for export 
only. Only ultimate consumers 
who buy for personal or house- 
hold use are excluded. 
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To help builders of veterans’ 
housing secure kitchen sinks, 
lavatories and water closets, and 
in anticipation of the demand 
which will arise in the next six 
months from the Federal Public 
Housing Agency’s reconversion 
housing program, the Civilian 
Production Administration has | 
announced it has added these 
plumbing fixtures to the list of 
building components to which 
HH (veterans’ preference) pri- 
ority rating apply. The action 
was taken by amendment of | 
Direction 2 and Schedule A of 
Priorities Regulation 33. 

By this action, the 60 per cent | 
set-aside of bathtubs to fill vet- | 
erans’ housing preference (HH) 
orders is expanded, effective 


CPA Grants Kitchen Sinks 
HH Rating To Aid Housing 


July 1, to include each type of 
plumbing fixture. Fixtures which 
may now be obtained with HH 
ratings are: bathtubs, lavatories, 
kitchen sinks (including  sink- 
and-tray combinations) and water 
closets (one-piece combinations, 
bowls, tanks) in residential-de- 
sign models only. 

Principal obstacles to produc- 
tion at present are scarcities of 
pig iron, sheet steel, crating ma- 


terials, coal, coke and uncertain- | 


ties in the price situation. Some 
difficulties are also being experi- 
enced in transportation of raw 
materials to the plants. In a few 
| specific cases, lack of capital 


| equipment has interfered with 


the increase of production. 








All Manila or Agave Fiber Rope 
Mast Contain 10 P.C. Cordage Oil 


By requiring that all rope 
made from manila or agave fiber 
must contain at least 10 per 
cent by weight of cordage lubri- 
cant, the Civilian Production 
Administration acted to direct 
the extremely short supply of 
fiber into the most essential 
uses. 

It is estimated that the nation 
could use at least three times as 
much manila and agave fiber as 
is now available. 

Only tent and awning rope is 
exempted from this new regula- 
tion, which is contained in an 
amendment to the cordage order, 
M-84. 

Cordage oil is normally used 
to protect and lubricate rope of 
the kinds used for shipping, fish- | 








| 
ing, oil well drilling, and other | 


essential purposes. However, | 
adding oil to rope makes it un- | 
suitable for most non-critical 
purposes, 

At the present time all manila 
and agave fiber (the overall 
term which includes sisal, hene- | 
quen, cantala, and maguey fibers) 
imported into the United States | 
is purchased abroad by the fed- | 
eral government and allocated to 
manufacturers for making cord- | 
age products most needed by the 
national economy. Under Order 
M-84, processors may use these 
fibers only in the production of 
rope, binder and baler twine, 
and five other kinds of essential 
twine for the fishing industry. 











33,000 MARINE ANCHORS 
OFFERED FOR SALE 


More than 33,000 anchors, 
which cost the Government more 
than three quarters of a million 
dollars, are offered for sale, the 
United States Maritime Commis- 
sion announced. 

Thirty thousand of the sur- 
plus anchors are the “Old Fash- 
ioned” stock or Kedge type, 
ranging in weight from 75 to 
250 Ib. and priced from $3.90 to | 
$13.75 each. Heavy Navy-type | 
stockless anchors ranging from 
200 lb. to seven tons, and priced 
from $12 to $700, Danforth pat- | 
ent anchors weighing from 100 
lb. to one ton and priced from | 
$25 to $360, and Bureau of Ships | 


design anchors weighing 75 Ib. | 
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/cent are allowed for purchases | 


to one ton and priced from 
$13.50 to $220, make up substan- 
tial quantities of the balance of 
anchors. Also available are more 
than 1100 five-prong grapnels 
weighing from 50 to 450 lb. and 
priced from $6 to $45 each. 
Quantity discounts of 40 per 


totaling $400. 

All anchors may be had in 
either forged or cast steel, fin- 
ished galvanized or black, and 
are located at convenient East, 
West and Gulf Coast ports. 

Complete description and _ lo- 
cation of the anchors may be 
obtained from the Materials Dis- 
posal Section, U. S. Maritime 
Commission, Washington 25, 
D. C., or any of the Maritime 
Settlement Section offices. 














| 
| 
| 
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#QUHORSE 


(Patented) 


This new Unique “Fold-Horse", when not in use, folds 
down from the standard saw-horse size to a neat, com- 
pact package of only 8"'x9"x 42" for storage in any 
out-of-the-way corner—ideal for the small workshop 











and for transporting from job to job. It is ruggedly 
equal to any job. Metal parts are 14 gauge cad- 
mium plated steel. Top is 2" x6"x42" clear pine. 
Equipped with 9" x36" tool tray. Order from your 
jobber at once. 


UNIQUE TOOL PRODUCTS CO. 


4640 North Clark Street, Chicago 40, Illinois 
Jobbers:—Limited territories still open—write at once. 





FIRST IN FOUR YEARS 


PAPER BALING 
SAME PRE-WAR PRESS 


QUALITY! !!! 
fire - proof, 


Again available 

all steel, 

portable waste paper 
baling press. In two 
sizes for bales from 60 
to 125 pounds. Model 
No. 1, 20x22x69, 125 
pounds in weight . 
only $100 LIST PRICE 
with usual discounts. 
Model No. 2, 22x24x78, 
195 pounds in weight, 
only $120 LIST PRICE. 
Prices subject to 
change without notice. 
F.O.B. Battle Creek 
with no freight allow- 
ance. 










WRITE TODAY FOR COMPLETE SALES 
INFORMATION. 


DARE 


PRODUCTS, INC. 
66 EAST JACKSON ST. 


BATTLE CREEK, MICHIGAN 


Another 
Fast Sale, 
Good Profit 
Product by 
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Reduce Third Quarter Lead Allocation; 


Hardship Cases To Get Special Aid 


Faced by reduced 
and lower domestic production, 
through amendment of Order 
M-38 the CPA has trimmed its 
third quarter primary lead allo- 
cations and established a 25 pct. 
set-aside which becomes effec- 
tive Aug. 1. The set-aside should 
assure the most equitable dis- 
tribution of the dwindling lead 
supply, the agency said, and pro- 
vide 7500 tons monthly for the 
refiners’ reserve pool. 

Third quarter allocations were 
reduced to 217,000 tons as com- 
pared with 232,000 tons in the 
second quarter. Hardship cases 
during the month of July will be 
aided by a limited allocation of 
lead which CPA will make avail- 
able to manufacturers unable to 
get metal from regular suppliers. 


imports | 





Hardship applications should | 
be made on Form CPA-95 and | 
filed not later than the 20th of | 


the month preceding that of re- 
quesed shipment. 

Under the appeals provisions 
of the amended order, it is now 
necessary to list present inven- 
tories of lead and any other per- 
tinent information including a 
listing of equipment and facili- 





ties the applicant has available. | 


For automotive SLI replace- 


| 


ment storage batteries, the third | 


quarter quotas will be 19 pct. 
of the amount of lead used for 
civilian battery production in 
the 1944 base period; the 1946 
second quarter quota was’ 22 
pet. Those who had to apply 
for additional lead in the second 
quarter will receive the allotted 
19 pct. plus 86 pet. of the amount 
granted under the hardship ap- 
peal. 

Battery manufacturers who re- 
ceived lead only through appeals 
to CPA will be permitted only 
86 pct. of the amount granted 
during the second quarter. 

The lead quota for industrial 
batteries, however, was not 
changed. It remains at 25 pet. 
of the calendar year 1944. 

Other changes under the M-38 
revision were confined largely to 


changing base periods. For am- 
munition, caulking, closure 
spouts, collapsible tubes, and 


sinkers and sounding leads, the 
basing period will be the second 
quarter of 1946. 

Also, use of lead in pipe, traps, 
flanges, etc., is no longer limited 
to 75 pet. of the amount used 
during the fourth quarter 1944; 
instead, it was made unlimited 
to the extent that municipal, 
state or federal regulations per- 
mit no substitutes. 








Auto Tires and Rubber Footwear 
To Contain More Natural Rubber 


The natural rubber content in 
passenger car tires has been in- 
creased 10.5 per cent, the CPA 
has announced. 

W. James Sears, head of 
CPA’s Rubber Division, said 
that this change in tire specifica- 
tions was originally planned for 
1947, but has been made earlier 
because recent international ne- 
gotiations have made available 
more natural rubber which will 
permit the release of an addi- 
tional 11,000 long tons of nat- 
ural rubber each month, 

Amendment 2 to Appendix II 
of Rubber R-1 raises the per- 
centage of natural rubber to 13 
per cent in all types of passen- 
ger car, motorcycle, truck, bue 
tractor, implement and industrial 
pneumatic tires. In addition, 


more natural rubber wil] be al- 
lowed in rubber footwear, some 
tire and tube repair materials 
and retreading materials, includ- 
ing airplane and large truck tire 
camelback. 
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CPA expects that with the 
available supply of GR-S plus 
the increased amount of natural 
rubber, 69,150,000 passenger car 
tires and 13,860,000 truck and 
bus tires will be produced this 
year, 

Rubber footwear regulations 
are changed by the same order 
to allow the manufacturer to use 
more natural rubber. The restric- 
tions governing the amount of 
natural rubber (by weight) in 
individual type shoes has been 
removed and the following state- 
ment substituted: “In rubber 
footwear of all types the overall 
monthly consumption of natural 
rubber and GR-S or other syn- 
thetic rubbers, except Neoprene, 
shall not exceed the ratio of two- 
thirds natural rubber to one- 
third synthetic rubber.” It adds, 








“No type of rubber footwear 
shall contain more than 98 per 
cent natural rubber.” 

Tread repair stock, previously 
allowed 62 per cent of natural 
rubber, may now be made with 
any desired amount. All types of 
tube patches may contain any 
amounts of natural rubber. Natu- 
ral rubber may now be used in the 
manufacture of “puncture seal” 
and other types of safety tubes 
and tire makers may now use 
natural rubber latex without 
limit for the treatment of nylon 
cord. 

CPA TO PROVIDE 
LEAD FOR USE IN 
INSECTICIDES 


To maintain peak production 
of insecticides, the Civilian Pro- 
duction Administration has an- 
nounced a temporary plan which 
will take care of the seasonal re- 
quirements of insecticide man- 
ufacturers by providing them 
with the quantities of lead they 
need at the time when they can 
put it into process. 

During the period July 22 
through September 30, insecticide 
manufacturers must receive writ- 
ten permission from CPA before 
using lead in making their prod- 
ucts. Those manufacturers need- 
ing lead will receive the same 
amount as previously, but it will 
not be an automatic allotment as 


in the past. 
The action was taken by 
amending the lead chemicals 


order, L-354, which has been in 


| effect since April of this year. 


The temporary plan was felt 
necessary to take care of the 
shifting third-quarter require- 
ments of the insecticide industry. 
Because of changing seasonal 
needs, in this period many man- 
ufacturers make only lead arse- 
ngte. Other manufacturers at 
this time make only calcium ar- 
senate, but under the allotment 
plan they would continue to re- 
ceive lead which they do not 
need. 

Officials said that the shortage 
of arsenic (used in both lead 
and calcium arsenate) was a 
second contributing factor for a 
closer control over insecticide 
manufacture. 

Until July 22 manufacturers 
will follow the plan used pre- 
viously. That is, any maker of 
insecticide is permitted to put 
into process in any calendar 
quarter, 45 per cent of the lead 
it put into process during the 
first six months of 19H. 





HOLD PRICE RECORDS 
UNTIL JULY 1, 1947 


Manufacturers, wholesalers and 
retailers, and all other persons 
required under price control 
regulations to have kept records 
must preserve them until July |, 
1947, the Office of Price Admin- 
istration has announced. 

The action, Supplementary 
Order 167, effective as of June 
30, 1946, was taken in order to 
enable OPA to carry on the 
powers and duties directed to it 
under the Executive Order 9745 
signed by President Truman on 
June 30, 1946. 

The Executive Order author- 
ized OPA to continue all the 
functions, powers and duties 
vested in it by the Emergency 
Price Control] Act of 1942, as 
amended, and the Stabilization 
Act of 1942, as amended, which 
did not terminate by expiration 
of those acts on June 30, 1946. 

OPA pointed out that Section 
1 (b) of the Emergency Price 
Control Act of 1942, as amended, 
provided that all regulations, 
orders, price schedules and re- 
quirements shall be treated as 
remaining in force for the pur- 
pose of sustaining any proper 
suit, action or prosecution with 
respect to offenses committed or 
rights or liabilities incurred on 
or before June 30, 1946. The new 
action assures OPA that ll 
records, books, accounts, in- 
voices, sales lists, sales slips, 
orders, vouchers, contracts, re- 
ceipts, bills of lading, corres- 
pondence, memoranda or other 
papers required to be kept under 
price control will be preserved 
in keeping with the continuation 
of its enforcement duties for 
violations committed before June 
30, 1946. 

(Supplementary Order 167- 
Preservation of Records—effect- 
ive as of June 30, 1946.) 





SEEK REMOVAL OF 
ORDER LIMITING USE 
OF OILS IN PAINT 


The Paint, Varnish and Lac- 
quer Industry Advisory Commit- 
tee has recommended the re- 
moval of the Department of 
Agriculture order restricting the 
use of fats and oils in the manu- 
facture of paint, varnish and lac- 
quers, the Civilian Production 
Administration announced June 
24. 

CPA agreed to consider the 
recommendation and to forward 
it to the Department of Agricul- 
ture for their consideration. The 
order in question is War Foods 
Order (WFO) 42-A formerly 
known as Food and Drug Order 











(FDO) 42-A. 
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MAIL BOX 


Ali aluminum except for 
wooden bottom, here’s a 
light weight, long lasting 
mail box. It’s built to stand 
the weather — rust proof 
aluminum — two hinged 
flaps, one to keep out the 
rain and snow, the other 
may be securely locked. 
Always in demand—Priced 
for your profit. 
Prompt Deliveries 
from Stock 


WE INVITE JOBBER INQUIRIES 


KNAPP FOUNDRY Co., Inc. 


CRUREG Zed a> em cred. i.e 


A new member of Ye BANA famely 


CAN 
OPENER 
_ — 


# BAN 


AVAILABLE SOON 
THROUGH YOUR 
LOCAL JOBBER 
abet aff THE SPECIAL AGENT 45 GAMA AlL METAL 
04 TOY PISTOL “sree: 


SHOOTS! 
® Slip-Tite HOSE COUPLINGS © BANA SWIVEL SNAPS ® 


all BANA products 


BANA COMPANY *!16 New Montgomery St., San Francisco, Calif 


AUGUST 1, 1946 


FILLING THE BIGGEST-YET DEMAND 
FOR HOUSEHOLD SAFETY! 


#1110 CHAIN DOOR FASTENER 
FOR BURGLAR-PROOF PROTECTION 


These extra strong Chain Door Fosteners are made 
of wrought steel, brass plated. Packed | dozen to a 
box with screws. 


ORDER FROM YOUR JOBBER TODAY 


Us 


HARDWARE 
CORPORATION 
328 Grand Ave., Brooklyn 5, N.Y.C. 














No. 4367Z Three Piece Canary 
Salt & Pepper Set with Hand- 
Colored Decorations in Red, Blue 
and Green. Tremendous Seller! 


4 inches wide, 3!/2 
inches high. $7.20 
per doz. sets, 
weight 5 Ibs. to the 
doz. In 6 doz. lots 
$4.60 per doz. sets. 


All three pieces 
made of porcelain. 


AGENTS WANTED ALL OVER THE WORLD 
to sell this number to retail dealers and jobbers. 
Liberal commission on all orders and re-orders. 


We carry a large assortment of gift goods. Send 
for our latest set Z of illustrated price lists. 


LEO KAUL cceney nc 


CHICAGO 6, ILLINOIS 
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Editor's Note: Some of the OPA summaries in these pages may be subject to modifica- 


tion. 
until press time. 


Further decontrols and modifications were planned, but not announced up 








Announce price  policies—Up 
until press time numerous companies 
have notified us that despite the out- 
come of the Washington decisions as 
to continuance, modification or decon- 
trol on some OPA regulations, they 
do not contemplate any immediate 
price advances, These include: E. C. 
Atkins & Co., Indianapolis, Ind.; For- 
mica Insulation Co., Cincinnati, Ohio; 
Poulsen & Narden, Los Angeles, 
Calif. and Corning Glass Works, Corn- 
ing, N. Y. Among the companies an- 
nouncing that any future price ad- 
vances—with or without OPA con- 
trols in effect—would be made only 
where absolutely necessary, was the 
Westinghouse Electric Corp., Pitts- 
burgh, Pa. Stewart-Warner Corp., 
Chicago, IIL, has announced that 
despite the future of OPA controls 
there will be no change in its prices, 
except on a few items where opera- 
tions are not returning a reasonable 
profit. 


. * . 

Drill bits—The Paine Co., 2951 
Carroll Ave., Chicago 12, Ill., has an- 
nounced that as of Aug. 1 it will sharply 
reduce consumer prices on its line of 
“Sudden Depth” drill bits. As an example 
the 4% in. bit formerly priced at $4.50, to 
the consumer, will be offered at $2.70 each. 
Fourteen other sizes will be reduced pro- 


portionately. 
. * . 


Crosby rope clips—On June 17, 
American Hoist & Derrick Co. announced 
to its distributors a price increase on its 
line of Crosby Clips. List prices are un- 
changed, but drop-forged steel clips are 
advanced 10 per cent to distributors and 
14.4 per cent to consumers. Consumer dis- 
count on both steel and bronze clips is 40 
per cent, effective on orders placed June 
17 and later. 


126 


Polishing wheels—aAn increase of 
17.4 per cent “to meet the immediate 


hardship caused by rising costs,” was 
granted by OPA to producers of buffing 


and polishing wheels. OPA’s order under 
Revised Regulation 136 became effective 
June 24. 
+ a > 

Heavy forged tools, mining 
tools—The Klein-Logan Co., Pittsburgh, 
Pa., manufacturers of heavy forged tools 
and mining tools announced as of June 24, 
that: “To compensate for increases in 
costs of raw materials and labor that have 
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become effective since inauguration of 
price control, the manufacturers of heavy 
forged tools and mining tools have been 
granted a price increase of 10 per cent by 
OPA Order No. 6041, which becomes effec- 
tive June 26, 1946. Therefore, on and 
after June 26, 1946, all our invoices will 
be priced according to the terms of our 
price sheet No. 143, or at prices quoted, 
in either case plus the allowed increase of 
10 per cent authorized by the above OPA 
order. In accordance with Section 4 of 
this OPA order, our wholesale customers 
who resell our merchandise which has 
been purchased at this increaséd price are 
allowed to add only the actual dollars and 
cents increase to their invoices to their 
customers. For your information, retailers 
are not allowed under this order to raise 
their prices to their customers.” 
** 

Sylvania lamp prices—Sylvania 

Electric Products, Inc., has announced 








Wholesale Hardware Sales* 
By Geographic Divisions for May, 1946 
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$185,007 
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12,172 
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a Includes 49 reports received too late to be incorporated in 
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b Includes aouee received too late for inclusion in previous monthly totais. 
c Number does not apply in all cases to the year-to-date figures. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(Iil., Ind., Mich., Ohio, 


Wisc.) 


West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
Cc 


Seuth Atlantic—(Del., D. C., Fla., Ga., Md., 


N. C., 8. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West South Central—(Ark., 


Mountain—(Ariz., Colo., Idaho, Mont., Nev., 


Pacific—(Calif., Ore., Wash.) 


La., Okla., Texas) 


N. M.,. Utah, Wyo.) 








HARDWARE AGE 
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price increases of approximately 10 per 
cent for popular sizes of incandescent 








coe ete te al gain Wholesale Hardware Inventories* 
0 uorescent lamps. 
' yak ang By Geographic Divisions for May, 1946 





Dry batteries—Manufacturers of 
dry batteries received, effective June 28, ° ex 
their first ceiling price increase since the | 
} 
| 





| END-OF-MONTH INVENTORIES (Cost) al STOCK-SALES-RATIOS b 
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rise that will entail no increase at retail. ae 
OPA issued amendments to this effect, to Number |_ = we or 4 a | 
‘ aie of | | | 
price regulations 576 and 188. So? oe | April | Ma | Ma , oa ' 
a | April 
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Steel cabinets—By a revision ef- 0 ose | - - ; a ee ar \ 
f fective June 21, in price regulation 264, ike * + =, —. ——) = o on 
1 0 . “ee ‘ New E: : 14 +30 +2 2,192 1,688 2,154 206 217 218 
eavy OPA authorized Berger Mig. Div. of Re- Middle Atlantic “| +25 0 | 6,594) 5,271| 6,616| 129 138 138 
public Steel to set higher ceilings on steel East North Central. .... 30 +40 | +4 9,060 | 6,484) 8,709 | 129 161 128 
been é , West North Central...... 200 | «+53 +14 | 10,050| 6,571 8,793 149 119 
r¥" cabinets. On kitchen cabinets, an increase South Atlantic ed 29 12 +] 2,450 2,001 2,414 115 125 109 
it DY : i ith Central. ..... | + + , 1, 1,974 1 124 112 
flec of 20.7 per cent was authorized, and on Weat South Central a 16 +39 +3 6,604 8,827 6,525 149 188 198 
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ted purchaser. Resellers (not including manu b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 
f facturers who use these cabinets in the 
. assembly of other products) may pass 
i along the actual dollars-and-cents increase chines to persons other than consumers. Administration announced June 30. This 
. granted to the manufacturer. The order also lists, in complete detail, increase was in addition to the seven per 
an See net ceiling prices, by zones, for resales to cent fherease in the maximum prices of 
as National sewing machines—Ef- consumers, these products granted on April 1, 1946, 
- fective June 28, OPA issued an order 23 and is being accomplished by revoking the 
and under price regulation 188 authorizing Bolts, nuts, screws—Producers’ previous increase and replacing it with a 
— National Sewing Machine Co. to increase ceiling prices for bolts, nuts, screws and 12 per cent advance. At the same time, 
ers its preceding ceiling prices by 18.3 per rivets were increased another five per cent, OPA authorized resellers of these products 
_ cent for sales of its domestic sewing ma- effective July 1, 1946, the Office of Price to pass on the additional increase granted 
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NTS and POWDERS 
METALLIC PAINTS an 
+ 
— i 
™ “5 
] > 
) x The Ilibronze line is unusually complete, offering unusual opportunities 
2 a for volume sales and profits. Illbronze quality has long been a “buy- 
; a word” in the trade. Cash in on ILLBRONZE! 
! ; atin 
} 7. CLD ALUMINUM PAINTS 
£ bronze Chrome Finish Aluminum Paints give maximum protection 
© 
wer, 
x at minimum cost. Outstanding in covering power, durability and CHROME FINISH 


MIXED ALUMINUM a 


appearance. 
Meat Proos . Rust Proot - Weather 


“cD GOLD PAINT 


IIlbronze Golden Lustre Gold Paint—in the same quality you got 
before the war! Ready-mixed—ready for immediate use! 


at BRONZE POWDER AND PASTES 


Famous for quality! Again available in all standard colors, including 
Aluminum, Pale and Rich Gold, Copper, Silver, Special Alloy Shades. 
They have built up an impressive reputation. 


ILLINOIS sy 40), V4: POWDER 
Chicaqo 16 
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INSTANT 
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TO WIND PRESSURE 


WINDMILLS 


A wind governor on the Monitor | 


Windmill controls wheel speed like a 
rider controls a horse with the bridle. 
When wind at storm velocity exerts 


extra pressure against the wheel, the | 
| in working out absorption. 


wind governor automatically tightens 
the brake, preventing “runaway” 
wheel speed. As wind pressure de- 
creases, the wind governor releases the 
brake, letting the wheel turn freely. 


A Monitor Windmill maintains 
constant pumping speed in varying 


Monitor head that it pulls the pump 
steadily in a leaf-stirring breeze, yet 
is safe in a storm. 


A Monitor Windmill offers the 
advantages your customers want. 
Write your nearest Baker branch. 


* BRANCHES - 
BAKER MIG. CO. Minneapolis, Mina.; 
Madison, Wis; Fort Dodge. le; Coder 

la, Omaha, Neb.; Kansas City. 
Me.; Enid, Oble.; Hutchinson, Kan. 
BAKER MIG. LTD.. Winnipeg. Canada 
AXTELL CO.: Fort Worth. Tex.; Amarillo, 
Ten; Lubbock, Tex, San Angele. Tex. 


BAKER MANUFACTURING CO., EVANSVILLE, WIS 











Wholesale Hardware Collections* 
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By Geographic Divisions for 
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to producers. Effective July 1, 1946, ceil- 
ing prices for these products customarily 
sold by resellers on a list and discount 
basis will be increased 12 per cent in lieu 
of increase of seven per cent granted to 
resellers on May 6, 1946, and the maxi- 
mum prices for those sold by resellers on 
any other basis will be raised the dollar- 
and-cent amount of the increase granted 


suppliers. The percentage increase for 


| resellers selling on a list and discount 
| basis is necessary, OPA explained, be- 


cause of administration difficulties involved 


a * 


Otaer OPA decisions — Several 


| groups of hardware, cast and sheet metal 


building materials, beer cooling and dis- 


pensing equipment and pipe accessories 


were suspended from price control by 
OPA, amending price order 129, effective 
June 26. In another group, decontrolled 


wind velocities. So sensitive is the | ° June 28, were rove and yarn, wrapping 


twine, thread, cordage, leather dog and 
cat collars, underground cable wrappings, 
oil press duck and air filter cloth. Whole- 


| . . . . 
sale distributors of farm equipment items 


are not permitted to cut their discounts 
on sales of these items to other wholesale 
distributors or to manufacturers, OPA 
thus ruled, effective June 25. Manufac- 
turers’ ceiling prices for corrugated and 
solid fiber boxes, pads and partitions were 
increased an average of 10 per cent, by 
an OPA amendment to price regulation 
187, effective July 1. Manufacturers’ ceil- 
ing prices for standard kraft bag paper 
and variety kraft bag paper were in- 


| creased by OPA June 29, “to take care 
| of recent higher costs for labor and raw 


materials so as to cover total costs for 
all major producers.” Repair and replace- 
ment parts for household electric ranges 


were given the same 11 per cent price 

increase over October, 1941, prices that 

applies to the stoves themselves. This was 

by OPA amendment to the general maxi- 

mum price regulation, effective June 28. 
* + . 

Hides and leather—On June 26, 
the government revoked all import con- 
trols on hides, skins and leather, and re- 
laxed price ceilings to permit free com- 
petition for world supplies. Both actions 
resulted from a decision to dissolve the 
international hides, skins and leather 
committee—on which this country and 13 
other nations were represented. Simul- 
taneously, all previous rulings of the com- 
mittee were voided. OPA announced that 
American importers now may figure their 
ceilings by adding a markup margin of 
5 per cent to the cost of skins as landed. 
The action will “undoubtedly result in 
higher import prices” for hides and skins, 
said OPA, but it will have no immediate 
effect on prices for leather. or leather 
goods because ceilings on the latter are 
not changed. This ending of international 
distribution controls will mean that im- 
porters throughout the world will prob- 
ably compete vigorously for supplies. 

7. * - 

Two copper actions—The copper 
wire and cable industry has recommended 
to CPA that, with a few exceptions, all 
copper wire bars should be sold only to 
wire manufacturers, continuing the policy 
ruling during the war. CPA promised the 
plan would be studied. To avoid any let- 
down in the production of copper sul- 
phate, widely used in agricultural insecti- 
cides, OPA on June 21, raised present 
dollar-and-cents ceilings about 65 cents 
per 100 pounds, to cover the $2.375 in- 
crease recently granted on ingot copper. 
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_ Plumbing fittings — An interim 
increase in producers’ ceiling prices for 
brass or bronze screwed plumbing fittings, 
ranging from 15 to 20 per cent, was au- 
thorized by OPA. Its ruling to this effect, 
under regulation 591, was effective June 
27. 

7 7 . 

Vacuum cleaners—Effective June 
27, OPA authorized an increase of 8.5 per 
cent for manufacturers’ sales, resulting in 
up to 4.5 per cent in retail prices for some 
vacuum cleaners, to offset higher wage 
and materials costs. 

. * . 

Bronze and copper screening— 
Already mentioned briefly, here are fur- 
ther details of OPA’s June 14 order, under 
its price schedule 40. Previously, OPA had 
authorized manufacturers, for their sales 
of steel insect screen cloth, to operate 
under adjustable pricing. The industry had 
requested that a similar authorization be 
extended to their sales of bronze and cop- 
per insect screen cloth as well. Unwilling 
at that time to extend this relief on regu- 
lar trade movement to private consumers, 
OPA ruled that it might be more safely 
granted in the case of industrial sales to 
purchasers who incorporate bronze or cop- 
per cloth into commodities of their own 
manufacture. Its order read that “manu- 
facturers of bronze and copper insect 
screen cloth, on their sales of such cloth 
to manufacturers who incorporate it in 
other commodities, are authorized to sell, 
and such purchasers are authorized to buy, 
bronze and copper insect screen, cloth at 
prices which may be adjusted upward 
after delivery” in accordance with later 
OPA action. This authorization shall not 
extend to sales to purchasers who buy 
such screen cloth for resale. Manufacturers 
who make sales in accordance with above 
may collect and purchasers may pay no 
higher than the maximum prices currently 
in effect for bronze and copper screen 
cloth pending later OPA ruling. 

* ¢ @ 

CC priorities modified—Effective 
June 25, CPA reserves the right to limit 
the amount of a scarce material which a 
holder of a CC rating may order from one 
source of supply. By an amendment to 
priorities Regulation 28, it endeavors to 
lessen the impact of a CC rating on a 
single source of supply where, because of 
scarcity, over-use of a CC rating might 
badly cripple a supplier. Another amend- 
ment to the regulation provides for grant- 
ing CC rating to industrial food process- 
ing or storage plants, to permit them to 
complete construction or alterations, when 
supplying food vital for famine relief, or 
for the processing and storage of this 


year’s crops. 
* - * 


More natural rubber—CPA an- 
nounced, June 23, that tire manufacturers 
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may now use additional natural rubber in 
making tread repair and stripping stock. 
Tread repair stock of one-sixteenth inch 
maximum gage from now on may be made 
with 62 per cent natural rubber instead 
of 50 per cent, The increase authorized 
for stripping stock, a type of tire repair 
material of one-eighth inch maximum thick- 
ness, was from 50 to 60 per cent. Rubber 
order R-1 was amended to make this lib- 
eralizing effective. 
* oa 

Heating and air conditioning— 
The heating and air conditioning indus- 
try will step up to 75 per cent of capacity 
production, and make about 375,000 do- 
mestic heating units in the last six months 
of 1946, George Boeddener, managing di- 


rector of the National Warm Air Heating | 


& Air Conditioning Association, predicted 
recently, as the association opened its an- 
nual convention. 

o * 

Paint sales—Total paint, varnish 
and lacquer sales in May of $72,462,915, 
an increase of 21.1 per cent over volume 
for the same period last year, were re- 
ported by the Bureau of the Census. May 
trade sales, $40,659,979 were 49.2 per cent 
above May, 1945. Total industrial sales, 
$24,474,818, declined 6.8 per cent below 
May, 1945. 

a 

The rail rate increase—No rail- 
road man will concede as anywhere near 
sufficient, the recent “emergency increase” 


in freight rates, of about 6 per cent over | 


existing levels. This relief, by the Inter- 
state Commerce Commission, effective July 
1, will add an estimated $390,000,000 to 
rail revenues on an annual basis, The 
Commission expects to hold exhaustive 
hearings throughout the country, to deter- 
mine whether still greater relief is needed. 
The railroads had asked for a general 25 
per cent increase in rates to compensate 
for increased labor costs and higher main- 


tenance. The Commission’s “emergency” | 


order covers all goods except such basic 
commodities as agricultural products, live- 
stock and low-grade mine products which 
will receive only a 3 per cent increase. 
Recently, the government served notice on 
the nation’s railroads that it will continue 
indefinitely the wartime requirements for 
heavy loading of freight cars. It will back 
up this decision with tightened enforce- 
ment. In addition it will ban the holding 
of unloaded cars for longer than 24 hours. 
Higher demurrage charges, already in ef- 
fect on refrigerator cars, are to be im- 
posed unless the supply of box cars im- 
proves considerably and promptly, said Col. 
J. Monroe Johnson, interstate commerce 
commissioner and director of defense trans- 
portation, in issuing his formal order. 
* * * 


Paint industry notes—The Indus- 
try Advisory Committee has recommended 











out in front 
with 


GREAT NECK 





"Well donel!l"—that's easy to 
say for Great Neck work-wise 
tools. A job done with the aid 
of our various tools is likewise 
"Well done!” This is our con- 
tribution to your maintenance 

of good profits and good will. 





REAL EYE & SALES APPEAL 
No. 60 
KEYHOLE KUT-UP DISPLAY 
| doz. per display 
Ideal for “hard to get at" jobs, 
cut§ wood, metal, plastics, etc. 
Easy-grip alumi handles 
(unbreakable) have sales-wise 
finish. Blades of Tungsten Steel, 
very flexible and breakage- 
resistant. i 


SEE YOUR JOBBER 





great neck lines 


hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 














to CPA and the Department of Agriculture, 
the voiding of the order restricting the use 
of fats and oils in the manufacture of 
paint, varnish and lacquers. The commit- 
tee unanimously reported that both large 
and small consumers would benefit from 
permitting the distribution of drying oil 
by producers, It pointed out that only 55 
per cent of linseed production is con- 
trolled, and that the controls are currently 
applied to only three (of a total of more 
than two dozen) industries which consume 
drying oil. CPA says that containers need- 
| ed by the paint industry for packaging are 
still scarce, but that the container situa- 
tion should ease by the last of August, 
when most food canning will be out of 
the way. It also says that the outlook for 
increased supply of lead chemicals and 


titanium is not favorable for the third 
quarter, and that there has been very little 
improvement in the materials supply in 
the quarter just closed. 


* * * 


Westinghouse appliances—West- 
inghouse Electric Corp. has attained about 
50 per cent of its pre-war production rate 
on refrigerators, and is exceeding its 
former output of electric irons and roast- 
ers, according to G. A. Price, president. 
The electric appliance division is turning 
out. approximately 1000 refrigerators, and 
about 3000 smaller units, daily. Mr. Price 
reported that new orders in the first five 
months of 1946 brought the company’s 
current backlog of unfilled orders to $421,- 
979,000. The company’s E. Pittsburgh divi- 








SALES OF 1,245 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
May, 1946, Comparisons 


May’46 May’46 
vs. vs. 
No. 


stores 


Vay 46 Vay ’45 April ’46 


May’45 April ’46 


1,245 +46 +5 $15,225,081 $10,436,691 $14,463,905 


Total 





1946, $75,411,567; 1945, $54,476,910 
First five months of 1946 showed (2) 38 per cent gain over 1945 


Percent Change 
Vay °46 May ’46 
compared compared 
with with 
Vay ’45 April ’46 


Dollar 
Sales 
May ’4%6 


Number 
of firms 
reporting’ 
States 





Alabama 14 +53 

Arizona 7 +63 

Arkansas 14 +49 

California 172 +44 

Colorado 22 +45 

Connecticut 5 14 +82 

Florida 19 +46 

Georgia 20 +35 

Idaho 13 +50 

Illinois 90 +55 
, Indiana f 52 +52 

Iowa 39 +58 

Kansas 32 5 

Maine 8 

Massachusetts 36 

Michigan 55 

Missouri 33 

Montana 13 

Nebraska 

New Jersey 13 

New Mexico 

New York 

Ohio 

Oklahoma 

Oregon 

Pennsylvania 

Rhode Island 

South Carolina 

Texas 

Washington 

Wisconsin 





4 


—— —_ 


_ 


895,628 


268,281 
420,749 

51,906 
359,688 





Chicago, Ill. 

Los Angeles, Cal. 
St. Louis, Mo. 

San Francisco, Cal. 





+] ++) +++ 1 +4+4+/ ++) 








? Note: (1) Includes reports received too late for inclusion in previous monthly totals. 
(2) Number does not apply in all cases to the year-to-date figures. Compiled by Bureau of 
the Census, U. S. Denvartment of Commerce. 
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sion, producing generators, large motors, 
_and circuit breakers, has reached 90 per 
cent of the operating rate planned before 
its four months’ strike. 


* * * 


Surplus goods sales—Disposals 
of surplus consumer goods continued at 
a record pace during June, reaching a new 
monthly high of $230,000,000 in reported 
cost, the War Assets Administration an- 
nounced recently. June disposals were ap- 
proximately 15 per cent above those for 
May. 


a * * 


Chain store expansion—The con- 
tinuation of high consumer income and 
improvement in merchandise supplies, 
points to additional sales gains for 1946 
by most chain store systems, the growth of 
which is expected to be gradual without 
radical innovations, Merrill Lynch, Pierce, 
Fenner and Beane so state, in a recent 
booklet on chain stores. Many investors 
believe that America’s chain store industry 
is ready to embark on a period of expan- 
sion paralleling its greatest era of growth 


in 1920-29. 


* * * 


Admiral Corp. sales — Record 
sales of $12,300,000 for the first half of 


1946 have been reported by Admiral Corp., 
Chicago, Ill., and its subsidiaries. Sales 
for the second quarter of 1946 were $7,- 
700,000 as compared with $4,600,000 for 
the first quarter. The company and its sub- 
sidiaries produce automatic radio-phono- 
graphs and electric refrigerators. 


* * * 


Farm land values — Agriculture 
economists are warning that farm land 
values are highly inflated, and caution 
prospective buyers against a “disaster” 
similar to that following the last war, when 
farm lands and prices skyrocketed and 
then plummeted. A, J. Surratt, Illinois 
and federal farm statistician, said that 
improved land values have boomed to a 
point 64 per cent over the 1939-40 level. 
Most of the increase has occurred in the 
last three years. In 1939, improved land 
sold for approximately $95 an acre. The 
average for 1945-46 is from $140 to $156 
per acre, he said, warning that, while 
prices probably will continue strong this 
year and next, after 1947 prices are “any- 
body’s guess.” While farm land values 
have jumped 64 per cent since 1939, con- 
sumer prices over the nation have gained 
only 32 per cent in that period, according 


to OPA. 








Toys Are All Year ‘Round Sellers 


HEN Jack Sittner, owner of Sitt- 
ner’s Hardware & Radio Co., Lin- 
coln, Neb., decided to put in a toy de- 
partment, he got a distinct surprise. 
He discovered that many parents and 
their children began dropping in to see 
some of the toys displayed in the win- 
dows. What’s more, they continued to 
drop in and buy each month, so that 
Sittner’s increased its toy stock. 


“The results have been very profit- 
able,” says Mr. Sittner. “The toy de- 
partment has made many valuable con- 
tacts for the store. People who buy toys 
also buy other items. 

“The neighborhood hardware store 
has many opportunities to get addi- 
tional business on toys. Customers like 
to buy near home instead of going all 
the way downtown.” 
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PUMPS CESSPOOLS AND} 
SHALLOW WELLS J 
eae > 


OPERATES with GASOLINE 
or ELECTRIC MOTOR 


Wherever a pitcher spout pump is 
used, the Simer Paddle Pump will 
do it better. It irrigates gardens, 
pumps lubricating oil, fills stock 
tanks and silos, empties basements, 
fights fires, pumps shallow wells 
and cisterns—does any job where 
lift does not exceed 20 ft. Features: 
Elastic impeller usually outlasts 
bronze pump case... pump resists 
wear in sandy water .. . instant 
self-priming ... runs either direc- 
tion... no packing or stuffing box. 
3%" and 1” sizes, 1750 RPM. Re- 
tails as low as $20 for pump, coup- 
ling and base (without motor). 
Write for literature. 










































Jerome Simer Company 
422 Stinson Boulevard 
Minneapolis 13, Minn. 
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SOCKET SET SCREW 
and WRENCH ASSORTMENT 


380 PIECES 
ALLOY 
STEEL 
HEAT- 

TREATED 
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@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 
counter dispensing packages. Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes: 3/16 x 1/4 to 3/8 x 1/2 
With wrenches to fit. 


Shanon Ghat and Sheu Co 


BOSTON 10, MASS. 














It's safest to 
standardize on 
Safety Belt Hooks 


Safest because: 


Hooks are rigidly 
held in accurate 
alignment by patented steel binder 
bars before, during and after applica- 
tion distributing tension uniformly 
across the belt, maximum traction and 
minimum wear, 


bars lap over 


to belt life. 


Safety Belt Hooks come in sizes for all 
belts, cost no more than ordinary belt 
hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 


5390 N. Menard Ave. Chicege 30, U.S.A. 
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WHATS NEW 


Insect Repellent Lamps 


Verd-A-Ray Corp., 615 Front St., Toledo, 
Ohio, is offering a complete selling package 
in its new A-72 assortment of its Insect 
Repellent Lamps. The assortment consists 


of 72 bulbs in 60 and 100-watt sizes. 
Flasher socket insures attention and sales 
value for the colorful bright blue and yel- 
low counter dispenser in which bulbs are 
packed. Dispenser measures only 13 in. in 
width and height, and is only 10 in. deep. 
Sales aids also included. 


Brush Pen That Dries 
As It Writes 


“Dri-Rite”—all metal with five styles of 
nibs, round, flat, chisel, pointed, and 
double. Comes in boxed kit, including 
choice of nibs, glass filler, and choice of 
color ink, black, red, green, blue, purple. 
Pen has pocket clip. Brownie Mfg. Co., 195 
Williams St., New York 7, N. Y. 


DDT Concentrate 
For Farm Use 


A 25 per cent DDT concentrate, requir- 
ing only the addition of water to obtain a 
full five per cent DDT strength, is now 
being made by The Sherwin-Williams Co., 


Cleveland, Ohio, and its affiliated com- 
panies, for farm and commercial use. The 
concentrate, known as “Pestroy,” can be 
sprayed or brushed on any type of surface. 
A one-gallon can, diluted with four gallons 
of water, is said to cover effectively, 4,800 
square feet of surface and the residual 
deposit on interior surface to remain ef- 
fective for two to three months; on ex- 
terior surface, for two to three weeks under 
average weather conditions. It can be 
diluted with kerosene instead of water for 
use on fabrics and delicate materials where 
water is not suitable. No special equip- 
ment for application required. 


Multi-Use Spoon 


“ServespooN”—serves, turns, chops and 
scrapes. Model “SS,” heavy stainless steel, 
individually wrapped, retails at 75 cents 





and comes one doz. to a display box with 
suggestion card insert. Model “N,” heavy 
steel, bright nickel plated, to retail for 50 
cents, is mounted on an attractive display 
card. Ace Mfg. Corp., Erie Ave. at “K” 
St., Philadelphia 24, Pa. 


Master Gage Blocks 


A new “Tool Makers” set of five Ellstrom 
master gage blocks, unconditionally guar- 
anteed accurate to plus or minus eight 
millionths of an inch, is being offered by 
the Dearborn Gage Co., 22038 Beech St., 
Dearborn, Mich. Especially assembled for 
individual ownership by tool makers, ma- 
chinists, apprentices and hobbyists, this 
new combination is priced for over-the- 
counter retail sales at $25.00 per set. This 
smaller precision gage set is available in 
.0625, .125, .250, .500 and 1 inch and will 
make 31 combinations in 1/16” steps up 
to 1-15/16”. All gaging surfaces are chro- 
mium plated and each set is contained in 
a hand-rubbed walnut case. 
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Electric Hedge Trimmer 
“Hedge-Klip” with Universal 
110 volt, ac-de; 12-in. 


electric 


motor, cutting 


blades of hardened steel; plastic full grip 
handles with metal inserts; 15-ft. extension 
cord with switch and plug. Suggested 
retail selling price, $39.50 complete. 
Accmatool Co., Inc., 102 W. 101st St., New 
York City. 


Plaster Pencil 


Each “Peter Putter’s” plaster pencil for 
filling fine-line cracks in plaster, wall- 
board, woodwork, is encased in a separate 


‘| 


tube, which in turn is a self-selling con- 
tainer. The pencils come ready for use. 
Pencil is drawn firmly over cracks, holes, 
nicks, and then job is smoothed off. Maker 
states surface can then be painted im- 
mediately after if necessary. Suggested re- 
tail selling price, 25 cents each. Four 
containers to case; list price $12.00 per 
case less usual trade discounts. The Schalk 
Chemical Co., 351 E. Second St., Los 
Angeles, Calif. 


Self-Sharpening Mower 


“MO-EEZ”—claimed to be automatically 
self-sharpening because of a feature that 
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keeps cutting knives constantly in contact 
with cutting blade. Mower also features 
automatic adjustment without tools, made 
possible by a patented finger clip to per- 
mit adjustment by ordinary finger pres- 
sure. Other features, maker states, are “no 
grease or lubrication” and a “free reeling” 
clutch. H. T. Colling Co., 3412 Beekman 
St., Cincinnati, Ohio. 


Window Filter-Ventilator 


“Badgair”—has a cleanable filter media 
to provide filtering efficiency with minimum 


air resistance and designed to keep out 
weather thus avoiding need to close win- 
dows during storms. Made of lightweight 
aluminum with rubber gaskets on top, bot- 
tom, and sides to provide air seal. Ex- 
tension wings with holding knobs provide 
six-inch extension beyond basic length of 
unit. Made in three sizes to fit windows 
from 22 to 40-in. wide. Unit is 6 in. high. 
Packed in display carton Display easel 


also available. Badger Corp., East Brown 
St., Milwaukee 12, Wis. 


Plastic Numbers 
Display Carton 


Contains one gross of number, 12 num- 
bers in individual boxes, each number in 
a Glassine bag. Two-color display carton 
is 10% in. wide by 12% in. long by 3% 
in. deep and lid folds back to make the 
display illustrated. One number is screwed 
in place on lid. Numbers are three inches 
high. Acme Products Co., Green Bay, Wis. 


Pipe Tools Catalog 


Beaver Pipe Tools, Inc., Warren, O., has 
issued a new four-page catalog folder on 
its current line of pipe tools and equip- 
ment. Featured are its pipe and bolt ma- 


chines. 





Eacn MONTH more SpeedWay 
Drills come off the production line; are 
being shipped each day. But, frankly, 
though we are beginning to cut into our 
mountainous pile of back orders, there's 
a deal of waiting still for a lot of people 
who are ordering SpeedWay Tools today. 
However, because they are worth waiting 
for, we suggest that you place your order 
now with your local SpeedWay dealer 
for earliest possible delivery. 


SPEEDWAY MFG. CO. 


1819 S. 52nd Ave., Chicago 50, Ill. 


No. 89 equipped with Snap-Release Chuck. 
No. 89-J with Jacob chuck (as 
illustrated) . . . $5.00 extra 








Improved Corbin 
Tubular Latch 


Redesigned latch bolt has been made 
thicker and stronger in the back of the 
head and in the tail piece. Shoe and level, 
the two moving parts governing the op- 
eration of the latch bolt are made of cold 


rolled steel. Extra large and sturdy hub 
arms have been made to withstand more 
service than is required of the latch, maker 
states. Fast and easy installation. Curved 
lip strike designed to guide the bolt so 
as to give smooth and silent action when 
latch is operated. Special lubricant is 
applied to internal moving parts in as- 
sembly. Will be available in a variety of 
designs, including a standard set, a closet 
door set, a bedroom or bathroom set with 
locking button and emergency key. P. & F. 
Corbin, New Britain, Conn. 


Lawn Mower Trims 
As It Cuts 


A 30 in. power lawn mower, said to be 
completely new in design and principle, 
and to cut and trim a lawn in one com- 
bined operation and cover half an acre an 
hour. is being announced by John A. 
Roebling’s Sons Co., Trenton, N. J. The 
Roebling rotary power mower, has these 
additional features: rotary action, similar 
to that of two electric fans placed side by 
side and face down over the grass. The 
horizontal blades, whirling at high speed, 
are claimed to reach up to the very edge 
of posts, trees, fences and other obstruc- 
tions, almost completely eliminating after- 
trimming. The mover is said to be able 
to cut all grasses or weeds, regardless of 
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height, and to eliminate grass-matting and 
overlapping runs, since the wheels are 
behind and well inside the path of the 
cutting blades. The machine is delicately 
balanced for easy control, fingertip steer- 
ing, compact in size. The handle can be 
collapsed and folded for winter storage or 
for easy transportation. Four cutting 
blades, double-edged, are easily remov- 
able, and easily sharpened and replaced. 
An automatic clutch disengages the wheel 
drive and the blades from the idling motor 
whenever the handle is released, and the 
motor can be started only when it is dis- 


engaged. This is said to make starting 
easier because it removes all load from 


the motor. 


Du Pont Garden Dust 


Is a chemical mixture containing several 
active ingredients including DDT and de- 
signed to eliminate frequent applications 
of several different insecticides and fungi- 
cides. This new combination insecticide 
and fungicide, maker states, contains 
recommended amounts of DDT rotenone, 
and the ferric and zinc dimethy] dithiocar- 
benates supplied by “Fermate” and “Zer- 
late” fungicides. Garden Dust can be 
applied with hand or power equipment as 
a dust or, mixed with water, as a spray. 
E. I. du Pont de Nemours & Co., Inc., 
Wilmington, Del 


“Dolly Madison” Freezer 


The J. E. Porter Corp., Ottawa, Il., an- 
nounces plans for early production of an 
electric ice cream freezer, the “Dolly 
Madison,” a freezer well known to whole- 
salers and retailers. The freezer was manu- 
factured by Conco Engineering Works, 
Mendota, Ill., prior to the purchase of its 
entire freezer line by the Porter Corp. 
The “Dolly Madison” will be produced in 
the 4-quart size only at first, with a du- 
rable wood tub finished inside and out with 
an attractive synthetic enamel. The a. c. 
induction type motor is centered on the 
tub, direct drive, with special steel ring 
gear on the drive shaft to eliminate the 
tendency to bind that might be caused by 
brine crust. All gears run in grease, with 
only one place to oil. Six and one-half 
feet of rubber insulated cable and plug 
are provided. The main frame is cast, a 
modernistic design, cadmium finished to 
resist rust. The patented handle and lock 
are combined in an easily adjusted mech- 
anism, with wing-nut for tightening. The 
cream can is of prime tin plate, double 
seam construction, tested at the factory 
against leakage. The can cover is cast, 
with positive stop. The dasher is aluminum 
with hard maple scrapers. The freezers, 


OOLDY MADISON 
betes 


complete with motor, are individually 
packed in freight tested cartons. 
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Aluminum Glass Cutter 
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Red Devil Tools, Irvington, N. J., offers 
a lightweight, ball handle. all aluminum 
glass cutter, Model Gl, which is slightly 
less than half the weight of the cast iron 
models. Finger fitting shaped handle has 
been retained in the new model. Cutting 
wheel is of electrically hardened and Chap- 
manized alloy steel, honed to a “feather- 
touch” cutting edge. Packed 12 to the 
container in an attractive red and blue 
display box. Retails for about 25 cents. 


“Arctic Hampers” 


“Arctic Hampers” are made to carry and 
store perishable foods at temperatures pro- 
vided by natural or dry ice. New slide 
fastener top to provide easier and quicker 
opening and closing to conserve the dry 
ice or natural ice and cold air inside. Also 
permits the top to be padlocked for abso- 
lute protection during shipping by express 
or as baggage. False bottom which keeps 
contents out of ice water may be adjusted 
up and down or removed entirely. A valve 
draws off the accumulated ice water when 
natural ice is used. If dry ice is used, 
the false bottom is unnecessary and may 
be removed. Hampers fit between front 
and hack seat of car and have no hard or 
sharp edges to tear upholstery. The heavy 








canyas jacket of the Arctic Hampers is 
said to be practically waterproof and 
mildew-proof. Available in two sizes 

31 in. x 16 in. x 14 in. and 22 in. x 20 in. 
x 13 in. outside and 25 in. x 12% in. x 9 
in. and 15 in. x 15 in. x 8 in. inside, 
respectively. The larger sells for $34.95 
and the smaller for $27.95, delivered any- 


WATERPROOF 
INSULATED PAD 





where in the United States. Jewett Asso- 
ciates, 1053 Main Street, Buffalo 8, New 
York. 


‘Safety Lock’ Door Guard 


A door may be locked even when open 
to permit ventilation and_ visibility with 
the “Safety Lock” Door Guard, made by 
Sun Metal Products, 221 N. LaSalle St., 
Chicago 1. Doubly locks door when closed. 





1” BIT . 
formerly $450 
NOW only $279 


Others Reduced in Proportion FOR SAMPLES, PRICES 











AND DETAILS 


IMMEDIATE DELIVERY 


These famous, fast-cutting carboloy tipped drill bits for masonry 


Single shields retail for 15¢ 
Double shields retail for 25¢ 


e@nd concrete are new priced within reach of every user. They 


cut 50 to 75% faster, assure clean, round holes for anchors, pipe, 
conduit or cable, and are quiet in operation. 
hold their edge ionaer. Order yours TODAY. 


Ask Your Supplier or write to 


THE PAINE CO. 
2963 Carroll Ave. 
CHICAGO 12, ILL. 


Offices in FASTENING 
Principal Cities MEUM EW lets 





DEVICES 


in addition, they 







CINCINNATI 2, 








‘Immediate Deliveries 





WRITE WITHOUT DELAY 


Attractive jobbers’ 
prices and discounts. 


WALL SHIELD CO. 


Plastic Specialists 


347 W. FOURTH ST. 
OHIO 





Has self-aligning feature. All parts of 
steel. Lock is brass plated and mounted 
on individual selling card. 




















“All-A ngle” Level 
Of All-Aluminum 


This all-aluminum spirit level with a 
dial indicator in the center, known as the 
“All-Angle Level,” weighs less than one 
pound, is rustproof, and may be used 
in any position, maker states. The dial 
indicator (guaranteed accurate to with- 
in one-half degree) is protected by an 
unbreakable crystal and is calibrated in 
degrees through a 360 deg. range. Two 
air bubble tubes, one for horizontal use 
and one for plumb testing have been built 





in (one on each end). Length 14% in., 
width 3 in., thickness % in. The Brand 
Tool Company, 1513 E. Colorado Blvd., 
Pasadena, Calif. 
















IS 
WALL SHIELD 


around the switch plate 


Easy to sell .. . and right 
now, because of a stroke 
of good fortune in get- 
ting highest quality ace- 
tate . . . IMMEDIATE 
DELIVERIES are possible 


ORDER AT ONCE 


Transparent . . . heavier 
and better .. . scalloped 
edge for beauty . . . pro- 
tects wall paper around 
light switches . . . will 
not curl . . . stays flat 
against wall . . . for single 
or double switches. 
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SEE YOUR JOBBER 


HANSON SCALE CO. 
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The fest are 


BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OlL TEMPERED SPRINGS 


McGILL METAL Propucts Co 


Marengo, Illinois 

















Yale ‘Silver Six’ 
Merchandiser 


2.153 





The Yale “Silver Six” padlocks are 
shown as they appear on the attractive 
blue and silver merchandiser which the 
Stamford Div. of the Yale & Towne Mfg. 
Co. is distributing free to retailers. These 
familiar padlocks are back in production 
after their war years’ suspension. 


“Insecto” Lamp Display 


This 4color “Insecto” display basket is 
available to dealers, free of charge. One 
of these baskets is packed in each No. 123 
“Insecto” lamp deals, which consists of a 
balanced assortment of all popular sizes 
for household and commercial uses. The 
light given off by these lamps is said not 
to attract insects. Complete details on 
the No. 123 deal and advertising material 
from Solar Electric Corp.. 110 William 
St., New York 7, N. Y. 


Heavy-Duty Flooring 


Congoleum-Nairn, Inc., Kearny, N. J., 
has introduced a new resilient flooring 
material, “Nairn” Marine Deck Covering, 
and new patterns in its “Congowall” line 
of enamel surface wall covering. The new 
heavy duty flooring is claimed to withstand 
white hot steel without flaming or emitting 
combustible or noxious gases. Claimed to 
have greater resistance to alkali and water 
absorption, and to be less slippery than 
conventional hard surface materials. Not 
charred or scorched by smouldering cig- 
arettes. Currently made in 9 in. tile form, 
% in. gage. Terra cotta, green and gray. 


Pennsalt Canned 


DDT Spray 


“Knox-Out,” the Pennsylvania Salt Man- 
ufacturing Company's, 1000 Widener Bldg., 
Philadelphia, Pa., double-action DDT 
household insect spray, now is being sold 
in lithograph labeled cans instead of glass 
bottles. The new metal container, in pint, 
quart and gallon sizes, reduces shipping 
weight and uses less storage space. The 


cylindrical cardboard blower gun is being 
retained for the company’s companion 
product, “Knox-Out” 10 per cent DDT 
insecticide powder. 


—_———— 


Cheese Slicer 
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A novel kitchenware gadget, the “Chee- 
Slicer,” announced by the Meteor Manu- 
facturing Co., Buffalo, N. Y., is of modern 
design and materials, features colorful 
plastic handle, hardened aluminum frame, 
plated in corresponding luminous shades 
and a cutter of fine music wire. Priced 
to retail at $1.00. 
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8-Inch Fan 


Three wide-area type blades of one piece 
steel construction, welded steel guard, and 
brushless, two-pole induction-type motor 


+ 








are features of this 8-inch non-oscillating 
desk bracket “Pacemaker” fan. Designed 
for a variety of home uses, the “Pace- 
maker” is finished in black with polo green 
trim. The positive clamping swivel ad- 
justment is to prevent creeping from 
original position, and the “Moldarta” 
plastic base has a felt pad for furniture 
protection. Over-all dimensions: 10% 
in. high, 9% in. wide, 634 in. deep. 
Westinghouse Electric Corp., Electric Ap- 
pliance Division, Springfield, Mass. 


New Bait Comes in Tube 


A recently developed fish bait, called 
“Fast-Bite Fish-Bait,” comes in a tube, 
from which it is squeezed onto the hook 
in place of live bait. “Fast-Bite” is a 
special formula said to have attraction for 
fish and to be a special lure for trout, bass, 
bluegills, and other game fish. The manu- 
facturer states that Fast-Bite will stay on 
the hook in the fastest stream, and for the 
longest cast, and will keep indefinitely in 
the tube. Fast-Bite, Inc., 1515 East Eight 
Mile Road, Hazel Park, Mich. 
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Hose Coupling 


The “Instant” garden hose coupling em- 
ploys the aircraft “O” ring seal to make 
it leak-proof, according to the makers, the 
Diversified Design & Machine Products 
Corp., 9410 Detroit Ave., Cleveland, O. 
Said to be instantly attachable and de- 
tachable. May be used on a lawn hose, 
sprinkler, laundry tub, washing machine, 
etc. Solid brass, Two pieces, a hose and 
a faucet end. To retail complete for $1.25. 


yy. 
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Portable Ice Chests 


This “Temp-A-Sure” ice pleasure chest 
is an all-aluminum portable cooler, 20 in. 
long, 16 in. wide, and 15 in. high, weighing 


20 pounds. Has built-in drain and heavy 
rubber gasket to seal the lid. Suggested 
retail selling price, $29.95. Dealer cost, 
$17.85. P. E. Richards Mfg. Co., P. O. Box 
445, Terrell, Tex. 


Wood-Joining Adhesive 


“Glu-Bond,” a ready-to-use water emul- 
sion of synthetic resins, which is said to 
be suitable for all types of wood-working 
operations and to be impervious to extreme 
temperature dryness or humidity changes, 
has been announced by Swift & Co., Chi- 
cago 9, Ill. Heating or pre-mixing is not 
necessary. though water may be added as 
a thinning agent if desired. 
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Wi 
FAST SELLING 


ALL PURPOSE 


HOUSEHOLD 
CLEANER 


A DETERGENT 
Used for 
© DISHES 
° LAUNDRY 
© FLOORS 
e WOODWORK 


An amazing new concentrated soapless 
household cleanser that contains an anti- 
bacteria solution. Easy on hands and mate- 
rials. Washes in any kind of water, hot or 
cold, hard or soft. Cleans but does not re- 
move the wax from polished surfaces. Dishes 
dry to a high sheen without towelling. 


Full 8 oz. bottle. Retail 35c¢ 
REGULAR DEALER DISCOUNTS 


CAYA LCAD E 
, JM. 


Cavalcade brings you tomorrow today 


105 West Adams Street 
Chicago 3, Illinois 








Canning in tin cans saves time! 
Saves flavor! Saves the product! 1946 Burpee 
Can Sealers and Burpee Pressure Canners 
are being distributed to dealers on the most 
equitable basis possible. 


THE 











Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries trom 


Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL 














The logical 
answer to every need 
for Builders’ Hardware 


because the complete line is so 
diversified that practically every hard- 
wore requirement for modern building is | 


included. 





| 
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in this line you will find also a wide assort- | 


ment of sizes in hinges, door hangers, etc., 
to take core of either light or heavy jobs 
withcustom- built precision 


| 
| 
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National Hardware has | 


been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service 


* 





WHATS NEW 


Rat Killer 


Comes ready for use and claimed to be 
harmless to humans, poultry and domestic 


animals. Net contents, 2 oz. per can; 12 


cans in colorful counter display; one gross 
per case (shipping weight—36 lbs.). Ani- 
mal Trap Co. of America, Lititz, Pa, 


| “Flex-tyne” Rake 





Adjustable from a maximum spread of 
20 in. to a minimum of 7% in.; flexible 
both vertically and horizontally. Flattened 
ends to insure greater efficiency and gentler 
care of young shoots. Finished with zinc- 
plated tines, brilliant red trim and lacquer 
coated hardwood handle. Guaranteed 
against breakage under normal usage. 
Craig Machine Co., Stratford, Conn. 


Matched Garden Tools 
In Aluminum 


A patented finger rest on the “Feather- 
lite’ aluminum garden tools made by 
Markle Products Corp., Rochester, Mich., 
is claimed to eliminate fatigue caused by 
tight gripping. Made of one piece of 
metal. Cannot rust. Normal digging said 
to keep tools sharp. Matched sets of 3 
tools, one of each tool, boxed, fair traded, 


at $3.95. Factory pack: 24 sets, shipping 
weight 50 lbs.; 12 sets, shipping weight, 
25 lbs. 33 1/3 per cent discount. Tools, 
individually boxed, may be sold separately. 
Transplant and bulb trowel, $1.25; culti- 
vating fork, $1.75 and garden trowel, $1.50. 


Home Fluorescents 


Sylvania Electric Products, Inc., 500 
Fifth Ave., New York City, has announced 
two fluorescent fixtures for residential use, 
first in its post-war line. The Sheffield R- 
420 (illustrated) contains four 20-watt 
lamps and the Gorham R-220 contains two 
20-watt fluorescent lamps. Both come com- 
plete with Sylvania starters; have polished 
aluminum end caps appliqued with a gold- 
colored floral pattern and each contains 
a white reflector. Maker states though 
they will be sold mainly for use in kit- 
chens or bathrooms of medium size, they 
are suitable for any room. 


Paring Knife 
With Plastic Grip 


“Fin-Grip”—features molded plastic han- 
dle with natural grip; tempered steel 
razor-type blade, ground to close limits; 
blade anchored in plastic; overcast handle 
to protect forefinger. Mounted on indi- 
vidual 3-color display cards, 3% in. by 
7 in. Packed 12 to a shelf box, one gross 
to a shipping container. Handles in white 
or red. Nu-Produts, Inc., Constantine, 


Mich. 
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Aluminum Ladders 










The aluminum ladders now being man- 
ufactured for home and industrial use by 
Jarvis Manufacturing Co., Glendale, Calif., 
weigh under eight pounds for the four-foot 
ladder. The six-foot ladder weighs un- 
der 12 pounds. The ladder is stress en- 
gineered to carry excess loads, so that the 
greater the load, the more rigid the ladder 
becomes, maker states. Steps are built for 
500 Ibs. working load and the entire ladder 
has been tested up to 1200 pounds weight. 
The work shelf will hold heavy tool boxes 
or objects. Uses aircraft aluminum alloy 
to eliminate splinters and warping. Other 
safey factors include all rubber matting on 
top step and work shelf. Feet are equip- 
ped with rubber guards. Steps are made 
of special extruded aluminum with a tread 
to prevent slipping. 


Household Spray Gun 


Designed for spraying modern’ insecti- 
cides, lotions, deodorants, antiseptics, etc., 
this all-metal and glass unit is less than 





5% inches high yet is said to develop over 
300 pounds nozzle pressure with one stroke 
of its short 24-inch piston. Sprayer has 
special check valves and new type air lock, 
to allow spraying at any angle without 
danger of leagage or spilling. Retails at 
$2.50. Cornelius Company, Minneapolis, 


Minn. 


Livestock Spray 


“Pensalco,” a DDT dust livestock spray 
has been developed by the Pennsylvania 
Salt Mfg. Co., 1000 Widener Bldg., Phila- 
delphia 7, Pa., containing 50 per cent DDT 
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with other active and inert ingredients, it 
is designed for use with water as either 
a dip or spray for control of flies and other 
livestock pests. The spray, which wets 
out the hair to give residual toxicity, also 
may be used on the walls of barns, milk 
houses, and pens. Packaged in two-pound 
paper bags. 


Combination Hose Reel 
And Utility Truck 


The Earl Randolph Corp., 17-21 Station 
St., Brookline 46, Mass., has introduced the 
“Erlrand” combination hose reel and utility 
truck. Reel may be removed and the 
frame used to move barrels and heavy cases. 
Reel holds 150 ft. of hose. All welded 
frame. Green enamel finish. Height, 40 
in.; weight 20 lbs. Packed two to a carton. 





Child’s Seat 


“Hani-Seat”—for children, one to seven 
years old. Safety strap passed around back 
of the chair holds both child and the seat 
in place. Rubber-tipped legs to prevent 
slipping and marring of furniture. Seat 
also secures to back of auto seat with aid 
of folding hanger and elevates child to 
provide a full view out of windows. Also 
attaches to chairs in restaurants. Con 
struction is all metal, finished in contrast- 
ing colors. Size 12 in. wide, 8 in. deep. 
and 13% in. high. Packed, completely as- 
sembled, one to a carton. OPA retail price, 
$4.50. D. J. Alexander, 423 W. Coulter 
St., Philadelphia 44, Pa. 
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SPEEDY HANGER FOR 
TROUSERS AND SKIRTS 





Hew HOME VALET 


Garments slip in or out instantly as de- 
sired, without manipulation or adjust- 
ment of slides, clamps or other fasteners. 
With the patented equalizer bar one 
end of each hanger arm is always open 
ready to receive garments, yet lightest 
of summer skirts or thickest tweed trous- 
ers hang equally securely. Increases 
usable space when used on closet doors. 
Holds four garments in full length, tail- 
ored stosGge. Saves time, space, clothes. 
Nickel plated steel. At men’s clothing, 
department and hardware stores. 


TABER, BUSHNELL & CO. 


Midland Bank Bidg. Minneapolis 1, Minn. 





ins A“ Zia-Lex” prooucr 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 

































Made in 
California 
From Your eevee estat 
Bites = propucts 
I(0):}:]4 a 1178 So. la Brea Ave. 


los Angeles 35, Calif. 


te Registered trade mark ef Corning Glass Works 
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Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


COMPONENT PARTS 


FOR 
ELECTRICAL APPLIANCES 
CORD SETS 
TAPS & PLUGS 
REPLACEMENT ELEMENTS 
COILED ELEMENTS 


Send For Circular H 
EUARBET ’F°G Co. 


ELECTRICAL PRODUCTS 
3349 THIRD AVE. NEW YORK 56, WN. Y. 














A COMPLETE LINE 
asx / 
77 iar Ryaulaliors ety YOUR | 
4 2 - JOBBER 


sn The Traae 


AMERICAN SHEARER MFG. CO, nasaua nw) 








| When operating with 
torch is said to generate a heat of 1700 
deg. F. Retail selling’ price, OPA, is $2.00 








SPAR-TEX 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AUE., NEW YORK 57, N.Y 


Schick Shaver Package 


The Schick “Colonel” electric shaver re- 


| tailing at $15.00, comes in a simulated 


leather case in russet, with brass edging, 


and with the Schick name stamped in gold 
on the top of the case. The Schick “Super,” 
illustrated, retailing at $18.00, is in a 
maroon simulated leather case, with brass 


edging, and the name Schick cut out in 
| the metal strip on the front of the top cover. 
| Cases of steel, with rayon sateen for lining 


the top inside and red plush for the base. 
Base is partitioned for the shaver and for 
the cord which is held in a brass band. 
Schick, Inc., Stamford, Conn. 


| Gas Torch 


—- 


Designed to operate on ordinary illumi- 
nating gas, natural or manufactured, with- 
out use of tank oxygen or compressed air. 
Connects to gas outlet or kitchen range 
by ordinary rubber tubing. Maker states 
torch remains cool and safe. Features all 
metal parts, precision tooled, in brass. 
illuminating gas, 


each. Ritson, Inc., 110 E. 23 St., New 


York 10. 


Motorist’s Vulcanizer 


The J. W Speaker Corp., Milwaukee 12, 


Wis., announces a new-style motorist’s vul- 
canizer—a compact, self-contained unit to 


enable any motorist to make vulcanized 
tube repairs anywhere. Known as the M-3 
Match Patch Emergency Kit, it is made 
entirely of steel. Has a rubber cushion 
that provides upward counter pressure to 
assure feather-edged repairs. The insulat- 
ing properties of the rubber cushion cause 
it to hold correct vulcanizing temperatures 
longer to guarantee proper cure. A color- 
ful can attached to the vulcanizer bears 
simple instructions and contains a buffer 
and three Match Patches with heat units 
and metal pans. Each Match Patch is 
triple-sealed in cellophane and wax. Re- 
tail at 65 cents each. 


Spring Aluminum 
Clothespins 


“Hollywood” Pin-Ups”—come in_ five 
colors, blue, gold, red, silver, and green. 
Ten pins on attractive disply card showing 
additional uses of the product. Hollywood 
Pin-Ups, 5101 San Fernando Road West, 
Los Angeles 26, Calif. 


Wall Shields 


ae ree 


For use back of electric switch plates, is 
made of high grade acetate with scalloped 
edges and lies flat against the wall. It 
will not buckle or curl, is transparent, non- 
inflammable, and made of heavier and 
better material, maker states. It is made 
in single size to retail for 15 cents and 
double size to retail for 25 cents with 
prices and discounts to jobbers and dis- 
tributers. Immediate deliveries can be 
made, maker says. They are packed 100 
single and 50 doubles. Wall Shield Co., 
349 W. Fourth Street, Cincinnati 2, Ohio. 
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IDALAZN DL 


for Safety . Economy - Good Service 
THE CLEVELAND CHAIN G@ MFG. CO. 
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SPRING CLOTHESPINS AND 
WOODEN GARMENT HANGERS 


Imported 


FOR SPOT DELIVERIES 








Address Box K-613, c/o HARDWARE AGE, 
100 E. 42nd Si., N. Y. 17, N. Y. 





The Only CAULKING GUN 


with a Lifetime Guarantee 





For Cartridge or Bulk 
, Compounds 
Immediate 


Delivery j Precision made with all working 
x , parts accurately machined. *Extra 
neavy gauge barrels. *Uses all caulk- 
ing materials — even handles light 
oils. “Available in three sizes— 
6%”, 10” and 15”. List prices— 
$6.50, $7.50, $8.50. Write for discounts. 


All BEAVER guns are ne el for life. Any gun damaged or worn 
cut in service will be rep d by the manufacturer for only 
fifty cents. 

WESTERN RESERVE MFG. CO., 3715 E. 93rd St., Cleveland 5, Ohio 

















WARNER 





rane neares PP Day 


hreide bent Easy to 
Demonstrate 


THREE GOOD NAMES 


1—WARNER Engineering and Crafts- 
manship. 

2—CHROMALOX Electric Heating 
Units. 

3—MINNEAPOLIS-HONEYWELL Aw 
tomatic Temperature Control 
combined in this fine Heater! 


Write for folder W88, 
fo 906 N. Summit St. 


faa ddd < 








FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x |'/-Inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black enamel 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper 


. » WEIGHT: 56 Ibs. per set of 
nM la four posts. 
ORDER THROUGH YOUR WHOLESALER 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. 














ALL PURPOSE 
Single Action 
FISHING REEL 


KM 
7, 
Za 


Y 


4: 
000, 





Size of Reel, 4”, 1” wide, 4 ozs. Free = 7 
ing Plated Finish, All Meta, Knob. 
All Kinds of Fishing—attach to all Rods. Makes 
Good for Boys or Beginners to Learn Casting. 
Each in Box. One Dos. in Carton, $9.00 Dos. 


2 Piece ROD—55” Long, Slipfit Solid Aluminum; 
Reel Seat, 9” Wood Butt. Good for Boy or Man. 
Makes Swell Gifts for Youngsters. No. FR $8.40 
Per Doz. Sold in Dozen Lots Only. 


36°" ROD BAG—Made of Heavy Canvas with 
Leather Butt at Bottom, Leather under Snap Flap. 
Ideal for any 2 Piece Rod up to 70”. Formerly 
used by Armed Forces for Soave =. —_— No. 
RB pad Per Doz. Sold in Doze 

Stee! Surf Fishing feds ‘Avellabie. 
We y money back if Merchandise proves 
unsatisfactory upon delivery. If material ie wnavatl- 
able, we reserve the right to substitute equal, or 
higher cost merchandise of a similar nature at 
No Eetra Charge. 

Write Dept. HA for Catalog. 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 


2% Cash Discount Check with Order. 
Net 10 Days to Rated Firms. Jobber 


Buy Rod and Bag In Sets—$12.00 per doz. Inquiries Solicited. 











Duo-THERM 


Division of Motor Wheel Corporation 
Lansing 3, Michigan 


America’s Largest Manufacturer of 
Fuel Oil Heating Appliances 
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ICE CUBE TRAYS 


Immediate 
Delivery 


[ ALUMINUM 


Popular 
Sizes 


Write for prices 
Mention your 
NOTE NOTCH : 
FOR INSTANT RELEASE jobber 


EDISON COOLING CORPORATION 
310 E. 149th St. New York 51, N. Y. 














COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21s? S¢., Long Island City, N. Y. 














CENTRODRAIN and FILLER 


- | me, DRAINS Cellars 
4 * Pools Washing 
Machine a 
A 

Mix 

C .© 


When 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 





BALTIMORE 2, MARYLAND 
Presto Cookers—DeWald Radios—Electri- 
cal Appliances — O'Cedar Mops and 
Chemicals — (AGM) Water Heaters and 
Products — Cordage — Cutlery — Gifts 
—Brushes — Paint. 

— STOVES — 
Gas—Oil—Coal or Wood 
Hardware—Farm—Household Specialties 
STRICTLY 
Wholesalers & Distributors 











SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57, N.Y. 





FOLDING 


CHAIRS 


Upholstered end 
Pieia. Meany styles 


Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, WN. Y. 








Fiberglas Ironing 
Board Cover 


Glass cloth of a newly developed type 
has been adapted as an ironing board 
cover and is being manufactured by The 
Sunlite Mfg. Co., 3724 W. Wisconsin Ave., 
Milwaukee, Wis. Being glass, the fabric 
in the cover does not burn or char, and 
withstands heat from irons, usually in 
range from 350 to 600 degrees F., minimiz- 


ing fire hazards. Also minimizing the fa- 
tigue factor is the change in ironing 
technique the glass cloth cover permits. 
Instead of up-ending the iron or placing 
it in a metallic holder while not in use 
while garments are being positioned, it is 
recommended that the iron be guided to 
the large end of the board and remain in 
normal position. A sheet of Fiberglas mat, 
14 by 8 inches is attached to the wide end 
of each cover. It fits between the cover 
and the padding and to minimize the pos- 
sibility of scorching and discoloring the 
padding when the iron is in the rest posi- 
The Sunlite covers are applied to 
manner as 


tion. 
ironing boards in the 
covers commonly used. The covers do not 
have to be removed for cleaning. Spots may 
be removed by wiping with a damp cloth or 
standard dry cleaning fluid. Padding from 
one-fourth to five-eighths inch thickness is 
recommended for use between the ironing 
the cover. 


same 


board and 


Double-Glazed Window 
Insulating Unit 


Development of a new type, double- 
glazed window insulating unit known as 
“Twindow” for industrial, home, business, 
commercial, and special use has been an- 


nounced by the Pittsburgh Plate Glass 


Co., Pittsburgh, Pa. “Twindows” are in- 
tegral insulating units of two or more 
plates of glass enclosing a quarter-inch or 
half-inch hermetically sealed air space. 
One of the features of “Twindow” is use 
of hollow aluminum tubing to separate 
and hold the glass plates in position. The 
entire unit is framed with a light-gauge 
stainless steel channel (.015 to .020) with 
the channel legs extending three-eighths of 
an inch inward on the surface of the glass 
from the base around its periphery to give 
protection during installation 
and use. The Twindow unit is said virtu- 
ally to prevent condensation, one of the 
most difficult transparent fenestration prob- 
lems to solve in all types of applications. 


Pumpless Blowtorch 


The No. 200 Pumpless Safety Torch, of 
the National Pumpless Blowtorch Co., 7500 
Stanton Ave., Cleveland 4, Ohio, has a 
fuel capacity of one pint but is claimed 
by the maker to out-perform any quart 
torch, burn as long, produce greater heat 


maximum 


(2000 deg. F.), and eliminate pumping. 
Turns down to a pilot light and will stay 
lit for hours according to manufacturer. 
Said to give a large clean flame 7 in. long 
to a small pointed flame 2 in. long, and 
said to maintain the same flame length 
without attention until tank is empty. Tank 
of drawn brass, tested for 1000 lbs. pres- 
Maximum pressure developed only 

Burns in any position. Said not 
to be affected by wind. Adjustable handle. 
Nozzle is made to accommodate flame 
spreader, heating pan, extra large solder- 


sure. 


35 lbs. 


ing copper. 


Wash Pants Dryer 


The C. 1. Togstad Co., Kokomo, Ind., has 
added the “Creaseform” wash pants dryer 
to its line. Wrinkle-free results achieved 
by tension on cloth from top to bottom, 
according to maker. Heavy flat wire con- 
struction with an automatic “tension lock” 
which sets itself when the frame is ex- 
panded to proper tension. Finger tip re- 
lease. Satin finished rust resisting plating. 
Packaged in pairs in merchandising wrap- 








per simulating an actual pants leg, to serve 
as silent salesman on counters. 
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GLASS Y PUTTY POINT DRIVER 
CUTTERS No. // KNIFE Pe ioys 
No. 023 / There are no substitutes for quality 4 ,* it 
024 SS stock and sell genuine RED DEVIL tools -. > es Om 
ee Complete Catalog Available pa 3 
> RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. Sy 
SCRAPER POINTS 


leo i cape 





SPECIAL SUMMER OFFERING 
ALL-STEEL @ QUALITY PRODUCTS—Every Landen item 
is the finest product for its purpose that can 


TOY WHEELBARROWS os be al 
ay, @ SUPERIOR PACKAGING—Metal Containers 


HEAVY, RUGGED TUBULAR STEEL UNDERCAR- that stand up, attractively labelled to give 


. . . A eye-appeal to aid sales 
ny me,  gaaray® Fy a seen @ EFFICIENT SERVICE—Even during wartimes 
BLACK HI-GLOSS ENAMEL PAINT - Landen Customers were able to get prompt 

— 4 . delivery in quantities. 
1 Dozen Lots to 1 Gross—$21.00 per Dozen © COMPETITIVE PRICES—Every effort has 
. ; ‘ been made to give you highest quality at 

1 Gross and up—$18.00 per Dozen prices that will bring in profits. 

Flexiseal Glazing & Caulking Compounds 














| Landen Putty 











Prompt Deliveries 


MONAD INDUSTRIES — Peterborough, N. H. LANDEN PUTTY WORKS 

















" FULLER TOOL CO 
BRONX 59, New York 







ELECTRIC RANGES ~ ELECTRIC WATER HEATERS - 


ie 


OIL RANGES + PORTABLE OVENS - OIL HEATERS + WICKS 


LINDEMANN & HOVERSON COMPANY 
MILWAUKEE 7, WISCONSIN 





















UFACTURER: . dis- 


i++ * 
consistently presi to 8 buy'nd 














ducts n secibutors 
4 » } 7 Want your Poe dvertised eae hardwere distri 
{} < Jayed «+ rated a ere dealets 
= " — om por of retail harew how eosy i 4 to 
Me, — serving thouss”™ Tru-Test and see odern merc jane 
5 P h with ify + ate in ™m 
1000 LIGHTS Get '" your products the ultime 
; assure sotgion ° Y 
between refills ee pivision oT PAN 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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WHATS NEW 


Stove Top Mat 


A solid style mat for protecting top of 
stove, refrigerator or kitchen table. Oven 
heat or hot utensils said not to damage the 


mat. Heavy ribs on top and bottom provide 
air channels to ventilate the mat and pre- 
ven its burning or becoming soft. Mat, 18 
in. long and 16 in. wide, is flexible and 
claimed not to curl, warp, or skid. Comes 
in red, green blue, and black. Suggested 
retail selling price, $1.50. The ee 
Rubber Ce., Wooster, Ohio. 


Aluminum Turner 


“Peco”—has thin, smooth edge to slip 
easily under foods; is highly polished, 14 


in. long and pierced at handle top for 
hanging. Made in two grades, No. 3212, 
20-gage and No. 5113, 16-gage bright, tem- 
pered aluminum to retail at 15 and 30 
cents, respectively. Packed 12 to a bundle, 
12 to carton. Peal Mfg. Co., 1040 W. %h 
St., Cincinnati, Ohio. 


Straps, Tape, Webbing 
Made to Specification 


American Cord & Webbing Co., Inc., 
374 Broadway, New York 13, is manufac- 
turing a new line of heavy duty trunk 
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straps, equipped with double grip release 
buckles. Furnished in any length to speci- 
fication. Claimed to be economical as 
they are made of surplus government web- 
bing. Also large assortment of utility, 
book, bag and shawl straps. All types of 
surplus government tapes and webbing at 
less than market or replacement costs, 
according to maker. 


Electric Wall Heater 


Enclosed in heavy steel casing and fits 
flush with wall. Has nichrome wire twin 
heating elements and highly polished re- 
flector. Grille is of attractive design, either 
aluminum or chrome plate. Dimensions: 
12 by 18 by 4 in.; wattage, 1500; voltage, 
120 a.c.; weight, 7 lbs. Suggested retail 
selling price approximately $14.95. Hydro- 
Aire, Inc., 626 No. Robertson Blvd., Los 
Angeles, Calif. 


Miniature Magnifier 


“Mini-Mag”—1% in. ‘wide by 2% in. 
long, weighing three-fourths of an ounce. 
Lens is rectangular to give a larger field 


of vision. Ground from optical glass, 
plano on one side and convex on other. 
Claimed to give a clear, sharp field from 
edge to edge of the lens, and to have a 
magnification of 3% times when counting 
the object as one. Edroy Products Co., 
480 Lexington Ave., New York 17, N. Y. 


Sealcrete Waterproofing 
And Sealit Paint 


The Sealcrete Corp., 1047-1051 E. 46th 
St., Brooklyn 3, N. Y., is introducing an 
improved “Sealcrete” liquid waterproofing 


containing DDT. Claimed to be water- 
proof, dustproof, crumble proof and acid 
and grease resisting. For use on all 
masonry surfaces, floors and walls, both 
interior and exterior, painted or unpainted, 
wet or dry. Said to be ideal hardener for 
concrete floors. To sell for $2.75 per gal. 
Cost to dealer, $1.75 per gal. “Sealit” is 
a new and improved waterproof paint in 
8 colors: White, ivory, buff, peach, blue, 
cream, light gray and battleship gray. 
Claimed to seal dampness out of walls. 
Said to be good on interior and exterior 
surfaces, above or below grade. Contains 
DDT. Recommended for use on concrete, 
stucco and masonry surfaces. For water- 
proofing basements, swimming pools, laun- 
dries, dairies, factories play rooms, fur 
and storage vaults, public buildings, etc. 
Requires only water. One gal, said to 
cover approximately 200 sq. ft., depending 
on porosity of surface. To sell for $3.25 
per gal. Dealer’s cost $2.25 per gal. 


Kitchen Carton Opener 


“Speedway”—cutting edge obtained 
from razor blade which slides back and 
can be locked for safety. Makes it pos- 
sible to open box on three sides so cover 
may be used as a hinged lid. Retails for 
25 cents. Each opener mounted on indi- 
vidual counter display card. International 
Safety Razor Corp., Bloomfield, N. J. 


HARDWARE AGE 











Zinc Chromate 
Rust Inhibitor 


“Zinkromex,” a new zinc chromate rust 
inhibitor for new and rusted metal, an- 
nounced by Claronex Products, Inc., 239 
Java St., Brooklyn 22, N. Y. The manu- 
facturer states it can be sprayed or 
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an 
fing 











brushed, has good suspension properties; 
will not peel or crack; any oil or varnish 
paint can be applied right over it; it 
covers 700 to 500 square feet, according to 
surface conditions; expands and contracts 
under atmospheric changes and it can be 
applied as a single or priming coat indoors 
and as a prime or spot coat outdoors. 
Product is shipped in containers of 5 gal- 
lons and 1 gallon, also supplied in quarts, 
pints and half pints. The manufacturer 






offers to ship one gallon anywhere, express 
collect, with the understanding that if 
within a year, it fails to stand up as 
claimed, purchase price will be refunded. 
Retails at $5.60 per gallon. 


Pedal Cars 


The velocipede idea adapted to the needs 
of youngsters of 1% to 5 years. Except 
for rubber tires and pedals and natural 
wood handles it is built entirely of metal, 
attractively finished in red, blue, and 
cream. The makers state this pedal car is 
built to take the rough treatment which 
can be expected from growing children. 
The “Billy Boy” pedal car is sold only 











through wholesalers. Oakland Engineering 
Company, 800 100th Avenue, Oakland 3, 
California. 


Gasoline, Fuel Oil 


Purifier 


Claimed to purify gasoline or fuel oil 
by passing it between layers of helically 
wound ribbons made from impervious ma- 
terials, dirt and other impurities stopping 
at the outer edges of the ribbons and 
















falling into the sediment chamber. Accumu- 
lationson outer surface of the cylinder of 
wound ribbons, occurring after long use can 
be cleaned off by blowing compressed air 
or breath into the cylinder. Purifier is 
also said to separate free water from gaso- 
line. Quick installation. Retails for $2.10. 
Skinner Purifiers, Inc, 1500 Trombly, De- 
troit, Mich. 
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That Myers tops all others 
In popularity !” 















Says Jack to Jill “Let’s tell ’em, 
How proud we are to see 


THE F. E. MYERS 
Dept. F-26, Ashland, Ohio 





& BRO. CO. 
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. -- MORE MYERS WATER SYSTEMS 
ARE IN USE THAN ANY OTHER MAKE 
















Gt WRIGHT 


WORCESTER >= 





WRIGHT 


The name WRIGHT identi- 
fied with the fabricating in- 
dustry since the early eigh- 
ties has always stood for 
quality. 
WRIGHT Hexagonal 
Netting woven on mod- 
ern looms is the high 
standard of the indus- 
try. Every bale of 
WRIGHT netting with 
its colorful rooster 
trademark and 
gleaming finish is a 
product that brings 
repeat orders by 
name. 









































STEEL & 


WIRE CO. 
MAS S. 




















New! A modern sure 
cure for condensation 
drip from cold water 
Pipes. 
Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, Easyto Wrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll,enough for $4 25 
7 ft. of at nive 1 ° 


Migher West of Reckics asd Canade 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Becutiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
4. W. MORTELL CO. 207 Bareh St., Kankakee. Ill. 








This, the newest item in 
the Peter Putter line, is 
going places — thanks 

to a superior product 
backed by superior 
advertising. Line 

up and stock up! 

Order now from 


your jobber. 


SCHALK CHEMICAL CO. 
LOS ANGELES * CHICAGO . 





Aluminum Roof Paint 
For Cooler Interiors 


The United Gilsonite Laboratories, 
Scranton 1, Pa., claims that its new alumi- 
num roof paint reduces inside tempera- 


tures by as much as 15 degrees, and at the 


same time gives longer life to roofing. 


Processed from gilsonite asphalt base 


| and fortified with processed pure alumi- 


num paste. When paint is applied, the 
aluminum pigment is claimed to “leaf” to 
the surface to form foil-like metallic shield 
against the elements. Said to reflect 80 pe 
cent of sunlight, thereby protecting rool 
coating from cooking action. For use on 
smooth or slate roll roofing, asphalt shin- 
gles, built up, slag or metal roofs; also for 
work on tanks, flashings, iron 
Gallon covers approximately 


outside 
fences, etc. 


| 300 to 350 sq. ft., at cost to consumer of 


about one cent per square foot. Requires 
no thinning or mixing. Applied with brush 


or gun. Suggested retail price $3.25 a gal., 
or $3 a gal. in 5-gal. drums. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 


| Charles F. Rockwell, 342 Madison Ave., 
| New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’s Asso- 


ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

Fall Market Week, at the Western 
Merchandise Mart, San Francisco, Cal., 
Aug. 5-10, 1946. 

National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit; Palmer House, Chi- 
cago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 


Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 

New York State Retail Hardware As- 
sociation, annual convention and _ trade 
show. Headquarters at Seneca Hotel, show 
at Convention Hall, Rochester, N. Y., Feb. 
4-6, 1947. N. H. Kiley, 508°Hills Bldg., 
Syracuse, N. Y., is secretary. 

National Wholesale Hardware Asso- 
ciation’s- meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 

National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, is assistant 
managing director. 

Western Gift, Toy and Housewares 
Show, at Civic Auditorium, San Francisco, 
Cal., Aug. 4-8, 1946; at Portland, Ore., 
Aug. 11-14, 1946; at Seattle, Wash., Aug. 
18-22, 1946. Information may be obtained 
from Western Merchandise Exhibitors 
Assn., 1355 Market St., San Francisco 3, 
Cal. 


Correct Answers to 
Test Your Hardware Sense 


Questions on page 92) 


]1—Answer. (a) 17.05 ft.; 
ft.; (c) 58.58 ft. per Ib. 

2—-Answer. New margin 35.7 per cent 
of sales in place of previous margin of 40 
per cent. 

3—Answer. (a) Approximately 400 ft.; 
(b) full coil 1,200 ft. 

4—Answer. Eleven gallons of house 
paint needed for job, over two gallons of 
trim. Most houses need about 1 gallon of 
trim for each 5 gallons of house paint. 

5—Answer. (a) 100; (b) 100; (c) 50; 
(d) 50: (e) 50; (f) 25. 


(b) 25.82 
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THERE IS 


CONGRESS DISPLAY 
ASSORTMENT— 
SMALL INVESTMENT 
—LARGE PROFIT 


50 pulleys assorted of 27 popular 
sizes with diameters from 1/2" to 
5", each individually packaged in 
on attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
ond hondy inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40. 


if your jobber cannot supply, or- 
der direct andsend jobber’s name 


More Profit 


FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 


Compare the prices, quality and mer- 
chandising helps of the CONGRESS 
line and you too, will agree that there 
is more profit in CONGRESS pul- 
leys. Wise dealers everywhere are 
switching to CONGRESS for long 
profit and fast turnover. 


CONGRESS PULLEYS are 
NATIONALLY ADVERTISED | 


CONGRESS is building sales with | 
advertisements in Popular Mechan- | 
ics, Popular Science plus these in- | 
dustrial publications—Industrial | 
Equipment News, New Equipment 
Digest, Industrial Bulletin and Mod- 
ern Industry—building sales and 


profits for you. 
Dit CASTING 


CONGRESS *owision 


Detroit 12, Michigan 








When You Are Looking 
For a Certain Product 








MILFORD 
FLEXIBLE REZISTOR 


Made of high-speed steel, with real 
flexibility, it has all the advantages of 


pend 'T ~— the all-hard blade plus these . . . 


@ 't will not shatter or break re- 
gardless of how it is punished, 


It is safe . . . anyone can use 
it safely on any job. 


It cuts faster, lasts longer, costs 
less. 


It has “Easy-Starting Teeth,” 
exclusively MILFORD. 


Your Stock 


It will pay you to sell and display the 
FLEXIBLE REZISTOR . . . the hack saw 
blade you can recommend to everyone. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN 5, CONNECTICUT 


Assortment 


NOW 








PRODUCT OF iy 
Master Saw Makers 


Out of three generations of 
saw making experience—al- 
most a century of service— 
Ohlen-Bishop craftsmen have 
attained an enviable repu- 
tation for correctness of de- 
sign, style of tooth, shaping 


100 East 42nd Street, 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged aphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 





OHLEN - BISHOP 
MFG. COMPANY 
901 Ingleside 
Columbus, Ohio 


OHLEN- 
HUN BISHOP, 


and grinding. 


7 











New York 








TARP 


(Canvas Covers) 


New WATER PROOF, FLAME PROOF 


And PAIN 


SIZE: 
If order is for $150.00 


TERMS: 


or more and passes o 


Dept. will ship open account 1% 
please send 


10 days, otherwise, 
check with order. 


TEXTILE COMMODITIES CO., Inc. 
913 Roosevelt Rd., Dept. 15-A 


AULINS! 


Made of 


T PROOF Material 


14 x 16 FEET 


Lots of 6 or More 


$9.95 


EACH 


ur Credit 





Chicago 8, Ill. 
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Classified Advertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 


Positions Wanted 
nts Bae set solid, maximum, 


Allow Seven Words jor Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Representatives Wanted. etc. 
Set solid, maximum, 50 words....... $5.00 
Each tional word Cuts or special borders not allowed. 
SEINE GUND. 00000000. = “DISCOUNTS FOR BOXED DISPLAY ADS 


5% discount for 4 or more 
insertions. 


He Aguey Commterton alowel on Claatifies 
Advertising. 


Each additional word.......... ‘05 REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


advertisers sufficient 

postage for remailing. 

HARDWARE AGE is eens ons other 
Classified forms close ois days 


Thursday. 
previous to date of publication. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








MR. MANUFACTURER—I offer you ten 
years’ experience and excellent following in whole- 
sale and retail hardware, housefurnishings and 
variety store fields in Eastern Penna. 
ern New Jersey. Ex-army officer, college gradu- 
ate. Prefer carrying one line exclusively. Com- 
mission basis only. Address Box K-688, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y. 





PRODUCTION SUPERINTENDENT, MUST 
BE THOROUGHLY FAMILIAR WITH ALL 
DETAILS OF PRODUCTION, ASSEMBLY, 
ETC., particularly in the hardware or kindred 
field. State in detail your experience and salary 
desired, also references. Address Box K-689, 
care of Hanpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





POSITION WANTED AS BUYER OR AS. 
SISTANT:—Experienced hardware, tools, ma- 
chinery, housewares, etc., auto supplies, parts, 
equipment, retail and whol le, re-organi 
systematizing, sales promotions, perpetual inven- 
tories; capable and efficient executive, college edu- 
cation, married, early forties. clean-cut, versatile, 
Jewish. Can locate anywhere. Address Box 
K-690, care of Harnpware Ace, 100 East 42nd 
St.. New York 17, N. Y. 








MANAGER WANTED 


LARGE, ESTABLISHED HARDWARE AND ELEC- 
a . APPLIANCE STORE aN BROOKLYN 

NEEDS LIVE WIRE MANAGER. MUST HAVE 
THOROUGH KNOWLEDGE OF BUSINESS, AND 
HAVE EXECUTIVE ABILITY. WILLING AND 
a TO ASSUME RESPONSIBILITY. SALARY 


Address Box K.-685, care of gg ems 
100 East 42nd St., New York 17, 








CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole- 
sale Hardware Firm in Middle West. Address 

| Box K-621, care of Harnoware Acer, 100 East 
| 42nd St., New York i Se A 





WANTED MAN WITH RETAIL HARD- 
WARE STORE EXPERIENCE to work in 
ware store in Small City in New Jersey. Perma- 
nent position for the right person. State experi- 
ence and salary expected. Best of references 
required. Adtoes Box K-686, care of HarpwarE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMAN WANTED, EXPERIENCED. 
to call on Hardware Stores and Lumber Yards in 
New Jersey Territory, for old established hard- 
ware jobber. Must have car. Immediate opening, 
attractive proposition. Address Box K-691, care 
of Hanpware Ace, 100 East 42nd St., New 
York 17, N. 








SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line 6f Leather Dog 
Furnishings and Paint Brushes. Good 
territories open. State full particulars. 


Address Box K 660, care of HARDWARE AGE 
100 East 42nd St., Now York 17, N. Y. 

















Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 
DRYERS, PIN-UP LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIR- 
RORS, RUGS, SMOKERS, DOOR MATS, 
DOLL CARRIAGES, ETC. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








BUYER 


For Old Established Metropol: Hardware 
& Houseware —r pm Must know his business and 
take Full Charge of Records. State Former Employers 
p- R. Duties During Past Ten 


Replice Will Be Kept Confidential 


Address Box K-696, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











BUYER 


With @ well rated jobber located In 
|| New Y Must be experienced in wholesale 
ee, ane papeowanes with broad knowl- 
edge Salary pendent upon produc- 
tive cunt Replies” aie confidential. 
Address Bex K-672, care of HARDWARE AGE 
108 East 42nd St., New York I7, N. Y. 








SALESMEN—SIDE LINE—CALLING UN 
HARDWARE, VARIETY, AND HOUSE- 
FURNISHING STORES. Commission Basis. 
Address Box K-701, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 





WANTED—TWO AMBITIOUS MECHAN- 
ICS. Sheet Metal Plumber or Electrician to 
take one-third interest in hardware and sheet 
metal established over 55 years. Large store 
building and shop on main street in fine City in 
New York State. $5,000 each required. Please 
give full qualifications in reply. Address Box 
K-684, care of Harpware Acz, 100 East 42nd 
St.. New York 17, N. Y. 





WANTED EXPERIENCED HARDWARE 
MAN IN CENTRAL MASSACHUSETTS. 
Must be familiar with mill supplies and shelf 
hardware. Good opportunity. References required. 
Address reply to Box K-660, care of Hanpwanz 
Acs, 100 East 42nd St., New York 17, N. Y. 








MILL SUPPLY MAN 
Experienced In Hardware os Mill 


Background of successful vend can 
to develop sales force is p - 
to an executive position. Excellent 
— o- with share Fy FF 
shown. Newark, New Jersey, area. 
Address Box K- eare of HARDWARE AGE 
100 East 42nd Now York 17, NM. Y. 














INDUSTRIAL DESIGNER 


A manufacturing concern located in 
lower Westchester county requires 
the services of a designer experi- 
enced in the field of stamped metal 

roducts — one who can combine 

eauty with practicability. Write, 
outlining past history and salary de- 
sired to 


Box K-708, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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WANTED BROKERS AND DISTRIBUTORS 
FOR QUALITY LINE OF CHEMICALS sell- 
ing to hardware stores, variety stores, department 
stores, dairies, chain stores. Many exclusive fea- 
tures. Priced right. Northern Laboratories, Mani- 
towoc, Wis. 





SALES REPRESENTATIVES WANTED; 
Now calling on wholesalers and retailers. Full 
or part time. Manufacturer has most territories 
open. Quality line chrome plated bath fixtures. 
Immediate delivery. Commission. State area, 
trade covered. Full details. Address Box K-693. 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVES 
COVERING MIDWEST JOBBERS, DEPART- 
MENT STORES, CHAINS, DESIRE ADDI- 
TIONAL LINES. P. O. Box 492, Omaha, 
Nebraska. 





MANUFACTURERS’ 
COVERING Texas, 


REPRESENTATIVE 
Oklahoma, Arkansas and 
Louisiana interested in additional lines to sell 
jobbers and dealers. Traveled this territory 
fifteen years and familiar with all type accounts. 
Have three men selling. Address Box K-664, 
care of Hanpware Acer, 100 East 42nd St., New 
York 17, N. Y. 





FACTORY REPRESENTATIVE 10 YEARS 
IN AREA with excellent contacts among whole- 
sale hardware, automotive, electrical and drug 
jobbers, also Mill Supply and Chain organizations, 
desires lines on commission basis. Best of refer- 
ences. Territory, Missouri, Kansas, Iowa, Ne- 
braska, Arkansas and Oklahoma. With years’ of 
experience successful selling and wide trade ac- 
quaintance. Address Box K-694, care of Harp- 
a Ace, 100 East 42nd St., New York 17, 





WANTED: MANUFACTURER’S AGENT 
TO REPRESENT REPUTABLE AND PRO- 
GRESSIVE MANUFACTURER. Not a war- 
time product. Contact hardware and department 
stores, Territory New York State, exclusive of 
Metropolitan New York. In reply give lines 
handled, territory covered, type of contacts, age, 
etc. Address Box K-682, care of Harpware Acre, 
100 East 42nd St., New York. 17, N. Y. 


ATTENTION 
MANUFACTURERS 


Well established wholesaler desires merchan- 





dise Hardware, lance and $ 
Goods Store distribution. Particularly in- 

terested in Household, liardwere, Tools, 
Electrical, Sporting . etc. 


JELCO MILWAUKEE 
COMPANY 


444 N. PLANKINTON AVENUE 
MILWAUKEE 3, WISCONSIN 











NATIONAL SALES ORGANIZATION HAS 
TERRITORIES OPEN for Aggressive Salesmen 
to carry a fast selling line of houseware items 
including metal wall cabinets, kitchen cabinets, 
step stools, hampers, kitchen bases and many 
other interesting items. We are interested in 
contacting the hardware stores throughout the 
Country. Please give details. Address Box K-699, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





EASTERN OR CENTRAL PENNSYLVANIA 
TERRITORY. Am looking for One or Two 
Major or Single Lines that are compatible to the 
hardware trade. Used to calling on High Quality 
Buyers, but have no high pressure formulas. 
Over 20 years of background. Address Box K-702. 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 





COVERING INDIANA. CALLING ON IM- 
PLEMENT DEALERS IN INDIANA. Should 
like One More Good Line as Manufacturer’s 
Representative. Address Box K-683, care of 
Harpware Ace, 100 East 42nd St., New York 
7. Bs We 





MANUFACTURERS LINES WANTED FOR 
HARDWARE, ELECTRICAL AND CHAIN 
OUTLETS, good experience and coverage in 
Pennsylvania, Delaware, Maryland and New 
Jersey. Address Box K-658, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





WANTED—MANUFACTURER’S AGENTS 
calling on builders’ hardware dealers and lumber 
yards to sell established quality line of casement 
hardware and storm sash hardware. Prompt ship- 
ments. Eastern, Southeastern, and Northwestern 
Territories Open. Also Wisconsin, Minnesota, 
Towa and Texas. Prefer men residing in follow- 
ing Cities: New York, Syracuse, Buffalo. Harris- 
burg, Pittsburgh, Atlanta, Detroit, Milwaukee, 
Minneapolis, Kansas City, Dallas, Houston, Port- 
land, Seattle. Address Box K-677, care of 
Harpware Ace, 100 East 42nd St., New York 
a Bs 





NEW SOUTHWEST DISTRIBUTORS. JOB- 
BERS AND MANUFACTURERS’ AGENTS, 
with unlimited capital, wants lines for Southwest 
and Mexico. Interested in hardware, household 
goods, electrical supplies, radios, refrigerators, 
toys, plumbing supplies, etc. T. S. Sales Com- 
pany, P.O. Box 1955, El Paso, Texas. 





LINES WANTED FOR WESTERN 
PENNSYLVANIA, OHIO RIVER 
VALLEY, TRI-STATE AREA 
Widely acquainted wholesale hardware and industrial 
supply executive with more than 25 ones, 
wants |i ge of field = 


nes for area. know! 


road 
ditions. Well known to mine, mill and retail stere 
operators. 


Address Box K-0665, care of pApow Age AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION MANUFACTURERS 


Aggressive, volume-producing sales organization wants 
Electrical and Hardware Lines for Ohio, Kentucky, and 
West Virginia. All representatives with 10 to 20 years 
electrical and lighting experience; personally acquaint- 
ed with electrical, hardware and mill supply jobbers 
in this territory. 
Address Box K-696, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURER’S AGENT WITH ES- 
TABLISHED FOLLOWING in jobber, depart- 
ment store, and chain store trade in Michigan 
wishes to add another line. Prefer paint brushes, 
rods and reeis, or other fishing equipment. Fifteen 
years in this area, guarantee full coverage. 
furnish best of references. Address S. F. Glasser, 
15854 Mettetal, Detroit 27, Mich. 





MANUFACTURERS—DO YOU WANT AN 
AGGRESSIVE SALES ORGANIZATION to 
cover the Middle Atlantic States or part thereof. 
We can handle one or two more lines. At present 
call on Jobbers only in the Mill Supply, Heavy 
Hardware, Marine and Aytomotive Field. Limited 
warehouse facilities. Address Box K-687, 
of Harpware Ace, 100 East 42nd St., 
York 17, N. ¥ 


care 
New 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, ; 


VETERAN WITH WIDE ACQUAINTANCE 
AMONG HARDWARE JOBBERS AND MILI- 
WORK HOUSES in the Southeast wants two 
or three additional lines with reputable, aggressive 
manufacturers that desire wide awake representa- 
tion. Cover trade regularly in Georgia, Florida, 
Alabama, North and South Carolina. Address 
Box K-681, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 





TO FINANCIALLY RESPONSIBLE MANU- 

FACTURERS of Meritorious Products sold 
through hardware, furniture, appliance and de- 
partment store, desiring representation in Cleve- 
land, Ohio. If your line appeals to me and you 
are seeking honest, reliable representation here, 
write me. I'll give worthwhile results, if we 
contact. L. Robert Wittrock, 8510 Linwood Ave., 
Cleveland (3), Ohio 





LINES WANTED INTERMOUNTAIN 
REGION. Aggressive, experienced sales organ- 
ization qualified to add one or two good manu- 
Intermountain 


facturers lines.» Now covering 
Territory with headquarters in Salt Lake City. 
Selling to wholesale hardware, furniture, house- 


wares and plumbing’ jobbers, also department and 
chain stores. Address Box K-695, care of Harp- 
ware Acz, 100 East 42nd St., New York 17, 
x. Y. 





FRANK C. STORRIE 
& 


ASSOCIATES 
SELLING AGENTS 


WISCONSIN—MICHIGAN—INDIANA 
OHIO—PENNSYLVANIA 
710 MICHIGAN BLDG. 
DETROIT 26, MICHIGAN 
THE COMPLETE MARKETING SERVICE TO THE 


WHOLESALE HARDWARE, CHAIN, DEPART- 
MENT STORE AND OTHER TRADE OUTLETS. 
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AFFILIATED GROUP OF MANUFACTUR 
ERS SEEK SALES REPRESENTATIVES: 


selling to hardware, department, gift, and sporting 
goods dealers and jobbers. Distributors’ inquiries 


welcome. Include lines now carried, references, 


and territories covered. Reply to 844 Penobscot 


Building, Detroit, Michigan 


WELL ORGANIZED FIRM OF FACTORY 
REPRESENTATIVES—with many years’ experi 


ence actively covering the State of Wisconsin, 
large following among hardware and appliance 
distributors, dealers and department stores, main- 


taining office in Milwaukee-—invites communica- 

I Address Box 

K-678, care of Harpware Ace, 100 East 42nd 
N. ¥ 


tions from reputable manufacturers 


St New York 17 





— | 





PACIFIC COAST REPRESENTATION 


Manufacturers Representative wants Additional Line 
of houseware, hardware, or sporting goods for presen- 
tation to our jobber, department store and chain 


accounts 
WEST SALES COMPANY 
1521 2nd Avenue, Los Angeles 6, Calif. 
Tel. RO-1203 








SALES REPRESENTATION 
SOUTHERN AFRICA 


Well-Established Manufacturers Representatives, 
branch ofees covering | entire territory invites sole 
turers. Kindly 





nae with principal 
MR. W. MEDWIN 
At present c/o Kornreich & Co. 
535 Sth Avenue, New York 17, N. Y. 











AGGRESSIVE 
MANUFACTURER’S REPRESENTATIVE 


Now selling wholesale and retail hardware 
companies, mill supply houses and export- 
ers, desires additional lines to represent in 
the San Francisco Bay area. 


Address Box K-692, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








MID-WESTERN REPRESENTATION 
WITH 10 MEN COVERING ALL STATES WEST 
OF THE MISSISSIPPI! THROUGH SALT 


LAKE CITY. 
SELLING 5 ty —_ + > je AND 


16, s 
INFLUENTIAL—PROGRESS!IVE—PRODUCTIVE 
GOOD LINES SOLICITED 
DAVID J. BYRNES CO. 

6511 Jefferson St., Kansas City 5, Mo. 











FACTORY REPRESENTATIVE, 12 YEARS 
| IN AREA, Desires Manufacturer’s Line for New 
i“ Excellent contacts among hardware, mill 
supply and lumber dealers. Commission basis. 
Will carry stock. Address Box K-652, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y 





ATTENTION 
MANUFACTURERS 


Large, well established hardware jobbers 
desire merchandise for department and 
chain store distribution. 


Write Box K-674, care Fy nAnewAes ge 
100 East 42nd Street, New York 17, 








Distribation—Present and Postwar 
Ketablished— Reliable— Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Ps. 
Branch Offices 
New York - Phitadeiphia - Detreit - Ccage - Clevetand - Loutsville 
Covering all classes of jobbers. We will carry the 

accounts or you can bill direct 
Write for further information end references 














The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 














SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 











SOUTHERN REPRESENTATIVES 


Have following in several classes of job- 
bers, retail outlets, and chains. You bill 
direct or we carry accounts. Have effi- 
cient sales organization and can carry 
stock. References. 





P. ©. Box 130, Monroe, N. C. 








| 


FOR SALE—STOCK AND FIXTURES of 


Retail Hardware Store in Pennsylvania Town 


of 5,000 population. Stock includes general and 


finished hardware, house furnishing supplies, 


sporting goods, paints, oils, varnishes, contrac- 


| tors supplies, etc. Our lease expires soon and 


| 
} 


P 


we are forced to vacate our present location. Ad- 
dress Box K-700, care of Harpware Acr, 100 
Fe 


East 42nd St., New York 17, 


HARDWARE STORE INCLUDES STORE 
BUILDING (4250 sq. ft.) complete stock (ap 


| prox. $22,000) hardware, electrical, plumbing, 





Truck, misc. equipment and supplies. Valuable 
franchises, nationally known products. Doing won- 
derful business in rich farming community. Will 
net $20,000 annually. Dissolution of partnership 


| forces sacrifice sale at $40,000.00. Lloyd Goodin, 





1117 Eve Street, Modesto, California 





FOR SALE 


HARDWARE STORE IN CENTRAL INDIANA. 
TWO 5 ROOM APARTMENTS OVER STORE. 
BRICK BUILDING. GOOD STOCK. GOOD 
DEAL. 


Address Box K-697, Care of HAROWARE AGE, 
100 East 42nd St., New York 17, WN. Y. 








FOR SALE 


We are quitting Dairy Supply Business and offer our 
entire stock of Clean- table and Trackster 
Milking Machines at a big savings to you. All ma- 
chines are new and equipped with either an electrie 
motor or gas engine. Example: Portable listing at 
$300.00 now priced $175.00 freight prepaid. Wire or 


if 
er WESTERN OUTLET COMPANY 
141 East Jackson Street Pheenix, Arizona 








WANTED 
HARDWARE STORE 
Wholesale or Retail 
in Fort Lauderdale, Florida 


HENRY FASIG 


37 Pardee Place, East Haven, Connecticut 








MANUFACTURERS 
GET THE BEST IN 
REPRESENTATION 


In the Southeastern United States. Complete 
svete, four times yearly. Now have top 
lines ill consider two more lines only. Have 
close personal contacts. 

Address Box 291, North Miami, Florida 








Manufacturer's Representative 


Well Qualified and Experienced, Now Representing 
Nationally Known Manufacturer in Middle West con- 
tecting wholesale hardware and automotive supply 
houses has the capacity to do justice to one addi- 
tional quality line of high repute... . If you require 
capable, aggressive and honest representation let's 
get by ay Address reply to 
care of HARDWARE AGE 





Box K-679, 
100 East 42nd St., New York 17, N. Y. 





Your Export Business 
when entrusted to BETTERBY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of all details and worries. BETTERBY’S 
resident representatives abroad promote your sales 
and its staff of expertly trained oo Dersonnel 
competently handles all corr and 
and other documents for shipments all on the world. 
B Y also eliminates your credit risks by 
paying for all goods in New York. 


BETTERBY—Export 











ers 
230 FIFTH AVENUE NEW YORK I, N. Y. 





DIRECT MAIL IS THE 
MOST EFFECTIVE ADVER- 
TISING MEDIUM KNOWN 


We will furnish a complete and accurate mailing list 
of all hardware manufacturers’ agents in the United 
States, classified by States, for $10.00. 


Vv. X. CAMPBELL 





308 Finance Building Philadelphia, Pa. 











(Classified Opportunities continued on page 151) 
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Classified Opportunities Section... 








WANT .22 SHORTS AMMUNITION 


ANY AMOUNT. WILL PAY $75.00 PER CASE 
(10,000) DISTANCE NO BARRIER. IMME- 
DIATE CASH. 


PEERLESS VENDING MACHINE CO. 


Dep't H A, 220 W. 42nd St., New York, N. Y. 


CARTONS, LARGE QUANTITY REVERSE 
TUCK KRAFT CARTONS, Sizes 5'4 x 5% x 





2'4 and 514 x 7 x 24. A. E. MacAdam & Co., | 


95 Lexington Ave., Brooklyn 


Main 2-8700. 











MANUFACTURER'S 
PRODUCTS 
FOR LATIN AMERICA 


WANTED—Direct shipments, for our 
account, at U. S. Ports, on exclusive 
sales basis. Our offices and represen- 
tatives cover all American Republics. 


MART HALLER, INC. 


Export—Import—Commission 
Merchants 


P.O. Box 1208 — Miami 7, Fia. 


WANTED 
BUILDERS HARDWARE SPECIALTIES 
By Manufacturers Agents covering Illinois, Indiana, 
Michigan, Ohio, Minnesota, Wisconsin. Have valu- 
able contacts of 25 years standing with hard job- 
bers, department stores, chain and mail order houses. 
Only Direct Factory Representation Considered. 


JENWOOD SALES 
404 N. Wells St. Chicago, Illinois 














INDUSTRIAL SURPLUSES WANTED 


We represent substantial buyers in Paci- 
fic Foreign Ports and Alaska. May we 
have your lists of surplus material with 
best net cash quotations. Our charges 
paid by our clients. 


PACIFIC PURCHASING AGENCY 





600 Fairview Ave., N Seattle, Wash. 





i we 2 ae 











WANTED 
NEW OR USED, 


ONE TO FOUR (1 to 4) 
Waterbury Farrel #2 Metal Slitter. 


MURRAY HILL HARDWARE CO., Inc. 


668 Third Ave., Near 42nd St., New York, N.Y. 











WANTED!! 
DRUG SUNDRIES—NOVELTIES 
TOYS—HARDWARE SPECIALTIES 


We have over 2500 accounts on our books 
and with our reputation, many years ex- 
perience and expert travelling sales staff 
we can get you the highest distribution 
for your merchandise. As factory repre- 
sentatives, we call on jobbers and dis- 
tributors only—stock the merchandise 
and carry our own accounts. If you want 
top representation write us at once. 


PLATTNER DISTRIBUTING CO. 


(worldwide coverage) 
1330 Oak, Kansas City, Mo. 














The. Only Complete Text Book on 
BUILDERS’ HARDWARE 


Excellent as a G-I Job Training Manual 


This 220 page, fully illustrated book is the only up-to-date and 
complete volume ever published on all phases of this important and 


profitable basic hardware line. 


The deluxe cloth-bound edition, originally priced at $3 per copy 
has recently been reduced to only $1.50 per copy, and a new card- 
board-bound edition is now available at only $! per copy. 


MAIL THIS COUPON TODAY 
Hardware Age, !00 E. 42nd St., N. Y. 17, N. Y. Send: 





Name : __Firm 





Street 


Cloth-bound copies of "Taking the Mystery Out Of Builders’ Hardware” 
@ $1.50 per copy in the U. S. (Canada and Foreign Countries—$2.00). 


———- Cardboard-bound copies of "Taking the Mystery Out Of Builders’ Hard- 
ware” @ $! per copy in the U.S. (Canada and Foreign Countries—$!.50). 





State 





WE PAY POSTAGE iF PAYMENT IS ENCLOSED 


eee | 





os aes om the 
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Published by MAROWARE AGE- 





PREPARE TO 
CAPITALIZE ON 
THE HUGE POST-WAR 
BUILDING BOOM! 


Order your copy now! 








AUGUST 1, 1946 
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WANTED! 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 
export, etc. 








WRITE TODAY FOR FULL DETAILS! 


BENGAL CO. 570 W. 131 St. W.Y.C. (27), N. Y. 












\ 
EXPORT OFFICE s] 
NEW ORLEANS } 

! 
$ 





Adjustable T ype 
FITTED WITH 6 CAT’S BYE VIALS 
cexemm= OTHER LEVELS FOR EVERY USE=—m 


| HALL LEVEL & MFG. WORKS 
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1119 E. 4th ST. — AUSTIN, TEXAS 
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FINE TOOLS 


er — ~®D... 


MAYHEW Cold Chisels, No. 90 Series, are hammer-forged 
of alloy steel. Harder, tougher, with a special knurled han- 
dle Mayhew Chisels are the pride of generations of skilled 
Toolmakers. Available also in Cape, Round Nose and 
Diamond Point styles. MAYHEW Punches, Screw Drivers, 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the 
Dealer. 
“Ask your Jobber Salesman’”’ 


MAYHEW STEEL PRODUCTS, Inc. 


Shelburne Falls, Mass. 








Genui"° DOMES & SILENCE 
SLIDE BLL SOFTLY - SMOOTHLY 
TO SET - Dc SET SAVE FURNITURE 


HL & FLOORS-CREATE QUIET 
=| » Name Comes * 5 at e 


Domes of Silence 
Rubber Cushion Glides 


Ask your Jobber If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C. 
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Qudex Ac Adwertisenn 


| A | F 
Acme Shear Co. . 110) Ferry Cap & Set Screw Co... 93 
Adirondack Chair Co. ..... 142 | Finders Manufacturing Co... 83 
Alabama Manufacturing Co. I5 | Florence Textile Products ... 139 
Allied Hardware Corp. . 125) French Lick Springs Hotel ... 116 
Aluminum Company of Amer- | Fuller Tool Co. ....... ane 

ica (Alum. Paint Div.).... 33 
American Chain & Cable Co. 44 
American Pad & Textile Co.. 10! 6 
American Safety Razor Corp. 113 
G-M Laboratories, Inc. ..... 9! 


American Shearer Mfg. Co.. 140 . 2 
Animal Trap Co. of America 17 Gem Div., American Safety 
abe GO iscsi cs. 113 


Aque-Spray Lown Sprinkler 114| General Electric Co. (Lamp 








P rss agg deine 0 sa] ROAD. snonasreseeenvanee 34-35 
pr ma a E ¢ ed eae at General Mills, Inc. ......... - 
- eee eee General Paints, Inc. (Cutlery 

SE agua libiceeeneres vias 116 
Gilmer Co, L. HM. ......... 100 
B Girton Manufacturing Co. 39 
Baker Manufacturing Co. ... 128 — Sporting Goods Mfg. pa 
Bana Company, The ....... eS eS 
Goldweber, Bernard ........ 141 
Barrows Lock Works ....... 102 
: Great Neck Saw Manufactur- 
Behr-Manning Corp. ....... 7 ee, te co 129 
Bengal Co. ...... «acne 
Burpee Can Sealer Co. ivee 
H 
Cc Hagn Co., Joseph ......... 153 
Hall Level & Mfg. Works ... 152 
Camillus Cutlery Co. ...... 97| tionson Seale Co. ......... 136 
Cermen-Bronson eee 122 | Horbet Manufacturing Co. 140 
Carvanite Products bdpenais 78 | Hor-Ken ete. .......-. 2% 
Cavalcade Industries, Inc. 137 | tth-Shaw Company ........ 10 
Central Rubber Products Co., Hudson Mfg. Co., H. D 38 
i Sesvaccteesansonanns 142 — afi te 
Cheney Industries .......... 141 
Chicago Die Casting Mfg. 
Wi 60h cienetn sd onas 153 I 


Cleveland Chain & Mfg. Co. 141 | Illinois Bronze Powder Co. .. 127 
Congress Die Casting Div... 147| Independent Lock Company. 47 











oe OD ererereee 24 | Industrial Maintenance Co... 154 
Corning Glass Works ...... 99 | 
Covert Manufacturing Co... 81 
Craig Machine Co. ........ 27 . 
Crescent Bronze Powder Co.. 3 | jp ncon Steel & Wire Co., 
Crown Hardware Company.. 138/ Inc. ...... » 88 
Judd Co., ine, H. L eee 
D 
Damascus Steel Products K 
MRS haedcad sea ghadacds 154 | Rest  teponting Agency, Inc., 
Dare Products ............ 123 } Midraare Rae aoe 125 
Dearborn Stove Co. ........ 40 Kay-Tite Company ......... 87 
Domes of Silence .......... 152 | Keating Associates, C.S.... 73 
Douglas Aircraft .......... 21 | Klein & Sons, Mathias ...... 105 
Duo Therm Div. of Motor | Knapp Foundry Company, 
mee Gee. ... veces AE, RR ee 
duPont deNemours & Co., 
a Pe eee 121 
Durst Manufacturing Co. ... 18! L 
Landen Putty Works ....... 143 
ny 75 
E Lehman Bros. Silverware Corp. 154 
Edison Cooling Corp. ...... 142 | Levy Sons, Inc., |. .......... 121 
Ns ence dk ekiok 122 | Liberty Distributors ........ 4) 
Ekco Products Co. ......... II ‘Lindemann, A. J. & Hover- 
Electro-Line Products Co. ... 81| son Co. ............005. 143 
‘ 
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Quadex “Jo_Kdwenrtinenra | Inereased Store Traffic 














M | Shapleigh Hardware Co. ... 156 | 
wht 40 | Sharon Bolt & Screw Co. ... 132 
Marcotte Co., A. J. ........ 153 Sheffield Bronze Paint Corp.. 85 
Marshalltown Trowel Co. ... 143 | Siebring Mfg. Co. ......... 117 
Master Lock Co. ........... 5 | Simer Company, Jerome .... 13! 
Mayhew Steel Products Co... 152 Spar-Tex Co., The ......140, 142 
McGill Metal Products Co... 136 | Speedway Mfg. Co. ........ 133 
Midland Industries ......... 40 | Stanley Tools ............. 19 
Miller, Inc., Robert E. ...... 152 | Stevens Walden, Inc. ....... 90 
Minute Mop Co. ........... 82 | Swing-A-Way Steel Products 
Modern Plastic Co. ....... 78 DD sos easansneres cores ” 
Mohawk Merchandise Co. .. 154 
Monad Industries ......... 143 
Mortell Co., J. W. ........ 146 
Myers & Bro. Co., F. E. ..... 145 | T 
Taber Bushnell & Co. ...139, 143 
| Taylor Ca, David B. ....... 12 
| Tel-O-Post is WO sks on 107 
N | Templeton, Kenly & Co. .... 140 
National Ideal Co., The .... 141 | Tennessee Valley Associated 
National Lock Co. ........ 141| Marketers ............... 106 
National Mfg. Co. ........ 13g | Tepfer Appliance Co. ...... 31 
National Screw & Mfg. Co.. 155 Textile Commodities Co. ... 147 
Woalene Ge... 2.6.0... 121 | Thompson Reel Div., Floyd T. 
Norris Stamping & Mfg. Co. 73 IE RED + «- 29 «r~ - 
ores Thompson & Son Co., Henry. 147 
|Traubee Products ......... it 
Triplex Screw Co. .......... 77 
IE son eee is vcs oestan 143 
° | Twix Mfg. Co., Inc. ........ 142 
O-B Distributors ........... 119 | 
Oakes & Company ........ 143 
Oakland Engineering Co. ... 29 
Ohlen Bishop Mfg. Co. ..... sss y 
Union Hardware Co. ...... 115 
Unique Tool Products Co. ... 123 
2 Universal Metal Products Co. 119 
| errr ree 135 Upson-Walton Co. ...... 36 
Paysee Company, Inc. ...... 14 
Peerless Mfg. Corp., Inc. ... 85 
Pioneer Gen-E-Motor Corp. 37 
Plomb Tool Co. ............ 6| Vv 
oe — pec teag 8 Val-A Company ... ... ... 121 
ee ere od ome 2s Vaughan & Bushnell Mfg. Co. 76 
R Ww 
Ray-O-Vac Co. ............ 1 | Wall Shield Co. ........... 135 
Red Devil Tools .......... 143 Westchester Brickote Prod- 
Reflecto Letters Co. ..... ... 130) ucts Co. ..........-.005, 40 
Remington Arms Co., Inc. 69 | Western Reserve Mfg. Co... 141 
Rittenhouse Co., A. E. ...... 32 | Whitney Carriage Co., F. A. 103 
Russell, Burdsall & Ward Bolt Wilcox Crittenden & Co., 
PE ho'eeeu bee ces et “Ws, nee sa wusieresa5 89 
Russell & Erwin Mfg. Co. ... 30} Wood Shovel & Tool Co. ... 42 
Wooster Brush Co. ........ 2 
Wright Steel & Wire Co., 
SR Re ee ere ee 145 
$s | 
Safety Belt Lacer Co. ...... 132 | 
Sawyer & Son Company, H. M. 117 
Schalk Chemical Co. ....... 146 Y 
Schlueter Mfg. Co. ........ 109 | Yale & Towne Mfg. Co.... . 12-13 | 
AUGUST 1, 1946 & 





BUILDS SALES... 


Your gift department can add profits to your entire store .. . Poten- 
tial customers are passing your doors daily. Wake them up. show 
them that their hardware store is also a gift center. Pep up sales 
in every department with bigger store traffic. 
A copy of the Hagn Merchandiser is yours for the asking . . . Full 
of Volume Values in modern Giftwares and Household Specialties. 
Send for your copy teday. 





JOSEPH HAGN CO. 





35th Anniversary 


WHOLESALE DISTRIBUTORS SINCE 1933 
217-225 W. MADISON STREET « CHICAGO 6 








MARCOT KEY MACHINE 





Marcot #8 Key Machine 
Mounted om cabimet ....c cece ccs eeeeevevens $75.00 


Book on Modern Locksmithing ...+-++++++: ee 3.95 

Auto Code Book & Auto Depth Keys ...-+++++ 12.50 

162 doz. Popular Key Blanks ....--+++eeee8 77.76 

Set Key Files, Tools, Pins, 

Springs, Thimble ...-++-ssecesseessvevsesees 10.50 
$179.71 





A. J. MARCOTTE CO. Dept. HA, 1200 N. Kedzie Ave., Chicago 51, lil. 








This Display Will Help 


ou Sell— 
4 “V"-Belt 


PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
‘lar sizes ranging from 
1," up to 5” in 
diameter. 


Pulleys are for "A" 
section belts and 
come in !/," and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage space in the back for addi- 
tional sizes. 








Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St#., Chicago 12, Ill. 
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Sold by Leading Jobbers 


DAMASCUS STEEL PRODUCTS CORP. | 


ROCKFORD, ILLINOIS 


Aailth, IMMEDIATE DELIVERY 
STEEL STOOLS 4o« ¢<« 5. NOW! 


din WHITE IVORY RED GREEN 


Beautifully 


Height: 24° Diameter 11%" 


No 600-B 


BATH STOOL 
rom $50 


FOBNY< 


Height 15% 
Diameter 


Equipped With 
Rubber.Cove 


FURNITURE SPECIALTIOS - HOUSEWARES « LamPs - TOYS + ELECTRIC. APPUANCES 


Hotel McAlpin 34th Street at Broadway New York 1,N. Y 


SEND FOR CIRCULARS ON OTHER ITEMS 








Introducing LEHMAN'S “EVER - BEAUTIFUL” LOVELY 
HAMMERED ALUMINUM HOLLOW-WARE 


No. 929 (shown) Polished Bright Hammered Aluminum 
j—Floral design. 2 pc. Casserole Dish with genuine 
8" PYREX insert—Diameter 11's" excluding handle. 


A complete line of Serving Trays, Salad Bowls, 
Hostess Sets, Platters, Water Pitchers, Vacuum 
Ice Tubs, Casserole Sets, etc. Manufacturers of 
Ever-Beautiful’” Lehman Lovely Hammered 
Aluminum and Silver Plated Hollow-Ware. 


PROMPT DELIVERIES! 


Exhibiting Empire State Glass Decorating Co., Decorated Glassware 


Lehman Bros. Silverware Corp. 


Showroom: 1472 Broadway, Executive Offices 
and Factory, 197 Grand St#., New York City. 


See our complete fine on display at the National Hardware Show, 
Grand Central Palace, New York City, Space 112, Sept. 16-21. 


Chicago Gift Show—Palmer House—Room 780—July 29th-Aug. 9th 














KILLS!I— 


© FLIES 

© MOTHS 

© GNATS 

© ROACHES 
© SILVERFISH 


10c each | HANG OR TACK ANYWHERE. 
The files alight . . bite . . 
and fly off to die. 
SANITARY 
NOT STICKY 
NOT MESSY 


RETAIL 
Packaged in Glassine 


IMMEDIATE DELIVERY 
Jobber inquiries invited. 


SAFE —— SURE 
PROFIT ABLE 


IMCO PRODUCTS CO. 


BRUCE AVE. STRATFORD, CONN 











HARDWARE AGE 














Here are stove bolts your customers will appreciate. They 
are made right, from carefully selected materials. Threads 
are smooth, strong and uniform. Nuts are clean and fit 
freely. Slots are well defined, properly centered, free from 


burrs. 
In addition to a full range of sizes and styles in slotted 


bolts, “National” offers a complete line of Phillips Recessed 
Heads. These offer many advantages—ease and speed of 
installation, tighter assembly, one-hand driving, no slipping. 
Stove bolts are furnished with square or hexagon nuts— 
round, flat or oven heads. Packed in sturdy boxes with nuts 
enclosed in a separate inner box. 
The “National” line of fasteners is the complete line. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 








SHAPLEIGH HARDWARE COMPANY | 


ST.LOUIS 








